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Insulite sheathing builds a 
strong, weathertight, wind- 


proofed wall . . . a wall with 
effective insulation. 


Inside Walls 


Insulite Sealed Lok-Joint 
Lath provides a strong, rigid 
plastering surface .. . plus a 
second wall of insulation. 
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NEW HOUSING EXPEDITER is Frank R. Creedon. President 


Truman named Creedon to succeed Wilson Wyatt, who resigned 
after a turbulent career as housing czar. Creedon was deputy ad- 
ministrator in charge of construction for the Civilian Production 
Administration and former chief construction engineer for the Army 
Engineer Corps. As general manager of the Stone and Webster 
Engineering corporation, Creedon took part in the construction of 
the atomic bomb plant in Oak Ridge, Tenn. 

NEW HOUSING ADMINISTRATOR is Raymond M. Foley, com- 


missioner of the Federal Housing Administration. Wyatt formerly 
held both titles—expediter and administrator. Foley, who has been 
FHA commissioner since July, 1945 will continue to hold that job. 

HOUSING CONTROLS WILL BE RELAXED as rapidly as pos- 
sible from now on. That is the word of President Truman. He is still 
holding to the broad outline of the veterans’ housing program and 
specific controls over this phase of the program are not expected 
to be relaxed . 


LUMBER PRODUCTION SLIGHTLY OFF for the month of Sep- 


tember. Although the output exceeded three billion board feet for 
the fifth consecutive month, it was 7.1 percent below August. Total 
production for September was 3,206,148,000 board feet. 

1948 MAY SET HOUSE BUILDING RECORD, at least that is the 


soonest the Nation can surpass the all-time peak of 937,000 units in 

1925. The U. S. Savings and Loan League predicts that approxi- 

mately 950,000 new dwellings will be constructed in 1948. 
ELIMINATE FHA ENTIRELY is the recommendation of Douglas 


Whitlock, chairman of the Building Products Institute. Whitlock 
recommends that a Federal advisory board composed of heads of 
Federal departments and agencies handle the functions now al- 
lotted to FHA. 

BUILDING SUPPLIES WILL BE AMPLE in 1947 to meet construc- 
tion demands, says Tyler S. Rogers, president of The Producers’ 
Council, Inc., if labor relations can be smoothed out and shortages 
of labor and a few raw materials can be overcome. 

W-E-T BILL IS ACTUALLY EIGHT BILLS and should be con- 


sidered as such if it comes before the 80th Congress for action. 
That is the advice of the Building Products Institute set forth by 
its chairman, Douglas Whitlock. 

RETAIL DEALERS’ DOLLAR VOLUME WAS UP 10 percent for 


the month of October, the Bureau of the Census, Department of 
Commerce, reported. The increase for the 10-month period this 
year compared with 1945 showed a 34 percent upward trend for 
1946. 

PREFAB BATTLE OVER LUSTRON is continuing. Added pres- 


sure is being brought to bear to induce the RFC to make a 52- 
million dollar loan to this outfit which has only $36,000 in ready 
cash. The RFC has ordered engineering surveys made of the cor- 
pone and two other potential mass producers of prefabricated 
1ouses. 


POSTWAR BRICK PRODUCTION RECORD may be set this 
month, this despite the coal strike. Roy A. Shipley, président of 
Structural Clay Products Institute, reported the October output at 
928 million brick. 

CEMENT BUILDING BLOCKS PILING UP along with some other 
building materials in various sections of the country—just another 
indication that the buyer is coming back into his own. 
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WYATT OUT 


Frank Creedon new expediter; 
Foley named FHA administrator 


THE old order changeth. Wilson 
Wyatt resigned as housing expe- 
diter after battling the private 
building industry and other gov- 
ernment agencies for 11 months. 
He was succeeded by Frank: Cree- 
don, deputy administrator of CPA 
in charge of its construction and 
housing activities. 

John D. Small, Civilian Produc- 
tion Administration head, also re- 
signed. Most of CPA’s functions 
will soon be transferred to a new 
overall government liquidation 
agency which is slated to take over 
the remaining duties of OPA, the 
Office of Contract Settlement and 
the Wage Stabilization Board. 

Another change in the Federal 
housing setup brought Raymond M. 
Foley, FHA commissioner, into 
NHA as administrator, thus divid- 
ing the job held by Wyatt. 

Wyatt’s stormy career as expe- 
diter closed with an unsuccessful 
battle with the War Assets Admin- 
istration and the Reconstruction 
Finance Corporation over a 52-mil- 
lion dollar loan for the Lustron 
corporation to permit prefabrica- 
tion of an enamel-steel house at the 
Chicago-Dodge war plant. 

Other FHA officials who resigned 
with Wyatt were Joseph L. Rauh, 
general deputy housing expediter, 
and E. A. Verpillot, a special dep- 
uty expediter. 


ENGINEERED HOME 


Co-operative plan by NRLDA, 
Producers’ Council outlined 


PLANS and specifications for an 
industry-engineered home designed 
to reduce building costs will be 
available by the end of this year, 
Tyler S. Rogers, president of The 
Producers’ Council, Inc. announced. 

Nationally-known architects and 
engineers are now at work on the 
project which is being developed 
jointly by the Council and the Na- 
tional Retail] Lumber Dealers Asso- 
ciation. 

The savings will result from 
economy in design and from stand- 
ardization, precutting and sizing 
and more efficient assembly of the 
parts which make up the home. 
These savings will be possible 
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whether the dwellings are built one 
or 1,000 at a time. 


STANDARDIZATION AVOIDED 

Because of the wide variety of 
treatments of each basic design as 
far as external and interior appear- 
ance and detail are concerned, the 
homes will not be standardized. 

The first industry - engineered 
homes, Mr. Rogers said, will con- 
tain one, two or three bedrooms, 


kitchen, bath and living room plus 
other conveniences. They represent 
a carefully studied effort to provide 
veterans and others with comfort- 
able houses at a cost lower than is 
attainable by customary methods of 
building homes of the same size 
and quality. 

Once the homes have been com- 
pletely designed and engineered, 
manufacturers will be able to pro- 
vide all of the component parts in 
sizes which will fit into the houses 
with little or no waste of time and 
materials in assembly. 

It is expected that some major 
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the present on allotment 
basis, we are hoping to 
achieve reasonably good 
service in the near future. 
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is improving 


To you who have been 
patiently standing inline 
awaiting deliveries of 
SUPERCEDAR-— our pro- 
duction is at last increas- 
ing. While in fairness to 
all we must continue for 






















T LINING 


The Spectacular Pent-up 
Demand for SUPERCEDAR 
is most gratifying. Mr. 
Dealer, reserve space for 
it in your shed—we are 
going to make it availa- 
ble to you as rapidly as 
conditions will permit. 






BROWN 'S 


SUPERCEDAR 


CLO NING 


TRADE 4 MARK 














Geo. C. Brown & Co. creenssoro, N.C. 


Largest Manufacturer of Aromatic Red Cedar in the World 









units such as bathrooms, kitchens 
and heating units may be especially 
designed for the engineered houses 
in cases where existing lines do not 
fit. 

Manufacturers will be able to 
provide the exact number of quan- 
tity of pipes, boards, nails, bricks, 
insulating materials, windows, 
doors, hardware and other items 
such as kitchen, bathroom or heat- 
ing equipment in special packages 
or assortments, engineered or built 
to the exact requirements of the 
house. 


ADDITIONAL SAVINGS LISTED 


In addition to saving time and 
labor by reducing the amount of 
costly cutting and fitting on the 
site, the plan will bring further 
savings in the form of greater mass 
production in manufacture, lower 
inventories for manufacturers and 
materials dealers and lower cost of 
assembling and distributing the 
hundreds of parts needed for a 
complete home. 

Dealers will save money in buy- 
ing, handling and distributing the 
standard parts, many of them pre- 
packaged. The parts can be kept 
continuously in stock and can be 
delivered to the building site on 
short notice, thus avoiding costly 
delays in construction. 

Owners or builders will be able 
to add further conveniences to the 
houses in any way they wish and 
still retain all of the savings in- 
herent in the basic plans. No esti- 
mate of the total savings have yet 
been made. 

Manufacturers will require sev- 
eral additional months to adapt 
their individual products to the en- 
gineered house. Complete details 
will be made available to the entire 
building industry and to the pub- 
lic as soon as the engineering is 
complete. Every building products 
manufacturer, materials dealer and 
builder will be free to utilize the 
plan in any way he sees fit. 


DOLLAR VOLUME UP 


Retailers’ business shows 
10 percent October pickup 


DOLLAR volume of the 1,737 
lumber and building materials deal- 
ers reporting to the Bureau of 
Census, Department of Commerce, 
picked up 10 percent in October 
compared with September. 

Total volume for these firms for 
the month of October reached $51,- 
218,074, more than a 10 million 
dollar increase over October, 1945. 
Lumber and building materials 


December 21, 1946, AMERICAN LUMBERMAN © 











chens 
cially 
louses 
lo not 


le to 
quan- 
ricks, 
ows, 
items 
heat- 
‘kages 
* built 
f the 


e and 
int of 
n the 
urther 
r mass 
lower 
‘s and 
ost of 
g the 
for a 


n buy- 
ig the 
n pre- 
2 kept 
‘an be 
ite on 
costly 


e able 
to the 
sh and 
gs in- 
0 esti- 
ve yet 


‘e Sev- 
adapt 
the en- 
details 
entire 
e pub- 
‘ing is 
‘oducts 
er and 
ize the 


shows 
pickup 


| 1,737 
ls deal- 
sau of 
merce, 
Yectober 


ms for 
d $51,- 
million 
*, 1945 
aterials 


Cc 


MAN @& 








FROST 





Christmas Greetings 


from 


As the years of conflict recede, 
it is heartening to realize that the 
search for lasting Peace is upper- 
most in the minds of men. Though 
progress toward that goal has been 
painfully slow, the fact that the 
United Nations is in being to find 
and establish common ground for 
the peoples of the world is of 
deepest significance at this season 


consecrated to Peace on Earth and 


Good Will Toward Men. 


[ny our deep yearning for freedom 
from fear, we are en- 
couraged by history to 
believe that it can and 
will be attained. Because, 


after every conflict in 











which this nation has been 
involved, the opportunity for life, 
liberty and pursuit of happiness 
according to the American way, 
has never failed to emerge from 
each postwar period of adjustment, 
and always on a broader scale than 


ever before. 


Havine faith that history will 
repeat again in the present instance, 
fraught though it is with unprece- 
dented problems, Frost joins with 
its friends of the trade and industry 
in mutual declaration of 
that belief for which 
there is no more fitting 


ex pression than... 


MERRY CHRISTMAS! 


FROST LUMBER INDUSTRIES, Inc. 


SHREVEPORT, LOUISIANA 


UUILDING Propucts MERCHANDISER, December 21, 1946 








SEASONS GREETINGS 


from Your 
Western Wholesalers 


Looking ahead to 1947, you can 
depend on it that your Western 
Wholesalers will devote every 
energy to serving their customers 
as best possible within their abili- 
ties. Supply conditions have been 
extremely difficult this past year. 
We sincerely hope that 1947 may 
bring a solution to supply prob- 
lems and permit a restoration of 
the former dependable service of 


your Western Wholesalers. 


RRB 










(Sawmill: 


CARL SODERBERG = pine Praducte 
LUMBER COMPANY ville,” Ore.) 


Manufacturers and Wholesalers Washingten 





Morrill & Sturgeon 
Lumber Co. mange 
Yeon Bidg., Portland, Ore. 


WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 








564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 
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dealers registered a 34 percent in- 
crease in dollar volume for the first 
10 months of this year compared 
with the same period in 1945. 

States showing a 20 percent and 
above increase for the month of 
October were: Alabama, New Jer- 
sey, New York, Rhode Island, Ver- 
mont and Virginia. Only states re- 
flecting a decline were Montana and 
Oklahoma, both dropping nine per- 
cent under September. 


MATERIALS OUTLOOK FOR ‘47 


Production expected to meet 
demand barring labor trouble 


AMPLE materials will be avail- 
able to build 900,000 conventional 
type homes, 300,000 prefabricated 
homes and more than eight billion 
dollars’ worth of other types of 
construction unless labor difficul- 
ties seriously retard the output of 
building products, says Tyler S. 
Rogers, president of The Pro- 
ducers’ Council, Inc. 

“We still face some raw mate- 
rials shortages, mostly in metals,” 
said Mr. Rogers, “but some of those 
shortages may disappear quickly as 
a result of decontrol. 

“There have been few shutdowns 
in recent weeks in building mate- 
rials plants because of strikes, al- 
though strikes in related industries 
have hurt production to a moderate 
extent. Assuming that our output 
will not be seriously affected by 
labor disputes or shortages of labor 
or raw materials, we still do not 
face clear sailing because there 
still are the numerous controls on 
construction which will affect the 
production, the distribution and the 
on-site assembly of materials.” 


LABOR 


Union officials ask members 
to forego excessive demands 


UNION officials have asked mem- 
bers of the building and construc- 
tion trades, American Federation 
of Labor, to forego any “radical” 
wage demands until price levels 
shake down and become stable, 
George F. Cook, chairman of the 
labor relations committee, Minne- 
apolis builders’ division of the As- 
sociated General Contractors of 
Minnesota, disclosed. 

A joint statement released by the 
contractors’ association and the 
union disclosed that joint negotia- 
tions are being conducted to formu- 
late machinery by which work 


stoppages, either by strikes or 
lockouts may be prevented. 

Major points in the program, to 
prevent any hitch in construction 
because of labor difficulties, include 
maintenance and improvement of 
present working relations; prepa- 
ration of a record of points of 
agreement and, most important, to 
set up a joint committee to handle 
within the industry problems which 
cannot be dealt with locally and re- 
tain industry control over its own 
problems rather than to resort to 
federal or state legislative or ad- 
ministrative action. 


W-E-T AGAIN 


Should reconsider—if at all— 
as eight separate measures 

IF the Wagner-Ellender-Taft bill 
again comes before Congress for 
consideration, it should be broken 
down into eight separate bills 
which should be considered sep- 
arately, according to Douglas Whit- 
lock, chairman of the Building 
Products Institute. 

Pointing out that a busy Con- 
gress cannot be expected to give 
adequate attention to each phase of 
an omnibus bill consisting of 118 
pages and approximately 35,000 
words, Whitlock declared: 


COMPLEXITY CITED 


“Legislation as complicated as the 
Wagner-Ellender-Taft Bill either 
must be passed without adequate 
consideration of its component 
parts or else dies in Committee be- 
cause of its very complexity. 

“If the entire scope of the 
W-E-T Bill is to be reconsidered 
in the new Congress there should 
be separate bills dealing with (1) 
the creation of a Federal board to 
coordinate housing matters; (2) 
the amendment of laws pertaining 
to the FHA and the Home Loan 
Bank Board; (3) stimulation of 
rental housing; (4) housing of low- 
income families; (5) slum clear- 
ance; (6) rural housing; (7) hous- 
ing research; (8) housing statis- 
tics. 

“If Congress does not have time 
to consider eight separate bills, it 
can be said with equal force that 
Congress does not have time to 
consider a Wagner-Ellender-Taft 
Bill at all, because that bill deals 
with all eight subjects.” 


REPLACE FHA 
Advisory board of Federal 
department heads suggested 
THE National Housing Agency 
should be replaced by an advisory 
board composed of heads of Fed- 
eral departments and agencies con- 
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Sixteen years ago Kinzua began to think 
in terms of a continuous supply of “Qual- 
ity Guaranteed” Ponderosa Pine for its 
customers. 


Remarkable progress has been made 
toward that ultimate objective. Year by 
year Kinzua’s timber reserves have been 
increased—and today all of its extensive 
privately-owned timberlands are under 
scientific forest management. 


In the Kinzua forests timber is a crop. 
When trees reach maturity they are har- 
vested and turned into lumber. Younger 
trees along with a certain percentage of 
merchantable timber are left for future 
growth and later harvest. 





With continuous replenishment of its 
timber supply—under the Certified Tree 
Farm Program—Kinzua will in due time 
have a permanent operation. 


es con- 
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Greetings 
to Oneand All 
1918-1946 


® 


We are proud of the fact that many 
of our customers have been with us 
for over a quarter century. Devoting 
special attention to reforestation, we 
expect to continue to serve the trade 
for many years to come. 


& 
The A. B. Carroll 


Lumber Company 
HURTSBORO, ALA. 


Manufacturers 


Short Leaf Pine Lumber 


Mills: Hurtsboro, Ala. 




















NEW HOUSING REGULA- 

TIONS REQUIRE COMPLETE 

BLUE PRINTS FOR G. I. 
PRIORITIES 





PER N. H. A. REGULATION 
80-3 
JUNE 10, 1946 





PLANS REDRAWN 
TO SUIT NEW 
REGULATIONS 

SECURE BETTER LOANS 


WRITE 
Lumberman’s Plan Service 


120 MACHIN STREET 
PEORIA 5, ILLINOIS 
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cerned with housing matters, in the 
opinion of Douglas Whitlock, chair- 
man of the Building Products In- 
stitute. 

This change, Whitlock pointed 
out, would be in line with President 
Truman’s statement that the vet- 
erans’ housing program must con- 
tinue within the framework of the 
government’s announced policy of 
relaxing controls. 


ADMINISTER LOCALLY 

Whitlock suggested that aids to 
veterans’ housing in the form of 
continued preference to veterans in 
the sale and rental of homes and 
supervision of unessential non-hous- 
ing construction can be admin- 
istered locally by veteran and in- 
dustry groups in co-operation with 
local government officials. 

“There is no sound reason,” said 
the BPI chairman, “for continuing 
the NHA which was created during 
the emergency. The government’s 
housing functions in peacetime 
should be directed at helping pri- 
vate enterprise to meet the Na- 
tion’s housing and building needs. 


ELIMINATE NHA 

“The constituent agencies of 
NHA should be returned to their 
prewar status. The FHA and Home 
Loan Bank Board should be co- 
ordinated with the major financing 
and mortgage insuring branches 
of government. The FHA should 
be returned to the Federal Works 
Agency where it would be coordi- 
nated with the governmental bu- 
reaus concerned with construction 
and administration of public works, 
public roads and public buildings.” 

Whitlock declared that NHA’s 
emergency function of compiling 
and analyzing housing statistics 
can be capably handled by existing 
statistical agencies of government. 
He said that any research in the 
field of housing should be coordi- 
nated with existing governmental 
research programs. 

A Federal housing board, con- 
cluded Whitlock, could coordinate 
the activities of the various agen- 
cies concerned with housing with- 
out requiring a topheavy and ex- 
pensive permanent agency which 
would deprive the housing agencies 
of their independent status. This 
board would act purely in an ad- 
visory capacity. It would consist 
of the heads of the Veterans’ Bu- 
reau, FHA, FPHA, FWA, RFC and 
the secretaries of Commerce and 


Agriculture and the Treasury. It 
would serve to guard against con- 
flict or duplication of effort in the 
housing field. 


SURVEY ORDERED 


Prefab battle over Lustron 
corporation still hot issue 
POLITICAL pressure to induce 
the Reconstruction Finance Corpo- 
ration to make a 52-million dollar 
loan to Lustron corporation has re- 
sulted in RFC ordering engineering 
surveys made of the Lustron cor- 
poration and two other potential 
mass producers of prefabricated 
houses. Other companies are Hig- 
gins company, New Orleans, ship- 
builder during the war, and Reli- 
ance corporation, Reliance, Ohio. 
The engineering surveys will de- 
termine the capability of the com- 
panies to manufacture houses, their 
raw materials requirements and de- 
termination of a finished price 
within the means of veterans need- 
ing homes. 


INTERESTING TESTIMONY 

Testimony before a Senate war 
investigating subcommittee re- 
vealed that Lustron planned to put 
up only $36,000 for the housing 
enterprise while demanding 52 mil- 
lions from the government. Also 
involved was an order from housing 
expediter Wyatt for the 171 mil- 
lion dollar Dodge-Chicago war 
plant to be turned over to Lustron 
for prefabricated housing produc- 
tion, although a prior agreement 
had been made between WAA and 
the Tucker automobile corporation. 

Since Wyatt’s recent resignation, 
the WAA requested the NHA to 
withdraw Wyatt’s directive that 
the Dodge-Chicago plant be turned 
over to Lustron. 


PRODUCTION KEY 


Controls expected to remain 
until output equals demand 
ONLY when production meets 
demand will government regula- 
tions over lumber be lifted in the 
opinion of Mathias W. Niewen- 
hous, chief of the lumber and for- 
est product branch of the Civilian 
Production Administration. 
Controls over the industry will 
probably continue, said Niewen- 
hous, speaking before the National 
Hardwood Lumber Association in 
Chicago, after March 31, 1947 
when CPA’s term is up unless pro- 
duction is equal to demand. 
Niewenhous said there is a fair 
chance that the industry may be 
decontrolled. 
“If we could keep on increasing 
production during the rest of 1946 
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STOPS WATER LIKE A 
DUCK'S BACK 


vss The waterproofing _prin- 
a" ciples of Mother Nature 
“Ss have been adapted to home 
use in Kay-Tite, America’s 

No. 1 GUARANTEED masonry waterproofing. 
Kay-Tite is composed of finely ground, inorganic 
powders, and, when applied like paint, com- 
pletely waterproofs walls by sealing the pores of 
all masonry surfaces. One coat does the trick, 


above or below grade, inside or out. depend- 
ing upon porosity of the surface. 


— TITE HAS MANY Uses 





builders, painters, masons 
¥% and home owners, Kay-Tite 


will lastingly waterproof cellar walls and 
floors, cement and cinder blocks, brick, stucco, 


unglazed tile and rough masonry. Swimming 
pools use it to lock water in, so it must be effec- 
tive! Our research engineers daily find new 
fields to conquer! 


CHECK THE 
KAY-TITE 


PROFIT-MAKING 


$20.88 DEAL 
Write today for the Kay- 
Tite $20.88 Deal. This sets 
up an extremely profitable 





Kay-Tite Waterproofing 
Department in your store. Easy to display, this 
is a sure-fire, quick-moving item. 


es ee GS RE A ce OR eK Ge ee OY ee 
KAY-TITE Company, West Orange, N. J. 
Send us the $20.88 Kay-Tite Deal al 

i 6 cans White—6 cans Grey. My cost 
$20.88. Total Selling Price $34.80— 














JOBBER'S NAME 





l 
i 
Ucn STATE 
i 
t 


“s, 





SO EASY— ANYONE CAN APPLY 
KAY-TITE Waterproofing 


Professional mason or 





~~ homeowner, it’s easy as 
eb pie to apply! Mixed with 
water to a creamy thick- 
ness, one gallon will waterproof 100 to 150 
square feet. All you need is a stiff fibre brush to 
apply it! Kay-Tite can also be sprayed on. 


Simple instructions on label tell all! 
Also available in 50-Ib. drums. List price $11.00 
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1946 KAY-TITE... AMERICA’S NO.1 WATERPROOFING 


KAY-TITE COMPANY, WEST ORANGE, N. J. 
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NEWS a«¢ TRENDS 





as we have the first seven months, 
our worries would be well on their 
way to being over,” he said. 

The 1947 production goal of 
hardwood has been placed at nine 
billion board feet, the highest in 
over 30 years. 


HOUSING STUDY 


Survey indicates 1948 will 
break house building record 
YEAR after next is the soonest 
the nation can surpass all previous 
records in the production of hous- 
ing, the United States Savings and 
Loan League’s Committee on Trends 
and Economic Policies concludes 
from a study made as basis for its 
report to the recent annual conven- 
tion of the League. 
It predicted that in 1948, approx- 





1947 


Brings to You and Yours 
the BEST in 


as we join in giving . 


SEASON'S 


MEMPHIS 9, TENN 


CHAPMAN & DEWEYLUMBER CO. ‘a 9, TENN 




















| U. 8. A, Pat. Mo, 1.001.266" 
Canada 





HONEYCUTT SASH CORD SADDLES 


Points to Remember: 


Honeycutt Manufacturing Company |nc., 2715-17 Oak St., Kansas City 8, Mo 


No metal to rust 

No oiling needed 
Nothing to cut cords 
Cannot jam or jump 
Reduces strain on cord 
Simple to install 

Reduce weight cost 
Smooth easy operation 
Wet cords cannot bind 
Better for weatherstripping 
Uses 50% less weights 
A. I. A. File Number 27A 


Free Samples Mailed upon Request 

















SILVER LAKE SASH - 


DEPENDABLE ee 


= (aN 


% os d 
C eee 


ro F * 


e PACKED IN CART Ge 


LOWER PRICED GRADES: EDDYSTONE -PELHAM-NUCORD - BENGAL 


SILVER LAKE CO. 


MILLS-CHATTAHOOCHEE, GA. 


SALES--99 CHAUNCY ST., BOSTON 
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imately 950,000 new dwellings will 
be constructed, and this wil be 
more than the all-time peak 
achieved in 1925, when the building 
industry stretched its capacity to 
937,000 new units. The Committee 
further suggested that beginning 
with 1949, the building industry in 
the United States can for the first 
time in history produce a million 
new homes, and that for at least 
two years following that a million 
homes a year will be the production 
achievement. 


LOOKING AHEAD 


Analyzing the part which sav- 
ings and loan institutions will be 
called on to play in financing this 
expanding capacity of the home 
building industry, the League com- 
mittee sees that by five years from 
now 40 per cent of all their mort- 
gage lending will be for new build- 
ing. 

“Throughout the five years prior 
to the war, loans on new construc- 
tion constituted 28.7 per cent of the 
aggregate home loans made by as- 
sociations,” the Committee said. 
“During the war this ratio declined 
substantially, but in 1947 it will 
approximate 30 percent, and by 
1948 when we see the full capacity 
of our building industry at work 
again, surpassing all previous rec- 
ords, the system of savings and 
loan associations and co-operative 
banks will be disbursing a full 
third of its current lending volume 
for construction loans, with an in- 
creasing allocation in this type of 
loan each year until by 1951 $4.00 
out of every $10.00 we lend will be 
to build a new, rather than buy an 
existing, home.” 


RENTAL UNITS WANTED 


Study shows veterans will pay 
$20-$75 for one to four rooms 
HERE are some interesting fig- 
ures that the Chicago Housing Cen- 
ter has compiled. They confirm 
what private builders have felt 
right along—that veterans want to 
rent, not buy. 

In the past 18 months more than 
168,000 veterans applied to the cen- 
ter for living quarters. The center 
found homes for only 17,000, or 
about 10 percent. 

The housing center’s report re- 
vealed that an overwhelming ma- 
jority of the veterans—97.2 percent 
—want low-priced rental units, 
preferably apartments. Only 2.8 
percent of the 168,000 applicants 
said they wanted to purchase homes. 

Eighty-five percent of the veter- 
ans want from one to four rooms at 
rentals ranging from $20 to $75 per 
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(HERE'S WHAT \ 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
blaster. This plastic 
repair material comes 
in powder torm...just 
mix with water and 


WILL NOT SHRINK use. Will not shrink. 








STICKS AND STAYS pify 
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Sticks and stays put. 


Your jobber \ 
can give im- 
mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-lb. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users. 


DURHAM 
COMPANY 
Des Moines 4 


The PLASTIC Repair Material 


in POWDER Form 





EXTRUDED 


ALUMINUM | 
MOULDINGS 


BUILDING MATERIAL 
DISTRIBUTORS WANTED 


ATTRACTIVE LIST PRICES, 
PLUS LIBERAL DISCOUNTS. 


TOP QUALITY LINE -- 
PACKED IN 120-ft. CARTONS AND 
504-ft.-CASES. 





Inquiries invited from all territories 
—Write for FREE Catalog and 
Price List 


Standard Moulding 
Company, Inc. 


Manufacturers 


33 W. 42ND ST. — NEW YORK 18 
Telephone: Pennsylvania 6-0595 





Low Cost 


a “Toxic-Water Repellent 


Preservatives 


Chlorinated Phenol Toxic Base. 

Positive protection against Rot, Fungi, 
Termites, Excess Moisture, etc. 

Formulations to meet all official specifica- 


tions. 
A profitable retail item for Lumber Yards. 








Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL CO. 


MEMPHIS, TENN. 
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month. Only about nine percent 
would pay $75 and up. 

These were the facts on family 
sizes: 23 percent of the applicants 
were couples with no children. 
Thirty-nine percent had one child, 
14.8 percent had two children, 5.6 
percent three children and 3.2 per- 
cent four children. 


WALL CONSTRUCTION 


Advantages of cavity design 
explained by SCPI president 
CAVITY wall construction, which 
offers added insulation and pro- 
vides protection against condensa- 
tion, is being used extensively in 
place of solid masonry and brick 
veneer walls in the building of vet- 
erans’ homes and other structures, 
reports Roy A. Shipley, president 
of the Structural Clay Products In- 
stitute. 

“The cost of constructing the 
eavity wall is little or no greater 
than the cost of the conventional 
wall,” said Mr. Shipley, “and the 
technique is easily mastered by any 
experienced mason.” 


SUPERIOR QUALITIES EVIDENT 

Experience with the cavity wall 
in large housing projects con- 
structed during the war demon- 
strated its superior qualities when 
used under varying climatic con- 
ditions. Consequently many build- 
ers are planning to use this type 
of construction exclusively for 
home building. 


Extra insulating value is pro- 
vided by the two-inch air space be- 
tween two parallel walls of brick or 
tile. These walls are fastened to- 
gether with quarter-inch rust-re- 
sisting metal rods which are im- 
bedded in the mortar joints. The 
combined thicknesses of the two 
separate walls is no greater than 
that of the usual solid masonry wall 
and there is no increase in the 
quantity of masonry materials used. 


CONNECTICUT MEETING 


Resolution opposing W-E-T Bill 
adopted at 55th annual session 


RESOLUTIONS opposing the 
passage of the W-E-T Bill, also sub- 
sidies or guaranteed markets for 
any unproved and experimental 
type of home construction, were 
adopted at the 55th annual conven- 
tion of the Lumber Dealers’ asso- 
ciation of Connecticut in New 
Haven, Nov. 12. 

At the same time, the association 
pledged itself to “assist in the pro- 
duction of new homes promptly and 
inexpensively” if “given the oppor- 
tunity in a free and competitive 
market” in which government con- 
trols of all kinds over the building 
industry have been removed. 

Arthur Clifford, A. W. Burritt 
company, Bridgeport, was re-elected 
president. Other officers elected 
were: George E. Carr, Brown com- 
pany, Norfolk, vice-president; Wil- 
liam P. Beach, Lampson Lumber 
company, New Haven, secretary; 
Harold B. Senior, H. B. Senior 
company, Bethel, treasurer. 

















“Gad, here comes the boss. What can we do to look busy?” 
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Pretabrication in Alabama 


—_ 


CONSTRUCTION OF A BROODER HOUSE 
TYPE DOUGLAS FIR 


USING EXTERIOR 





l Raising the front wall panel into posi- 
tion on the floor panel assembly. 


Front and side walls are fastened 
together and to floor with 3” lag screws, 





4 Rear wall panel goes into place. 


The advantages of farm pre- 
fabrication are being proven 
throughout the entire United 
States. 


The 10'6”x11’0” poultry 
brooder house shown in the 
illustrations was built five 
years ago. During this period 
it has been taken down, moved 
and reassembled three times. 
Repainting and asphalt caulk- 
ing of inadequate roof glue 
joints has been the only main- 
tenance required. 


Casein glue was used for the 
structural panel assembly, nail- 
ing being used for contact 
pressure until the glue set. 
War-time progress in glue for- 
mulation now indicates that 
other adhesives may be prefer- 
able for such structures where 
high humidity and condensa- 
tion may occur. A low-temper- 
ature setting (70°F) resorcinol 
type adhesive is recommended 
for gluing the plywood floor, 
siding and roof to their fram- 
ing members. 


The panel units were put 
together with three inch lag 
screws which readily permit 
dismantling and _ re-erection. 





gy One-piece roof panel slides over the 
wall plates. 


Using galvanized nails and 
bolts prevents rust discolora- 
tion. 


A study of the principles of 
prefabrication — selection of 
the most suitable materials and 
study of their fabrication char- 
acteristics; design of the light- 
est adequate framing; develop- 
ment of easily assembled, 
weathertight joints; design of 
structural panel units which 
can be economically fabricated, 
shipped and erected — is a 
MUST for every agricultural 
engineer in the farm structures 
field. 


Functional and structural 
adequacy of the building de- 
sign, attractive appearance and 
competitive price are, of 
course, prerequisite to con- 
sumer acceptance. 
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Assembly time is measured in minutes 
rather than days. 
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ELEVATION 


Floor plan and cross section. The Exterior type 
of Douglas fir plywood should be used for 
poultry brooder houses. The roof may be 
painted with a roofing paint or covered with 
asphalt roll roofing cemented in place, the 
walls painted with outside paint, and the floor 
painted with a floor paint or carbolineum. 














Douglas Fir Plywood 


Association 


Tacoma 2, Washington 
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FROM STUDDING |: |} TO PAINTING... € 





ALL IN A DAY’S WORK WITH 


UPSON PANELS 


ROM BARE STUDS to finished walls and ceilings in a day 
or two? Yes! And Upson Panels make it possible! ! 


a 
24 
4 


Mn Pn se ona nate ges een cannabis ccnns igs 


Following simple Upson directions, any carpenter can quickly create 


beautiful walls and ceilings that remain CRACKPROOF forever. 


Upson Panels are unique among wall coverings. They offer char- 
acterful beauty, efficient insulation, and give added dollar value to 
the home. And Upson engineers .have carefully prepared simple 
directions that make application easy and quick —without undue 
fuss or muss. 


So when you can again sell this ideal material for modern dry wall 
construction, make sure you are taking full advantage of Upson 
CRACKPROOF Panels. For re-covering cracked plaster walls and 
ceilings, there is nothing better on the market than Upson Quality 
Panels. Impartial surveys show that two out of three homes have 
cracked plaster in one or more rooms—a tremendous market. 


The time is coming when Upson Panels will again be in full supply. Like 
most other good products, Upson Panels are still scarce. The outstand- 
ing products in nearly every industry are presently in excess demand! 








UPSON PANEL APPLICATION IS AS SIMPLE AS 


A Upson floating fasteners, 
applied direct to studs or fur- 
ring on 16” centers, anchor 
the panels securely from the 
back. No ugly nail holes to 
countersink or fill. 





B Ceiling panels go up 
quickly. Held in place by a 
T-brace, the panels are se- 
curely clinched by the 
fasteners by means of block 
and hammer. A permanent, 


CRACKPROOF ceiling! 


Cc Walls, too, are easily and 
quickly applied. Standard four- 
foot widths for artistic paneling 
——or fullwall panels, when avail- 
able, to cover the entire wall of 
an average room. Upson Panels 
take paint smoothly and easily. 


Soy 


IN 


PACEMAKER 


THE UPSON COMPANY, LOCKPORT, N. Y. 


Upson Products are Easily Identified by the Famous Blue-Center 

















RY 


LIT 


) THE fron eta WM a LERS’ 


The story of a great national organization and its services to members, 
manufacturers, consumers and government. The story of 30 years of lead- 
ership which conceived and organized a light construction industry as "a 
private enterprise but a public service." 














A National Network of Consumer Service 


Dots on this map represent the Nation's 25,000 retail lumber and 
building products merchants. Strategically distributed at a ratio 
of one to every 1400 families, these merchants are the coordinating 
factors who channel building products and services to local con- 
sumers. The scope of association activity backing these merchants is 
indicated by the network of stars and lines, with NRLDA headquar- 
ters in Washington and 32 federated associations serving all regions. 
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AN OPEN LETTER 4 


A Na 

Natic 

© A Ple 

To the People, the Congress and the President sii 

of the United States > 

As we approach the dawn of 1947 and the opening of the 80th Congress, the housing prob- ae 
lem remains unsolved. In this year-end issue of of AMERICAN LUMBERMAN & BUILDING Southe 
PRODUCTS MERCHANDISER, you will find an analysis and solution of this vital problem of os 
homes for America. Georg 
Cook 

Herein will be shown how the National Retail Lumber Dealers Association and its 32 state oe 
and regional affiliates, backed by the Nation’s 25,000 lumber dealers, met the demand for homes intern 
in the past and how they will meet this demand again under the flag of free enterprise. 0 
entuc 

Louisi. 

Attempts by the government to solve the housing problem have failed miserably. The fact ieee 
must be faced and government interference with housing processes abolished at once. o_o 


The will of the people to restore free markets and avoid socialization of industry was 
clearly expressed in the recent election. 


To execute that mandate in terms of the housing problem will require the cooperation of 
the Administration, the Congress, the Home Building Industry and the People themselves: 


—the administration and Congress is removing the remaining few controls that limit the 
amount and speed of new home production; 


—the industry in concentrating its efforts on speedy and effective performance; 


—the public in realizing that the home building industry can hit its stride only after the 
muscle-binding restrictions of government control are lifted. 


In the 10 years following World War 1, the home building industry delivered an average of 
700,000 homes per year to American home seekers and as many as 925,000 in one year. This 
record was made with 30 percent fewer workers than today, 50 percent less productive capacity 
and without the vital facility of government insurance. 


It will be shown herein that with increased capacity based on 25 years of growth, liberalized 
and insured financing and greatly improved grass roots organization, the private home build- 
ing industry may confidently be expected to produce more than one million homes per year 
for the next 10 years. 


Surely, with the chances of success so apparent and logical, the country should give the 


home building industry an unhampered opportunity to perform, thus avoiding legislation 
similar to the Wagner-Ellender-Taft bill—the entering wedge of industry communization. 


QV anser, 


Publisher 
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The Housing Problem and the 


Retail Lumber and 


A PROBLEM in supply and demand. 


HAT IS the Housing Prob- 
lem? j 

The housing problem is' a prob- 
lem in supply and demand—in the 
same sense that we recently had a 
meat problem and we still have an 
automobile problem. 

The American people want plenty 
of steaks, a car for every family 
and an adequate supply of clean, 
comfortable, good looking and effi- 
cient homes. 

Because we are treating the hous- 
ing problem specifically, let’s be 
more specific about just what the 
American people want from the 
home building industry. What the 
public wants is itemized in bold 
type on the opposite page. 

This is a clear challenge to the 
Light Construction Industry. 

Obviously we do not have enough 
houses for either sale or rent just 
as we do not have enough steaks 
or new automobiles. 

A large percentage of our popu- 
lation will always drive used auto- 
mobiles, and a large percentage will 
always live in used homes. 

The governing factor is the life 
of an automobile or a house. 

If the life of an automobile is 
five years, 80 percent of our people 
will drive used cars (assuming one 
car per family). 

If the life of a house is 30 years, 
96 percent of our population will 
live in used houses (assuming one 


56 


house to the family). Some of our 
homes are over 200 years old and 
in good repair. 

The housing problem then has 
two aspects—providing and main- 
taining and improving used homes. 

Because the farm homestead em- 
braces the housing of livestock, ma- 
chinery and produce in addition to 
the farm home, a third segment is 
added to the housing problem. 

These three problems—or mar- 
kets as they are more rightly called 
—constitute an industry named the 
Light Construction Industry. See 
Flow Chart. 

The Light Construction Industry 
is different from heavy construc- 
tion just as the railroads . and 
steamship industries are different, 
although they both offer transpor- 
tation. 

LIGHT CONSTRUCTION INDUSTRY 

DEFINITION: There are two 
major divisions to the overall con- 
struction industry. Light construc- 
tion and heavy construction. 

LIGHT CONSTRUCTION is so 
called primarily because it does not 
require heavy construction machin- 
ery on its jobs. It includes homes, 
barns, roofs, kitchens, plumbing re- 
pairs, weather stripping, additional 
wiring, to mention just a few of 
the thousand and one packages 
which make up the total light con- 
struction market. 

HEAVY CONSTRUCTION in- 


cludes all construction where heavy 
construction machinery is used on 
the job. 

The light construction industry 
is essentially a merchandising in- 
dustry. It is made up of projects 
which lend themselves to advertis- 
ing and sales promotion through a 
retail merchant to consumers. 

The heavy construction industry 
is not a merchandising industry in 
a consumer selling sense as _ its 
sales derive from the initiative of 
investment-seeking capital or pub- 
lic appropriations. 

With a 20 billion dollar annual 
potential for the entire construc- 
tion industry, light and heavy con- 
struction would each normally con- 
tribute one-half. 

MARKETS FOR LIGHT CONSTRUCTION 

THE 10 billion dollar annual 


light construction industry would 
divide in billions roughly as fol- 
lows: home building—five to six 
billions per year; structural im- 
provements two to 2% billions; 
farm building one to 1% billions 
and miscellaneous packages one to 
two billions per year. 

It consists of more than 600 
packages of labor, material, land 
and money wrapped up into service 
units for consumer use such as 
houses, barns, garages, summer 
cottages, roofs, sidewalls, store 
fronts, extra bathrooms, modern- 
ized interiors, poultry sheds, etc. 
Sixty of these packages sell for 
$100 or more and 30 sell for more 
than the price of an automobile. 
The major market of light con- 
struction is new home building. 
Because of consumer income brack- 
ets, 90 percent of this market must 
be in the $12,000 and under classi- 
fication. The new home market has 
three important divisions: (a) 
homes sold to the consumer and 
built after the sale, (b) homes built 
for sale after they are completed 
and (c) houses and apartments for 
rent. 


The second major division of the§ 


light construction market comes 
under the heading Structural In- 
provements. This embraces all im- 
provements to the American home 
and includes repairs, remodeling, 
maintenance, alterations, additions 
and new equipment. 

It also includes similar work in 
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Key Place of the 
Building Products Merchant 


multiple residential structures, ho- 
tels, commercial, industrial and in- 
stitutional buildings where the 
work done does not require heavy 
construction machinery. 

The third major market classifi- 
cation of light construction is the 
Farm Market. This includes new 
farm homes, structural improve- 
ments to farm homes and new farm 
buildings and repairs to farm build- 
ings other than homes. 


MISCELLANEOUS MARKETS IN LIGHT 
CONSTRUCTION 


UNDER miscellaneous markets 
there are 40 or more specialty mar- 
kets that come under the above 
three major classifications but are 
often treated as separate markets 
by the manufacturers and produc- 
ers as well as distributors. They 
include such specialty items as 
roofing, siding, insulation, weather 
stripping, floor covering, screens, 
storm windows. 

Many retail lumber and building 
products merchants in the country 
cover each and every one of these 
markets in a single merchandising 
operation. Further, there is not a 
single consumer need in this mar- 
ket that could not be adequately 
served by the retail lumber and 
building material dealer. 


NATURE OF HOME BUILDING PROGRAM 


THE most significant fact about 
the light construction industry— 
and the home building problem—is 
that it is a local industry (prob- 
lem) primarily and a_ national 
problem secondarily. 

Houses, structural repair and im- 
provement jobs, and farm build- 
ings, are always constructed (man- 
ufactured or erected) on a local 
building site—often the title to the 
site is in the name of the person 
who has bought the _ building 
product (package) to be delivered. 

This unusual industrial phenom- 
enon opens up several problems 
peculiar to the light construction 
industry. These problems are listed 
separately in bold type under the 
heading, “The light construction in- 
dustry is primarily a local indus- 
try,” 

In practical terms, this means 


that the eighteen million families 
in America who do not own their 


_own homes must be educated on the 


advantages of home _ ownership. 
They must be analyzed, family by 
family, as to the type, design, size, 
and cost of the home which will fit 
their particular circumstances. 
Then will follow the various steps 
to be taken between the desire for 
a new home and the actual turning 
of the key in the door of the new 
property. 

In the structural improvement 
field additional millions of owners 
of homes and other types of build- 
ings must be educated as to the 
improvement possibilities in their 
structures and step by step carried 


to the point of the completed im- 
provement. 

In the farm field also, millions of 
farms must be analyzed for needed 
buildings and needed building im- 
provements and the same detailed 
process of sale and delivery must 
be had. 

In short, the light construction 
industry needs a’ Building Prod- 
ucts Merchant as the Key Factor 
in its local structure. (See Flow 
Chart. 

Such a retailer is the typical 
member of the National Retail 
Lumber Dealers association. He is 
not a manufacturer, but he sells 
manufacturer’s materials; he is not 
an architect, but he sells architec- 
tural designs and inspection serv- 





What the U. S. 


Public Wants 


from the Home Building Industry 


Our country demands from its home building industry an adequate 
supply of new homes annually of good quality at prices people can 
afford to pay with the same industrial responsibility for sales and serv- 
ices they receive from other industries. 


Americans want a new home sales headquarters in their local commu- 
nity with materials, parts, supplies, displays, models and pictures where 
they can shop, husband and wife together, and buy a new house. 


Customers want to be served by one salesman who will handle every- 
thing for them, and they want the sales to embody every vena” 
service that would be given with an $8,000 purchase from any other 


industry. 


Buyers want accurate information and sound advice. They want a home 
of the right size for the family and the family pocketbook. 


They want good design, quality materials, sound construction, pre- 
processed financing and a pre-determined price that will stay put. 


They want a light-conditioned, air-conditioned, comfort-conditioned, 
convenience-conditioned, health-conditioned and a beauty-conditioned 


home. 


They want an economic deal, reasonable costs, safe, convenient 
financing, ease of purchase, simplified transactions and, above all, re- 
sponsibility before and after the sale. 
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ices for local architects; he is not 
a contractor, but he sells construc- 
tion services for the contractor; he 
is not a realtor, but he promotes the 
building sites and homes for sale 
available through his local realtors ; 
and he is not a financier, but he 
sells the money of building and loan 
organizations, banks, and financing 
companies—credit wrapped up in 
the package he merchandises to the 
consumer. 

Under the auspices and leader- 
ship of the national and regional 
lumber material dealers associa- 
tions as detailed elsewhere in these 
pages such a merchant has evolved 
in America and the problem of lo- 
cal integration of the light con- 
struction industry is well on its 
way to solution. 

A realistic definitive picture of 
the retail lumber and _ building 
products dealer of today follows: 





DEFINITION: A merchant is. 


an individual or company that car- 
ries on a retail (i.e. consumer sell- 
ing) business. Webster uses the 
definition “A store keeper or shop 
keeper.” 


A building products merchant is a 
retailer: 

—Who has a consumer sales and dis- 
play room where building materials 
and products are on display (a build- 
ing product may be anything from a 
2x4 or a sack of cement to a com- 
pletely equipped home); 

—Who carries an inventory of build- 
ing products; 

Who advertises and promotes build- 
ing products to consumers and 

—Who sells building products direct 
to consumers. 


The key merchant both quantita- 
tively and qualitatively in the light 
construction industry is the retail 
lumber and building products deal- 
er. There is a wide variation in 





Light Construction is 
primarily a local industry 


A local ''factory-crew" must be organized to produce the completed 
home package—or other building product. This crew may include an 
architect, a contractor, several sub-contractors, a financing institution, 
a realtor, public utilities, local material, equipment and appliance sup- 
plier and civil administrators, or any combination of these. 


Some factor must effectively combine the available materials, equip- 
ment and skilled labor for the benefit of the industry's customers. See 
Flow Chart. 


Some one local factor must (a) advertise and promote the sale of the 
local light construction industry products to the consumers, (b) afford 
display rooms where the consumer may exercise his choice of specifi- 
cations, (c) arrange the financing and other details incident to the con- 
struction, (d) prepare a simple proposal embracing all products and 
services for the customer to sign as fe buys, (e) close the package sale 
to the consumer, and (f) bring into the "crew" factors of known re- 
sponsibility who will accept the obligation to service the sale after de- 
livery. 


The coordinating factor must have these qualifications: (a) inventories 
of building products; (b) adequate storage and delivery facilities; (c) 
a store and display room; (d) financial responsibility; (e) trained sales 
ersonnel, and (f) ability to engender teamwork among local home 
Building people. 


Creative selling is needed. Economists have long been in agreement 
that the answer to full and continuous employment is to be found in 
rebuilding America. But, economists often overlook the fact that work 
projects utilizing materials and labor seldom generate themselves. 
There must be a dynamic project-creating element in an industry to 
insure operation at peak capacity. 


The local factor which provides all this is the retail lum- 
ber and building products merchant. 
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the scope and type of operations of 
the retail lumber and building prod- 
ucts business ranging from small 
country town yards doing a volume 
as little as $25,000 per year up to 
large metropolitan operations do- 
ing a business of a million dollars 
per year or more. 

There is a marked tendency in 
the retail lumber and _ building 
products business for this merchant 
to serve the consumer adequately 
in the field of light construction. 

Even the smallest country dealer 
can render this service adequately 
to his consumer market if he has 
arrangements with producers and 
suppliers and an organized crew of 
applicators and builders within his 
orbit of operations. By far the 
majority of retail lumber and build- 
ing material dealers today cover 
most of the market and there is a 
strong trend on the part of the 
remainder to cover the entire field. 

Perfection is not claimed. It may 
be stated that the merchants mak- 
ing up the National Retail Lum- 
ber Dealers association aim at real- 
ization of this definition. 





















NATIONAL COORDINATION NECESSARY 


WHILE it is evident that the 
light construction industry is 
primarily local, the regional and na- 
tional aspects of the problem are a 
close second. 

A single home has some 30,000 
parts fabricated from a score of 
raw materials by 65 manufac- 
turing industries comprising tens 
of thousands of individual manu- 
facturers. These in turn distribute 
through a score of wholesale classi- 
fications comprising thousands of 
establishments. 

This national structure of the 
light construction industry is rather 
completely organized on a separa- 
rate functional basis. We have 
national as well as local organiza- 
tions of manufacturers, wholesal- 
ers, retailers and the various mate- 
rial equipment and supply factors. 

But there was no coordinating 
factor at the national level until 
the National Retail Lumber Deal- 
ers association acted for the light 
construction industry in calling a 
Manufacturer-Dealer Coordinating 
committee together. 

Here again the merchant organ- 
ization was the logical sponsor of J 
coordination because it is through 
the grass roots organization of 25.- 
000 alert, informed and _ service- 
minded dealers that any national 
integration will become effective. 

Thus we see that the key co- 
ordinating factor both nationally 
and locally in the light construc- 
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FLOW CHART—How the retail lumber and building products merchant serves the market 
with a coordinated retail-factory organization. 
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| TWELVE TYPES OF CONSUMERS SERVED 


Family seeking a home Investor Contractor 
Owner-occupant Lot owner Realtor 
Absentee owner Purchasing agent Architect 
Farmer Renter Executive buyer 
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20 Reasons why the government 
should never enter the home construc- 


tion field in peace time: 


1. Because the government would 
superimpose another administration 
cost on top of already costly structures 
causing further inflation. 

2. Because the government would 
replevin available materials and labor 
which private industry would other-. 
wise use. 

3. Because the government would 
bid against private industry for avail- 
able materials and labor forcing sell- 
ing prices higher. 

4. Because government administra- 
tion causes interminable delays in the 
employment of available skilled labor. 

5. Because government housing 
projects are notoriously costly to build 
and inefficient from the occupants 
viewpoint. 

6. Because direct rent subsidy is 
fairer, cleaner and less expensive than 
the indirect subsidy of new home con- 
struction. 

7. Because political considerations 
rather than economic facts govern de- 
cisions of government personnel ad- 
ministering housing. 

8. Because national government ad- 
ministrators cannot intelligently or ef- 
fectively handle problems so complete- 
ly local in nature as the provision of 
community homes. 

9. Because the government could 
spend its money more effectively in 
educating our lower income groups to 
want better housing rather than give 
them something for nothing. 

10. Because the moral fibre of the 
lower income groups will be weakened 
by disguising charity in the form of a 
huried subsidy, destroying the incen- 
tive to thrift and saving for better 
housing. 

11. Because public housing deprives 
private enterprise of the ability to pay 
taxes while assessing taxes from 
people with lowered ability to pay for 
the privilege of being deprived. 

12. Because government construction 
of housing deprives citizens of rights 
guaranteed by the constitution. 

13. Because unweildly bureaucracy 
is increased and prolonged. 

14. Because governmental proced- 
ures and the labyrinthian maze of red 
tape of government-in-business in- 
creases costs and delays completions 
interminably. 

15. Because housing is a highly tech- 
nical problem requiring thoroughly 
trained personnel not customarily 
available to governmental bureaus. 

16. Because bureaucratic adminis- 
tration secures necessary cooperation 
from industry factors only with the 
profligate use of government funds. 

17. Because it is as easy to force 
border-line housing owners to improve 
their property as it is to confiscate 
equities for housing sites. 

18. Because government in housing 
does not add one whit to available 
labor and materials unless govern- 
ment also enters manufacturing and 
apprentice training. 

19. Because government-in-housing 
would discourage industry efforts at 
solving the housing problem at the 
very time rapid strides are being made 
toward a solution. 

20. Because it would replace free 
private enterprise with socialization 
—the very thing our people do not 
want. 
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tion industry is the dealer and his 
association. 


As the dealers locally and their 
associations regionally and nation- 
ally make their coordinating work 
in the light construction industry 
more and more effective, the Amer- 
ican public may expect ever closer 
satisfaction of its wants from the 
home building industry. 


A study of the specifications for 
an effective coordinator will show 
that while an occasional contractor, 
architect, realtor, or financing 
agency might have the necessary 
capital structure to become an ef- 
fective retailer (and some of them 
might acquire the other physical 
needs), it is only in the retail build- 
ing material dealer organizations 
that the plants, warehouses, and 
physical inventories requisite to 
the job to be done are to be found 
in important numbers. 


The economic reason why the 
building material dealer is quite 
certain to be the head of the local 
retail-factory organization of the 
small construction industry is be- 
cause he can spread his overhead 
over not only the 600 packages of 
construction which he merchan- 
dises, but also over hundreds of 
additional consumer and industrial 
uses for the products he handles. 
He thus has an operating cost ad- 
vantage over any other factor at- 
tempting to do the same job and is 
able to quote the lowest prices to 
consumers. 


Our industry provides sales 
rooms in which the packages may 
be displayed and sold; we provide 
trained salesmen who will sell the 
contractor’s services while he is 
employed completing jobs; we pro- 
vide retail sales managers trained 
to direct these salesmen intelligent- 
ly and back them with adequate ad- 
vertising and promotion, thus we 
fill the public’s requirements of our 
industry. 


In specifying sound construction, 
the dealer selects a contractor espe- 
cially fitted to do the type of job 
required by the consumer, and as 
he must retain the goodwill of the 
contractor, he helps him secure 
adequate compensation. In fact, it 
has been demonstrated that the 
dealer can sell the contractor’s 
services for him in greater volume 
and at better prices than the con- 
tractor can himself, so a contractor 
certainly gains worthwhile benefits 
under the dealer’s coordination of 
the sale. 


Dealer coordination of consumer 


sales and services does not neces- 
sarily involve dealer contracting. 


There are 10 ways in which the 
dealer can coordinate the sales 
without contracting: 


1. Turn prospects over to co- 
operating contractors. 


Sell the contract for the con-. 


tractor but let him do the 
signing. 


Have a three-party contract 
—dealer, contractor, owner. 


Organize the package sales 
with consumer or architect 
doing the sub-contracting. 


Dealer contract separately 
for the materials leaving the 
owner to sub-contract other 
items. 


Dealer contract separately 
with contractors for labor 
and supervision. 


Secure pre-determined pack- 
age prices from local con- 
tractors which any cooperat- 
ing contractor will accept. 


Take a contractor—or con- 
tractors—into partnership. 


Hire a construction super- 
intendent to award and con- 
trol contracts. 


Organize a_ separate con- 
tracting company in partner- 
ship with contractor. 


Summarizing—We will have the 
kind of home and farm building 
program the public wants when: 

—aAll controls that limit produc- 

tion are removed. 


—Prices reach a level that will 
stimulate every possible unit 
of production. 


—An ample number of appren- 
tices are being trained in all 
light construction trades. 


—We have freedom from jur- 
isdictional disputes. 


—Local retail lumber and build- 
ing products merchants organ- 
ize and coordinate the local 
light construction industry for 
the efficient utilization of all 
locally available materials and 
skilled labor. 

—National producers and dis- 
tributors unite in engineering 
low cost homes. 

—Production and distribution is 
streamlined and coordinated 
by the National Retail Lumber 
Dealers association and _ its 
members. 


Written especially for this “National” 
issue by Arthur A. Hood, editor. 
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A National Service Industry 


Thirty years of creative national association 
work have welded thousands of dealers into an 
organized industry, unified for consumer service. 


UST AS THE 13 original col- 
onies united to protect and im- 
prove the welfare of their citizens 
by establishing a federal govern- 
ment, so the National Retail Lum- 
ber Dealers association sprang from 
the desire of independent associa- 
tions “to further the prosperity of 
the retail lumber industry ... in 
a manner helpful to society by or- 
ganizing an industrial federation.” 
These words quoted from the in- 
corporation papers of NRLDA have 
been fulfilled. The record proves it. 
Never in its history has the asso- 
ciation meant as much to the build- 
ing products dealer and the con- 
sumer as it does today as it em- 
barks on its 30th year of service. 
Backed by the Nation’s 25,000 
lumber and building material deal- 
ers, the National Retail Lumber 
Dealers association rightfully 
speaks for the industry. Thirty-two 
state and regional associations, all 
members of the National, serve as 
the link between the National and 
the retail dealer. Thus, the dealer 
through membership in his regional 
and national associations, is able to 
pass on to the consumer the bene- 
fits of the co-operative effort of the 
entire industry. 


IMPORTANT COMMUNITY FACTOR 


HISTORICALLY, the retail lum- 
ber dealer is one of the mainstays 
of his community. There is one 
dealer for every 1,400 families in 
the country. But since rural fam- 
ilies require more and closer serv- 
ice, the ratio of dealers to popula- 
tion ranges from one dealer serving 
as few as 300 families in farming 
areas to one dealer serving as many 
as 20,000 families in metropolitan 
centers. His annual volume of busi- 
ness ranges upward from $25,000, 
averaging (in 1946) about $95,000. 

Up to the present time three 
basie activities have received pri- 
mary emphasis in the work of the 
National Retail Lumber Dealers as- 
sociation: 1. Service to the indus- 
try; 2. Service to the consumer; 
3. Service to the government. Rec- 
oOrnizing the tendency to centraliza- 
tion of authority over industry and 
ever increasing government con- 
trols on private enterprise, the 
NRLDA has constantly maintained 


an advisory service for agencies of 
government and has fostered every 
program which would lead _ to 
greater value for the consumer dol- 
lar in the fields of housing and 
construction. 

Prior to the war, the retail dealer 
had part in the construction of 70 
percent of the new homes in the 
United States. His key position in 
the home building field is stronger 
now than ever. With price controls 
lifted, the prospective home owner 
will turn to proven construction 
methods and to the building prod- 
ucts merchant of his community 
who, more than ever before, is re- 
garded as an authority on design, 
materials and construction methods. 


NORMAN P. MASON, president, National Re- 
tail Lumber Dealers association. 


GEORGE W. LaPOINTE JR., treasurer, National 
Retail Lumber Dealers association. 
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INDUSTRY-ENGINEERED HOME 
HOWEVER imposing NRLDA 
achievements of the past, they may 
be overshadowed by the ambitious 
goals set by the National for 1947. 
Of chief interest to the consumer 
as well as the retailer is the in- 
dustry-engineered house, the an- 
swer by private enterprise to the 
need for over one million new 
homes for 1947 and the years ahead. 
Actual homes will be under con- 
struction within six months based 

(Continued on Page 64) 


H. L. NORTHUP, secretary-manager, National 
Retail Lumber Dealers association. 


C. B. SWEET, vice president, National Retail 
Lumber Dealers association. 
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WHAT IT IS 


(Organizational Structure) — 


LW, 


ARIZONA NORTHERN CALIFORNIA. SOUTHERN CALIFORNIA 
RETAIL LUMBER & BLDRS. LUMBER MERCHANTS RETAIL LUMBER 
SUPPLY "ASSOCIATION ASSOCIATION oF ASSOCIATION 
: CAROLINA cook county, 
LUMBER & Btl LUMBER TRADE LUMBE 
SUPPLY - s. INC ASSOCIAT A 
ILLINOIS INDIANA 
LUMBER & MATERIAL LUMBER AND BLDRS. 
DEALERS ASSN. Inc. SUPPLY ASSOCIATION 
KENTUC 


LUMBER & , 
DEALERS 

[NTERMOUNTATS 10WA y 
LUWBER DEALERS RETAIL LUMBERMEN'S RETAIL LUMBER DE 
"ASSOCIATION ‘ASSOCIATION ASSOCIATION 
LOUISIAN A MICHIGAN MIDDLE ATLANTIC 
BUILDING MATERIAL RETAIL LUMBER DEALERS LUMBERMEN’S 

DEALERS ASSN. ASSOCIATION ‘ASSOCIATION 
MOUN 


FLORIDA 
sk & MILL 
SSOCIATION 








mMIssiSSIPP! MONTANA TAIN STATES 
RETAIL LUMBER DEALERS RETAIL LUMBERMEN'S LUMBER DEALERS 
ASSOCIATION ASSOCIATION ‘ASSOCIATION 
NEBRASKA NEW JERSEY NORTHEASTERS 
LUMBER MERCHANTS Lt MBER MEN'S RETAIL LUMBERMEN'S 
‘ASSOCIATION ‘ASSOCIATION ASSOCIATION 
WESTERN PENNSY LVANIA 
LUMBER DEALERS 
‘ASSOCIATION oF 





NORTHWESTERN OHIO 
LUMBERMEN'S ASSOCIATION or 
‘ASSOCIATION RETAIL LUMBER DEALERS 
soUTHW ESTERN TENN ESSEE TEXAS 
LU MBERMEN'S LUMBER. MILLWORK « LUMBER MEN'S 
‘ASSOCIATION SUPPLY DEALERS ASSN. ASSOCIATION or 
VIRGINIA ’ K 
BUILDING MATERIAL LUMBER TRADE LUMBE 
‘ASSOCIATION ASSOCIATION SUPPLY DEALERS A 
WISCONSIN 
RETAIL LUMBERMEN'S 
‘ASSOCIATION 





WESTERN 
RETAIL LUM BERMEN'S 
‘ASSOCIATION 
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> WHAT IT DOES 


(5 Mojor Activities) 





OBJECTIVE: 


To consult with the Congress and its Committees in respect to required, 
a prospective, and present laws affecting the industry. 


To follow and report the status and content of Legisiation before Congress 


LEG iS L ATION Which affects the buninens welfare of the retail lumber denier. 


FOR EXAMPLE: 


National Affairs—Housing—Home financing—Small business—Revenue (tax) 
—Wage and hour—Labor reintions—Forestry—Emergency legisiation—Eco- 
homie polley and- planning. 

















OBJECTIVE: 


To consult and cooperate with all peacetime and war ageucies of the Federal 
Government, whore rules, regulntions, and actions may in any manner concern 
the business welfare of the retail lumber dealer. 


GOVERNMENT 
RELATIONS 


FOR EXAMPLE: 


War Agenciex—Civilian Production Administration—National Housing Agency 
—Ofite of Price Administration—Office “of Defense Transportation—National 
War Labor Bonrd—War Assets Administration—War Food Administration, 
Peacetime Agencies—Department of Agriculture—Department of Commerce— 
Department of Justice—Department of Labor—Federal. Home Loan Bank 
Board—Federal Housing Administration—Federanl Reserve Bonrd—Recon- 
struction Finance Corporntion—Veterans Administration. 








A 











OBJECTIVE: 

To report and develop facts and projects of value to State and Regional A»so- 
clations and their dealer membership which will assist the individual retail 
yard in becoming in fact “Building Headquarters” in each community 
through the utilization of the most modern merchandising techniques, 





TRADE 
PROMOTION 


FOR EXAMPLE: 

Education and Personnel Training—Four-year university courses in distribu- 
tion and light construction—Thirty-day university courses for yard personnel 
—Home study programs. 








Consumer Relationsx—Home Planners institute programs—Dealer advertising 
services—Engineered Homes programs—Farm building promotion—Develop- 
ment of visual selling aidse—Yard improvement programs. 
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OBJECTIVE: 

To maintain close relations with trade assoelations and other organized 
groups in the Building Industry and to participate in all organized Bullding 
Industry effort to improve, develop, and stimulate the general construction” 
market. 

Relations with trade associations In general industry field on matters of 
mutual interest. 





BUILDING AND 
GENERAL INDUSTRY pete ete canon tote nt tc 
RELATIONS 





land Cement Assn—Structural Clay Products Institute—Producers Council. 


Building Industry Groups—Construction Industry Advisory Council—National 
Assn. of Renal Estate Boards—National Assn. of Home Builders—National 
Homes Foundation—tU, S. Savings & Loan League—tlU. S. Chamber of Com- 
merce. 
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General Industry Groups—American Retail Federation—National Assn. of 
Manufacturers—National Tax Eqtality League. 








OBJECTIVE: 

To acquaint the citizens of every comunity with the fact that the retail 
lumber denler has at his comman! “ne services, facilities and materials 
essential to construction in the residential, agricultural, industrial, commercial 


and public fields as well as the fieds of maintenance, repair and modernization. 





PUBLIC 
RELATIONS 


FOR EXAMPLE: : 

Publication Relenses—Newspaper items of National Import—Newspaper items 
for local use—Trade Journal articles—Provide general magazine writers with 
facts on our Industry—Provide book authors with accurate information on 
our Field, : : ’ 
Radio Releases—Provide Radio Commentators with facts on dealer services— 
Provide local lumber dealer with spot radio announcements. 

Public Addresses—Provide Industry Speakers with data on Dealer Service— 
Provide addresses on Industry Subjects to Deniers, 
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SMALL, medium or large; one floor or two—the Industry Engineered house is easily adapted 
to individual needs and preferences as shown by these three different styles. 


A National Service Industry 


(Continued from Page 61) 


upon research being done by The 
Producers’ council, Inc., a group of 
building material manufacturers, in 
co-operation with NRLDA. No un- 
known or untried schemes are used. 
The engineering involves only the 
skills and techniques which are at 
hand. It uses industry-wide plan- 
ning and co-operation, rather than 
the formal methods of individual 
planning. 

Skills, techniques and plants are 
utilized in such a manner as to 
avoid wasting materials and man- 
power. It is another example of 
the overall effort of the industry 
to give the home buyer more for 
his dollar and thereby make more 
and better homes available to the 
citizens of America. 

The industry-engineered home is 
flexible. The system employs a 
single modular standard unit meas- 
uring 16x24 feet. These units may 
be arranged side-by-side, end-to- 
end, side-to-end or one over another, 
the number of units used varying 
with the need of the owner. The 
addition of auxiliary buildings, 
such as garages, further change the 
appearance. 

Heating plants, plumbing, hard- 
ware, lighting fixtures and electric 
wiring and interior finish wood- 
work and many other component 
parts can all be packaged for this 
basic unit. Packages will be sepa- 
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rately designed for the various dif- 
fering climatic areas, depending 
upon the varying needs. and cus- 
toms. 

By adopting this basic unit sys- 
tem, precutting unit installations 
and all the other labor-saving de- 
vices can be applied to a site-built 
home. Although the industry-engi- 
neered home is still in its early 
stages, it is apparent that the sav- 
ings that can be effected are very 
real. 


WIDE RANGE OF DESIGNS 


BASIC plan of the industry-en- 
gineered homes program provides 
an indefinite number of exterior 
design and interior arrangements. 
In the actual engineering of ma- 
terials to those plans, it has been 
discovered that the designs as 
presently conceived were merely 
focal points from which to depart. 

In the actual engineering of ma- 
terials to the plans, it has been 
found that new plans are taking 
shape, for if full advantage is to 
be taken of materials as presently 
manufactured in stock size and 
shapes, then irregularities in the 
plans must be smoothed out to fit 
these standard sized and shaped 
materials. New and better plans 
are evolving. 


Already some 250 manufacturers 
of varying kinds and types of build- 
ing materials and equipment have 
indicated an interest in designing 
or packaging their materials for 






























the industry-engineered homes pro- 
gram. 

This program of research for the 
future good of the prospective home 
builder has been an integral part 
of the industry’s research program 
through the years. These develop- 
ments have included the develop- 
ment of insulation materials; a 
whole new line of wall treatments, 
decorated hardboards, ceiling pan- 
els; the prefitted window complete 
with frame and screens and weather 
stripping and new prefinished hard- 
wood flooring. 





TWO OTHER GOALS 

ASIDE from the industry-engi- 
neered home, NRLDA has set two 
other goals for fulfillment in 1947. 
These are: 

1. To free the industry from 
further hampering government con- 
trols. 

2. To provide an _ educational 
program which will draw talented 
young men and women to the re- 
tail lumber industry and to better 
equip those already in the business. 

Both of these goals look even 
closer to achievement today than 
when NRLDA held its annual con- 
vention in Seattle, Wash., in Oc- 
tober. The work of the 600-man 
National Affairs committee repre- 
senting the grass roots opinion of 
the industry was a factor in amend- 
ing the OPA program and the aban- 
donment of OPA’s absorption pol- 
icy by legislative enactment. 

In achieving this result, the Na- 
tional Affairs committee was carry- 
ing out its objective: 

“To consult with the Congress 
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TYPICAL living room unit and bedroom unit 
of the Industry Engineered house are based 
on the four-foot modules. 
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and its committees in respect to 
required, prospective and present 
laws affecting the industry. To fol- 
low and report the status and con- 
tent of legislation before Congress 
which affects the business welfare 
of the retail lumber dealer.” 
OPPOSES W-E-T BILL 
THROWING its weight against 
the Wagner-Ellender-Taft bill, the 
association was an important in- 
fluence in securing the defeat of 
this measure. It is prepared to fight 
this and similar socialized housing 
measures that jeopardize the po- 
tentialities for service of private 
enterprise in the construction field. 
In the interests of increased do- 
mestiec construction, the NRLDA 
was instrumental in the activities 
leading to the curbing of lumber 
exports during 1945-1946. 
EDUCATIONAL PROGRAM 
THE association’s educational 
program is the most extensive at- 
tempted by the industry. It re- 
solves into three types of courses: 
(a) four-year university courses 
in distribution and light construc- 
tion leading to a degree; (b) thirty- 
day university courses for yard 
personnel; (c) home-study courses. 
Martin N. Chamberlain is edu- 
cational director of NRLDA and 
W. C. Bell, managing director, 
Western Retail Lumbermens asso- 
ciation, is chairman. Bell helped 
establish the course at the Univer- 
sity of Washington and Chamber- 
lain wrote the guide that is helping 
secretaries establish similar courses 
in co-operation with educational in- 
stitutions in their respective areas. 


SHORT COURSE 

PURPOSE of the short course is 
two-fold: first, to fill the need of 
the veteran planning to enter the 
building and building material field 
and secondly, to provide old em- 
ployes a refresher course in the art 
of adequately serving the people 
of the community. 

in the shorter course, the only 
attendance requirement is a genu- 
ine interest in and intention to as- 
sociate with the production and 
marketing of lumber and other 
building materials. The course is 
open to all employes or prospective 
employes of any firm in these or 
related fields. 

[he curriculum includes product 
subjects such as insulation, cement, 
paint, etc.; business subjects—ad- 
vertising, business law, insurance, 
bookkeeping, etc.; general subjects 
—transportation of materials, trade 








The building products merchant means responsibility to the customer, 
the public, the community, the local construction industry, the pro- 


ducer and the government. 





associations and publications, store 
and yard management, etc. 

In addition, field trips are sched- 
uled to various manufacturing 
plants and construction sites to 
supplement academic work. 


FOUR-YEAR COURSES 


FOUR-YEAR courses, such as 
the one offered at the University 
of Denver, allow further specializa- 
tion. A good many students are 
employed part-time in retail lum- 
ber yards in the Denver area. Mem- 
bers of the advisory committee in- 
clude leaders in the light construc- 
tion field. 

In addition to the part-time work 
in retail yards and specialized aca- 
demic work, students have an op- 
portunity to study available mate- 


MARTIN N. CHAMBERLAIN, education 
director, NRLDA. 


rials first-hand by special research 
and experimentation in building 
methods at the schools of architec- 
ture and civil engineering. 

This four-year university educa- 
tional program is now being car- 
ried out co-operatively by Johns- 
Manville through the services of 
Herbert F. Lotz of the Dealer Re- 
lations Department and Mr. Cham- 
berlain. 

Those interested may obtain a 
list of the colleges and universities 
offering four-year degree courses 
in light construction engineering 
and marketing by writing this 
magazine. 


WORK WITH OTHER GROUPS 


THE respect achieved by NRLDA 
as spokesman for the 25,000 lum- 





The ultimate justification of any business is its service to the con- 


sumer. 
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ber dealers throughout the country 
has been attained on one hand by 
its ability to co-operate effectively 
with other building groups, for ex- 
ample, The Producers’ council, Inc. 
in the engineered-home setup. 

Special committees are constantly 
at work to see that the light con- 
struction industry is forever awake 
to the new opportunities for con- 
sumer benefits resulting only by 
close co-operation with other 
groups. There is a liaison commit- 
tee with lumber manufacturers, a 
committee on consumer relations 
and a yard planning and equipment 
committee. 

The association’s contact with 
the government extends beyond con- 
structive criticism. Its advisory 
committees have worked closely 
with OPA and CPA. These agen- 
cies have looked to the organized 
industry for information, assist- 
ance and even guidance in writing 
the orders under which they were 
bound by law to operate. 


CONSUMER BENEFITS 


NATIONAL, in working through 
the 32 regional associations, offers 
the consumer better services at 
lower cost. The practical value of . 
this service is seen in the co-opera- 
tive effort that is being made to 
help the retailer operate his yard 
and store most efficiently. This has 
resulted in reducing handling and 
warehousing costs; it has enabled 
the dealer to display materials for 
more advantageous and rapid sale 
—a positive consumer aid. 

A recent survey indicates that 75 
percent of all lumber dealers are 
planning to remodel their yards to 
include a display room—making it 
easier and less expensive for the 
consumer to satisfy his needs. 


HOME PLANNERS INSTITUTES 


ONE of the most popular con- 
sumers’ benefits sponsored by the 
NRLDA were the Home Planners’ 
institutes held in scores of cities 
throughout the country. These in- 
stitutes were designed to save sur- 
pluses from wartime salaries for 
the postwar home building market 


- by helping prospective home owners 


plan for the future. 

The thinking behind this pro- 
gram was based on two factors: 

1. If home seekers were guided 
into the active home building mar- 
ket, the lumber dealer would sell 
materials. 

2. Any dealer who took part in 
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THEY START THE WHEELS TURNING ... 


upper left, Joseph L. King, National affairs counsel; upper right, 


Edward H. Libbey, assistant to secretary-manager; center, H. L. Northup, secretary-manager; lower left, 
Drusilla M. Carr, chief clerk and auditor; lower right, Paul W. Watson, director of publicity. 


the Home Planners’ institute pro- 
gram would find himself equipped 
with an up-to-date list of active 
home building prospects. 

Local building materials groups 
raised many thousands of dollars to 
sponsor and publicize the institute 
meetings by press and radio. Over 
300 persons attended each institute 
meeting. Speakers, who were spe- 
cialists in their fields, talked on 
such subjects as: Choosing the 
Homesite; Designing the Home; 
Selecting the Architect and Con- 
tractor; Selecting Your Building 
Material and Dealer. 

As the result of these institutes, 
the building and materials dealer 
was advertised throughout the coun- 
try as one of the main focal points 
for home building information. 

Needs and problems of the 
light construction industry channel 
through the 32 state and regional 
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associations to the National, where 
they are handled by one of the five 
major divisions of the organization. 
The answers to these needs and 
problems of the retailer and ulti- 
mate consumer are funneled to the 
federated associations by the Na- 
tional. 


NRLDA DEPARTMENTS 


THE objective and achievements 
of the National Affairs committee 
have already been stated. Other 
major NRLDA departments are 
Government Relations, Trade Pro- 
motion, Building and General] In- 
dustry Relations and Public Rela- 
tions. 

In the field of Government Rela- 
tions, the work of the association 
breaks down into two parts: that 
under war agencies covering co- 
operation with such government di- 
visions as Civilian Production ad- 


ministration, National Housing 
agency, Office of Price Administra- 
tion, Office of Defense Transporta- 
tion, National War Labor board, 
War Assets administration and 
War Food administration; that 
under peace-time agencies embrac- 
ing co-operative efforts with the 
Departments of Agriculture, Com- 
merce, Justice and Labor; the Fed- 
eral Home Loan Bank board, Fed- 
eral Housing administration, Fed- 
eral Reserve board, Reconstruction 
Finance corporation and Veterans 
administration. 

The National’s objective in this 
field of Government Relations ‘s 
stated as follows: 

“To consult and co-operate’ with 
all peacetime and war agencies of 
the Federal government whose 
rules, regulations and actions may 
in any manner concern the business 
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The retail lumber business is the most stable of all American retail 


businesses. 
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welfare of the retail lumber dealer.” 

Activity in this field has covered 
es‘ablishment of the National 
Homes foundation, co-founded by 
the National, wherein the program 
of government and industry co- 
operation in the agricultural small 
homes field was developed. 


TRADE PROMOTION 

THE objective of the Trade Pro- 
motion division is stated this way: 

“To report and develop facts and 
projects of value to state and re- 
gional associations and their dealer 
membership which will assist the 
individual retail yard in becoming 


» in fact ‘building headquarters’ in 


each community through the utiliza- 
tion of the most modern merchan- 
dising techniques.” 

This objective is being achieved 
through the National’s educational 
program, the industry-engineered 
home program and earlier by the 
establishment of the National Small 
Homes Demonstration, a co-opera- 
tive effort of the lumber manufac- 
turers and retail dealers. NRLDA 
encouraged the establishment of the 
State Homes foundations among its 
federated associations, making 
home building and home remodel- 
ing services available at the up-to- 
date retail lumber yards. 


FURTHER CO-OPERATIVE EFFORTS 


THESE pages have already al- 
uded to the co-operative effort of 
the National in the building field. 
A special department has been set 
up for this purpose under the head- 
ing of Building and General In- 
dustry Relations with the following 
objective: 


industry constitutes a separate 
problem from the overall construc- 
tion industry or the heavy construc- 
tion industry. 

2. That leadership should be de- 
veloped in the light construction 
industry to solve the specific prob- 
lems of this industry... 

3. That the two major elements 
in such an organization are logically 
the t vO major investment factors 
of  eindustry: manufacturers 
and dealers, each with a billion 
dollars or more invested in plants, 
inventories and facilities for pro- 
ducing and distributing building 
products for the consumer. 

This committee is now active in 
implementing the _ industry-engi- 
neered home program, the educa- 
tional program and a public rela- 
tions program. 

Co-chairmen of this committee 
are L. C. Hart, vice president and 
general sales manager, building ma- 
terials division, Johns-Manville, and 


Norman P. Mason, president, Na- 
tional Retail Lumber Dealers as- 
sociation. Committee members rep- 
resent all branches of the building 
industry. 


PUBLIC RELATIONS 


NATIONAL reaches to the grass 
roots—to the lumber dealers in the 
smallest hamlet and to his cus- 
tomers—by means of its public re- 
lations program. The objective of 
this program is: 

“To acquaint the citizens of 
every community with the fact that 
the retail lumber dealer has at his 
command the services, facilities and 
materials essential to construction 
in the residential, agricultural, in- 
dustrial, commercial and _ public 
fields as well as the fields of main- 
tenance, repair and modernization.” 

The inequities of OPA and the 
fallacy of price control were 
brought into focus through the 


effective publicity of NRLDA. In 
addition, the National’s whole se- 
ries of campaign kits covering the 
entire subject of housing, construc- 
controls and prices did much 


tion, 





using “To obtain close relations with 
inistra- § trade associations and other or- 
isporta- § ganized groups in the building in- 
board, § dustry and to participate in all 
ym and @ orvanized building industry effort 
1; that @ to improve, develop and stimulate 
embrac- @ the general construction market.” 
ith the General industry groups—Ameri- 
e, Com- § ¢2 Retail federation, National As- 
he Fed- § S0C'ation of Manufacturers, Na- 
‘d, Fed- tional Tax Equality league and 
n, Fed- ‘hers. 
romattod One of the latest and strongest 
reterans § COPerative efforts of NRLDA has 
| been undertaken within the last 18 
t= this months. This is the work of the 
: ~ § Manufacturer-Dealer Co-ordinating 
‘ions °S § committee of The Producers’ coun- 
; cil, Ine. and the National Retail 
Hi age Lumber Dealers association. AND KEEP THEM GOING AROUND 1. Ruth Hays, secretary to Mr. King; 2. Thelma R 
aed sie Sea this group are several Kniceley, secretary to Mr. Watson and Lillian R. Gilroy, publicity research assistont; 3. Mariel 
ples: Caldwell, secretary to Mr. Northup; 4. Katherine T. Granfield, secretary to Mr. Libbey; 5. Harry 
ons may That the light construction Williams and Leon Barber Jr., mailing room boys; 6. Dorothy Gatewood, switchboard operator. 
business 
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LARRY HART, 
Dealer Coordinating committee. 


co-chairman, Manufacturer- 


to stimulate public sentiment gen- 
erally on this subject. 

To keep the building products 
dealer fully abreast of government 
activities affecting his business, the 
National this year, for example, 
mailed approximately 900 separate 
bulletins to its federated associa- 
tions for preparation and distribu- 
tion to dealer members. 

The National has achieved its 
current prestige through the whole- 
hearted support accorded it by the 
federated associations, some of 
whom are over 50 years old. 


PLEDGE OF SERVICE 

AS REPRODUCED in this sec- 
tion, the Pledge of Service defines 
the lumber dealer in consumer 
terms. It recognizes the dealer’s re- 
sponsibility to his community and 
country by offering equipment and 
services and by making his store 
the central sales headquarters of 
the light construction industry. 

When the pledge was first pub- 
lished in 1944 it evoked consider- 
able discussion. After some revi- 
sion the platform was officially 
adopted by the Middle Atlantic 
Lumbermen’s association, the Lum- 
bermen’s Association of Texas, the 
Lumbermen’s Association of North- 
ern California, Virginia Building 
Material association and New Jer- 
sey Lumbermen’s association. In- 
dorsement of the pledge was made 
official by NRLDA by action of the 
board of directors at Colorado 
Springs, November, 1945. 

Adoption of the pledge is a long 
step from the day when the aver- 
age lumber dealer sold nothing but 
lumber. Since that day the industry 
has grown in the public’s esteem 
until it might well be termed “a 


NORMAN P. MASON, co-chairman, Manufac- 
urer-Dealer Coordinating committee. 


private enterprise but a_ public 


service.” 
NATIONAL’S HISTORY 


HISTORICAL records reveal 
that the first annual meeting of 
the National was held at the South 
Shore Country Club, Chicago, in 
1917. At that time the association 
membership was composed of 287 
individual concerns. F. J. Robinson 
of Detroit was the first president. 

Under the secretaryship of 
Adolph Pfund, 1921-1932, the Na- 
tional made several noteworthy 
strides. Frank Carnahan succeeded 
Mr. Pfund as secretary-manager in 
1932 and maintained the growth of 
the National until the time of his 
death in 1940. The present secre- 
tary-manager, H. R. “Cotton” 
Northup, succeeded Mr. Carnahan 
in August, 1940. The National was 
formally incorporated under the 
laws of the State of Illinois on 
Nov. 23, 1921. Below are its ob- 
jectives as quoted from the Articles 
of Incorporation: 

“To further the prosperity of the 
retail lumber industry to every 
proper extent and in a manner help- 
ful to society and not detrimental 
to the other branches of the in- 
dustry; to study the problems of 
the retail lumber industry collec- 
tively for the benefit and informa- 
tion of the individual member; to 
represent the retail lumber indus- 
try on traffic and transportation 
matters before governmental bodies 
and to give the retail lumber 
branch an adequate voice in the 
lumber industry at large on ques- 
tions of grading rules, building 
codes, standard sizes and patterns 
and like propositions; to help the 
retail lumber dealers become con- 





The retail lumber and building products merchant is the consumer's 
headquarters for dependable building service. 
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stantly better merchants and to 
properly represent them in all ways 
that safeguard and further their 
interests.” 


INCORPORATORS NAMED 


ORIGINAL incorporators were: 
John E. Lloyd, Wm. M. Lloyd com- 
pany, Philadelphia; Harry G. 
Foote, H. G. Foote Lumber com- 
pany, Minneapolis; W. S. Dicka- 
son, Dickason-Goodman Lumber 
company, Kansas City; A. H. Kem- 
per, Toledo Lumber and Millwork 
company, Toledo, and John Claney, 
Lord and Bushnell company, Chi- 
cago. 

Early in its history, the National 
determined to proceed on the basis 
that the greatest contribution it 
could make to the good of the re- 
tail dealer was the adoption of an 
educational program to help the 
dealer become a better merchan- 
diser. 


IMPLEMENTING THE PROGRAM 


IN ORDER to implement these 
aims, the National proceeded as 
follows: 

1. Showed retail dealers how to 
improve their selling technique to 
gain the attention and confidence 
of wholesalers and manufacturers. 

2. Integrated the efforts of man- 
ufacturers and dealers by incorpo- 
rating a merchandising council 
made up of both manufacturers and 
dealers in the industry. 

3. Encouraged merchandising 
aimed toward consumer service on 
the basis of the slogan, “Build Now 
With Safety.” 

4. Established a cost accounting 
system, enabling the dealer to di- 
vide his business into lumber and 
other products for the purposes of 
bookkeeping, making it possible for 
him to take a profit and loss state- 
ment monthly without a perpetual 
inventory. 

5. Worked actively for the pas- 
sage of the Federal Housing ad- 
ministration legislation. 

Following are the men who have 
served the National Retail Lumber 
Dealers Association as president. 


Fred J. Robinson, 1917; Elmer 
A. Diebold, 1918; John Comerford, 
1919; John E. Lloyd, 1920-1924; 
Fred L. Lowrie, 1925-1926; L. P. 
Lewin, 1927-1930; A. J. Hager, 
1931-1932; Spencer D. ‘Baldwin, 
1933-1934; George W. LaPointe Jr., 
1935-1936; Donald A. Campbell, 
1937-1938; Roger S. Finkbine, 
1939-1940; Carl Blackstock, 1941- 
1942; W. W. Anderson, 1943; Leon- 
ard Lampert Jr., 1944; S. Lamar 
Forrest, 1945-1946; Norman P. 
Mason, 1947. 
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A Pledge of Public Service 


Adopted by the National Retail Lumber 
Dealers Association 


November, 1945, At Colorado Springs, Calesitis 


AS A RETAIL LUMBER AND BUILDING MATE- 
RIAL DEALER, within the scope of my ability and 


resources, it is my purpose: 


TO MAINTAIN a construction sales and service 
center with adequate inventories and displays of 
counter and warehouse merchandise concerned with 
construction: 


TO INTEGRATE the elements which make up con- 
struction service packages, such as land, materials, 
equipment, design, fabrication, finance and _ utili- 
ties, so that the public will be afforded an oppor- 
tunity to buy under a centralized sales and service 
responsibility the complete building package, in- 


stalled or erected, ready to use at a pre-determined 
price. 


TO COORDINATE the services of architects, build- 
ers, sub-contractors, mechanics, building finance 
agencies, producers and realtors, so that the public 
will receive the latest authentic information and 
guidance from these associates, who will also pro- 
vide the expert skill to design, assemble, install, 
fabricate and deliver packages of building service. 


TO PROSPECTIVE HOME OWNERS: a complete 
service with that quality in design, materials, con- 
struction and financing which will assure the maxi- 
mum in health, comfort, convenience, beauty, 
durability and low-cost maintenance. 


I Further Pledge 


TO ALL PROPERTY OWNERS: a complete serv- 
ice on repair, maintenance, remodeling, improve- 
ments and additions, including the workmanship 
of specially trained mechanics. 


TO THE FARMERS IN MY TRADING AREA: a 
complete farm building service which will bring 
modern comforts and conveniences to the farm 
home, will provide for adequate shelter and in- 
creased productivity of livestock, and will conserve 
produce through modern storage facilities. 


TO CONTRACTORS, INDUSTRIAL AND COM.- 
MERCIAL BUYERS: a complete line of materials 
and services for repairs, construction, maintenance 
and industrial uses. 


TO ARCHITECTS, CONTRACTORS, REALTORS 
AND FINANCING AGENCIES: a central sales 


headquarters with sales leadership, adequate sales 


promotion and year-round creative selling to the 
end that the maximum attainable volume of con- 
struction will be developed to employ their services. 


TO MY MANUFACTURING AND WHOLESALE 
SUPPLIERS: Full cooperation in maintaining ade- 
quate inventories, suitable displays and effective 
merchandising to the end that my trading area shall 
provide them an adequate volume of annual con- 
sumption of their products. 


TO MY EMPLOYEES: Good working conditions, 
steady employment, income incentives together with 
thorough training and ample opportunity for ad- 
vancement and increased earnings. 


TO MY COUNTRY, THE UNITED STATES OF 
AMERICA, to do my full part in the perpetuation 
of the freedom of business enterprise which has 
made America great—a nation of home owners. 








BuILpInG Propucts MERCHANDISER, December 21, 1946 








A. J. HAGAR—1931-1932 


E. M. GARNER, Caro- 

lina Lumber & Build- 

ing Supply associa- 
tion. 


CHRIS TOTTEN, Ari- 

zona Retail Lumber 

& Builders associa- 
tion. 


H. J. MUNNERLYN, 

Carolina Lumber & 

Building Supply asso- 
ciation. 


ORRIE HAMLITON, 

Southern _ California 

Retail Lumber asso- 
ciation. 


J. G. ROWELL, Lum- 
ber & Supply Dealers 
Council of Georgia. 


JAMES F. MACK, Flor- 
ida Lumber & Mill- 
work association. 
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NRLDA BOARD 


(Dates show term of office of past presidents; 


SPENCER D. BALDWIN—1933-1934 


CHARLES W. PEEK 

JR., Lumber & Supply 

Dealers Council of 
Georgia. 


MRS, MARIE’ BEN- 

NETT, Florida Lum- 

ber & Millwork asso- 
ciation. 


CHARLES M. HINES, 

Lumber Trade Asso- 

ciation of Cook 
County. 


J. L. STRONG, Lumber 
Trade Association of 
Cook County. 


J. D. McCARTHY, Illi- 

nois Lumber & Ma- 

terial Dealers asso- 
ciation. | 


ana Lumber 


sociation. 


R. W. SLAGLE, Indi- 
and 


Builders Supply as- 


CARL BLACKSTOCK—1941-1942 


‘ 


A. O. SHELDON, In- 
termountain Lumber 
Dealers association. 


a 


RAY SCHAUB, Indi- 
ana Lumber and 
Builders Supply as- 
sociation. 


JAMES POWER, Ken- 
tucky Retail Lumber 
Dealers association. 


C. W. NORTZ, Inter- 
mountain Lumber 
Dealers associaiton. 


R. NEEDHAM BAIL, 

Lovisiana Building 

Material Dealers «s- 
sociation. 


DONALD A. CAMP- 

BELL, Kentucky Reiail 

Lumber Dealers as- 
sociation. 
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OF DIRECTORS 


sidents; 
they are now directors at large.) 





LAMARR FORREST—1945-1946 





LEONARD LAMPERT JR.—1944 


















W. W. ANDERSON—1943 





ROGER S. FINKBINE—1939-1940 





ION, In- 





—— J. V. SMITH, Mount- R. E. NUTTING, 
Lumber HUNTER M. GAINES CLYDE A. FULTON, ain States Lumber Mountain States Lum- 
ociation. Michigan Retail iin. Michigan Retail Lum- Dealers association. ber Dealers associa- 
ber Dealers associa- ber Dealers associa- tion. 
tion. tion. 





FRED W_ RITTER, New STANLEY M. COX, 

York Lumber Trade Northeastern Retail 

association. Lumbermens associa- 
tion. 

ROBERT A. JONES, CC. RUSSELL SMITH, PHIL RUNION, Neb- i Og ta 

Midle Atlantic Lum- Mississippi Retail reska Lumber Mer- Merchants’ associa- 
bermens association. Lumber Dealers as- chants’ association. tion. 

sociation. 





IER, Ken- 
Lumber 
ociation. 


















BA‘L, : 
. iIding E. B. LEMMONS, Mis» W. J. HOWARD UH. K. DILLEY, New SPENCER D. BALD- FINDLEY M. TOR- PAUL S. COLLIER, 
am ol sissippi. Retail Lum- Montana Retail Lum- Jersey Lumbermens WIN, New _ Jersey RENCE, Ohio Associa- Northeastern Retail 
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LAN © 


BUILDING Propucts MERCHANDISER, December 21, 1946 7\ 





WILLIAM H._ BAD- 

EAUX, Northwestern 

Lumbermens associa- 
tion. 


R. F. McCREA, Lum- 
ber Dealers Associa- 
tion of Western Penn- 


GLEN NEWTON, 
Northwestern Lu m- 
bermens association. 


FRED R. STAIR, Ten- 
nessee Lumber, Mill- 
work & Supply Deal- 


JOHN E. WOODRUFF, 

Ohio Association of 

Retail Lumber Deal- 
ers. 


R. O. BROWNLEE, 
Tennessee Lumber, 
Millwork & Supply 


DIRECTORS Cont'd. 


S. W. MEANS, Lum- 

ber Dealers Associa- 

tion of Western Penn- 
sylvania. 


GENE EBERSOLE, 
Lumbermens Associa- 
tion of Texas. 


J. E—. JOHNSTON, 
Southwestern Lum- 
bermens association. 


LYNN BOYD, Lumber- 
mens Association of 
Texas. 


CLIFF G. SCRUGGS, 
Southwestern Lu m- 
bermens association. 


HARRIS MITCHELL, 
Virginia Building Ma- 
terial association. 


sylvania. 


WILLIAM C._ BELL, 
Western Retail Lum- 
bermens association. 


ers association. 


Dealers association. 


D. S. MONTGOMERY, 
Wisconsin Retail :Lum- 
bermens association. 


S. H. DIEMER, West 

Virginia Lumber & 

Builders Supply Deal- 
er association. 


C. I. CHEYNEY, West 

Virginia Lumber & 

Builders Supply Deal- 
er association. 


E. E. LeVALLEY, 
Western Retail Lum- 
bermens association. 


GEORGE W. lLa- 

POINTE JR., Wiscon- 

sin Retail Lumber 
mens association. 


W. A. BARKSDALE, 
Virginia Building Ma- 
terial association. 


Directors not pictured are: H. S. Corbett, Arizona Retail Lumber & Builders Supply association; Robert J. Wright, Lumber Merchants Association 
of Northern California; J. H. Kirk, Lumber Merchants Association of Northern California; Leslie G. Lynch, Southern California Retail Lumber asso- 
ciation; John Alexander Jr., Illinois Lumber & Material Dealers association, Inc.; F. Lisle Peters, Louisiana Building Material Dealers association; 
J. Hammond Gies, Middle Atlantic Lumbermens association; William Aldrich, Montana Retail Lumbermens association; Pryor H. Kalt, New York 
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Lumber Trade association. 
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THE FEDERATED ASSOCIATIONS 


NRLDA is strong because of the unified support of 
its regional affiliates. The regional groups are 
strong because of the solid backing of the National. 


Arizona 


IN EXISTENCE for 32 years, 
the Arizona Retail Lumber & 
suilders Supply association has 
worked during the war years inter- 
preting the government regulations 
for its members and answering a 
myriad of questions about the regu- 
lations and the building material 
situation as a whole. 

One of the main projects at the 
present time consists of working 
out good labor relations between 
dealers and their employes. 

Officers of the association are 
president, L. M. Hamman, Phoenix, 
and secretary-manager, Chris Tot- 
ten, Phoenix. 

Directors of the association are: 
Jim Olds, Winslow; Charles Killen, 
Yuma; Jay Gates, Ingman; Avery 
Corpstein, Phoenix; Sam Beecroft, 
Phoenix; Charles Shoup, Phoenix; 
A. M. Schwarz, Miami; Louis Jen- 
nings, Safford; H. S. Corbett, Tuc- 
son; Jim Henderson, Bisbee; Neal 
B. Waugh, Tucson; W. A. Lamprey, 
Tucson; A. E. Halstead, Phoenix; 
John Woods, Lowell. 

Address of the association is 414 
Luhrs building, Phoenix, Ariz. 


Northern California 


AT THE CLOSE of each week 
the Lumber Merchants Association 
of Northern California sends a one 
page bulletin to all members sum- 
marizing the top news of that week 
in the lumber, building products 


L. M. HAMMAN, president, Arizona . Retail 
Lumber and Builders Supply association. 


and construction industries. In- 
formation that has no immediate 
spot news value is mailed out peri- 
odically along with various types 
of enclosures that are of interest 
to our members. 

All through the war and the re- 
conversion period the association 
has issued and maintained a book 
of condensed government regula- 
tions. Immediately after receipt 
of a new regulation the office con- 
denses it, translates it into read- 
able matter, stresses the more im- 
portant sections of it and mails it 
to members. 

The annual convention is held in 
the fall of the year and is usually 
attended by 250 to 300 retail deal- 
ers. Group dinner - meetings are 
held periodically with the retail 
dealers throughout the territory. 
This feature is a means of answer- 


ing questions, exchanging ideas, — 


and settling problems. 

The association has one group 
insurance plan in effect and an- 
other type of group plan ready to 
begin Jan. 1, 1947. The former is 
a life, accident and health insur- 
ance policy. The one going into 
effect will be a group compensation 
insurance plan. 

Officers of the association are: 
president, George Adams, Walnut 
Grove; vice president and NRLDA 
representative, J. H. Kirk, San 
Luis Obispo; treasurer, I. E. Hor- 
ton, South San Francisco; assist- 
ant to the president, Bernard B. 


CHRIS TOTTEN, secretary, Arizona Retail 


I L 





r and Builders Supply association. 
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Barber; executive vice president, 
Robert J. Wright. 

On the board of directors are: 
George Adams, Walnut Grove; 
Frank Baxley, Porterville; James 
Clark, Healdsburg; Ray Clotfelter, - 
Visalia; Milt Cross, Merced; Eli 
Destruel, Santa Rosa; F. L. Dett- 
mann, San Francisco; Frank Dut- 
tle, Oakland; Robert Fuller, Lodi; 
Bert Gartin, Turlock; Lloyd Heb- 
bron, Santa Cruz; I. E. Horton, 
San Francisco; Earle Johnson, 
Watsonville; J. H. Kirk, San Luis 
Obispo; Henry Laws, Santa Rosa; 
Paul M. P. Merner, Palo Alto; 
Frank Murphy, Carmel; Walter 
Peterson, Bakersfield; Ed Pohle, 
San Jose; Wendell Robie, Auburn; 
S. P. Ross, Hanford; O. D. Ruse, 
Stockton; E. E. Schlotthauer, 
Fresno; Charles Shepard, Sacra- 
mento; Jo Shepard, El Cerrito; 
Z. T. Thorning, Redwood City. 

Address of the association is 
¥833 Broadway, Fresno 1, Calif. 


Southern California 


TO ITS GROUP of about 500 
dealers the Southern California Re- 
tail Lumber association issues bul- 
letins on any subject which it 
thinks will be of help. Often these 
are of a technical nature, contain- 
ing information gathered from 
many sources, within and without 
the industry. 

During the regime of OPA the 
association issued price guides 
which covered descriptive items 


H. PARK ARNOLD, president, Southern Cal- 
ifornia Retail Lumber association. 





73 


GERALD V. CURRAN, treasurer, Southern Cal- 
ifornia Retail Lumber association. 


running into the thousands. When- 
ever a war agency regulation was 
issued it was broken down into a 
layman’s language for immediate 
information on the items that 
would be of most importance to the 
distribution yard. 

Other activities include the 
gathering from legal talent opin- 
ions on dealers’ rights and duties 
in connection with state and fed- 
eral laws; keeping abreast of build- 
ing codes and watching legislation 
in that direction in order to advise 
members; and handling labor rela- 
tions. 

Officers of the association are: 
president, H. Park Arnold; vice 
president, George Lounsberry; 
treasurer, G. V. Curran; secretary- 
manager, Orrie W. Hamilton, Los 
Angeles. 

On the board of directors are: H. 
Park Arnold, Glendale; Wilbur 
Barr, Santa Ana; Charles Bonestel, 
Ventura; G. V. Curran, Pomona; 
A. E. Fickling, Long Beach; Paul 
Hallingby, Los Angeles; Earl John- 


J. H. COMAN, president, Carolina Lumber 
and Building Supply association. 


GEORGE LOUNSBERRY, vice president, South- 
ern California Retail Lumber association. 


son, Altadena; M. E. Joslin, Ingle- 
wood; C. C. Knight, San Fernando; 
Lathrop K. Leishman, Pasadena; 
Herman Loehr, Riverside; Geo. 
Lounsberry, Los Angeles; Glen M. 
Miner, San Diego; E. C. Parker, 
Los Angeles; O. N. Reynard, Santa 
Barbara; Charles E. Sones, El 
Centro; Ben Vizio, Cucamonga. 


Address of the association is 111 
West 7th street, Room 1018, Los 
Angeles, Calif. 


Carolina 


EVER SINCE it was organized on 
Aug. 27, 1924, the Carolina Lum- 
ber & Building Supply association 
has carried out the purpose set 
forth in its original charter—the 
“promotion and advancement of the 
general welfare of the retail lum- 
ber and building supply dealers of 
North Carolina and South Caro- 
lina.” 

The incorporators, prominent 
lumber dealers from both states, 
were: R. L. McNally; W. J. Snead, 


E. M. GARNER, secretary, Carolina Lumber 
and Building Supply association. 





J. C. HODGES, Carolina Lumber and Building 
Supply association. 


W. L. Brissey, C. F. Thomasson, 
Ben T. Day, Robert S. Query, F. W. 
Brown, J. E. Summers, Joe Thomp- 
son and R. D. Dobson. 


During the last five years the 
work of the association has con- 
sisted largely of acting as liaison 
agent between the Federal govern- 
ment and the retailer. 


Other day-to-day services which 
the association furnishes includes: 
legislative (state and national) ; 
insurance and traffic; tax and le- 
gal; architectural and planning; 
bulletin and advertising; merchan- 
dising and _ distribution; public 
relations; information and employ- 
ment; conventions, group meetings, 
yard planning. 


The first objective of the associa- 
tion for the coming year is the 
elimination of hampering govern- 
ment controls. Other important un- 
dertakings will include the Na- 
tional Educational program, Yard 
and Equipment Service program 


W. V. GROOME, treasurer, Carolina Lumber 
and Building Supply association. 
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FORACE F. HOLLAND, president, 
Lumber and Millwork association. 


Florida 


and program of the National Af- 
fairs Committee. 


Another important project that 
will come up for consideration at 
the association’s annual conven- 
tion, Feb. 4-6, 1947 at the Robert 
E. Lee Hotel, Winston-Salem, N. 
C., will be that of a proposed re- 
tail lumber dealer survey for the 
two states to determine what, if 
any, new lines might be profitably 
added by the dealer and what un- 
profitable items might be elimi- 
nated. 


Directors of the association are: 
F. J. Austin, Frank Austin com- 
pany, Asheville, N. C.; M. R. Bag- 
nal, Bagnal-Nettles Bldrs. Supply 
company, Columbia, S. C.; R. S. 
Kirby, Tucker-Kirby company, 
Charlotte, N. C.; H. G. Sherrill, 
Sherrill Lumber company, States- 
ville, N. C.; W. T. Spencer, Spencer 
Lumber company, Gastonia, N. C. 

Also O. H. Folley, Sumter Plan- 
ing Mills & Lbr. company, Sumter, 
S. C.; Gordon L. Goodson, Seth 
Lumber company, Lincolnton, N. 
C.; W. F. Scarborough, Scarbor- 
ough Bldrs. Supply company, Lum- 
berton, N. C.; E. K. Snead, Jr., 
Carolina Builders Supply company, 
Greenwood, S. C.; Alex S. Watkins, 
Henderson, N. C. 

Also H. H. Baxter, Central Lum- 
ber company, Charlotte, N. C.; J. 
R. Cathey, Cathey Lumber com- 
pany, Charlotte, N. C.; H. J. 
Munnerlyn, Bennettsville, S. C.; 
B. B. Waters, Dobson Lumber com- 
pany, Greer, S. C.; J. M. Wilson, 
Highland Lumber company, Fay- 
etteville, N. C. 

Frank A. Brooks of the Brooks 
lumber company, Greensboro, N. 
C. is a life member of the associa- 
tion. 

Address of the association is 114 
Builders building, Charlotte, N. C. 





HARRY L. LAWSON, vice president, Florida © 


Lumber and Millwork association. 


Florida 

CARRYING OUT the regular 
activities of the National has been 
the main objective of the Florida 
Lumber and Millwork association 
Inc., during the war and postwar 
period. These have included regular 
bulletins, Home Planners’ Insti- 
tutes, publicity campaigns, etc. 

The majority of the districts hold 
regular meetings monthly with the 
officers attending as many of these 
as possible. 

Other activities of the associa- 
tion include arbitration, employ- 
ment, freight and traffic problems, 
general service, government order 
information, legislation, newspaper 
mat advertising, personnel selec- 
tion and training, plan service, 
trade bulletins and trade promo- 
tion. 

Officers of the association are: 
president, Forace F. Holland, Pan- 
ama City; vice president, Harry 
L. Lawson, Miami; vice president, 
Walter C. Gregory, St. Petersburg; 
vice president, W. M. Mason, Jack- 


MRS. MARIE BENNETT, §secretary-freasurer, 
Florida Lumber and Millwork association. 
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sonville; secretary-treasurer, Mrs 
Marie Bennett, Orlando. 

Directors are: Ashton J. Hay- 
ward, Pensacola; W. H. Wilson, 
Tallahassee; R. C. Lechner, Jack- 
sonville; D. B. Alexander, Daytona 
Beach; B. E. Sappington, Vero 
Beach; J. A. Sheffield, West Palm 
Beach; E. B. O’Neal, Miami; Ed- 
ward Simpson, Fort Myers; H. C. 
Lewis, Bradenton; J. F. Town- 
send Jr., Lake Wales; Asher Culp, 
Tampa; W. S. Lowry, St. Peters- 
burg; E. J. Maugans, Leesburg; 
F. J. Igou, Orlando. Director-at- 
large is W. E. Tylander, West Palm 
Beach. Associate directors are: I. 
W. Phillips, Tampa; J. H. Van Hoy, 
Sanford; E. W. Thompson Jr., 
Holopaw. 

Address of the association is 303 
Chamber of Commerce building, P. 
O. Box 3666, Orlando, Fla. 


Georgia 


PRINCIPAL PURPOSES of the 
Lumber and Supply Dealers’ Coun- 
cil of Georgia are: 

1. To foster and promote legis- 
lation favorable to its members and 
the retail lumber and_ builders’ 
products distribution industry as a 
whole. To cooperate with other or- 
ganizations for these purposes. 

2. To keep its members informed 
regarding all matters of interest to 
them and to inform the public re- 
garding industry matters of in- 
terest to it. 

3. To do collectively for the in- 
dustry and the members the things 
which the members cannot do as 
well being individuals. 

The total membership at present 
is 109, representing approximately 
60 percent of the total number of 
eligible dealers and 75 percent of 
the sales volume in Georgia. 

Officers of the association are: 


W. M. MASON, vice president, Florida Lumber 
and Millwork association. 





HENRY WASHINGTON, president, Lumber and 
Supply Dealers’ Council of Georgia. 


president, J. H. Washington, 
Gainesville; vice president, Charles 
H. Girardeau, Atlanta; treasurer, 
C. E. Flowers, College Park; coun- 
sellor, Joseph G. Rowell, Atlanta. 

Directors of the association are: 
F. E. Adams, Milledgeville; Wil- 
liam R. Bedgood, Athens; A. S. 
Johnson, Albany; H. W. Lang, 
Brunswick; W. O. McNair, Macon; 
Louis Mulherin, Augusta; J. J. 
O’Neill, Rome; T. Lawrence Pal- 
mer, Savannah; W. R. Turner, 
Cordele. 

Address of the association is 
Robert Fulton hotel, P. O. Box 2213, 
Atlanta 1, Ga. 


Cook County 


OCCUPYING AN UNIQUE posi- 
tion among the retail lumber deal- 
ers associations is the Lumber 
Trade Association of Cook County, 
Illinois. 

This association was organized 
as a voluntary association of lum- 


J. L. STRONG, secretary, Lumber Trade Asso- 
ciation of Cook County. 


JOSEPH G. ROWELL, « llor, Lumber and 
Supply Dealers Council of Georgia. 





ber yards in 1939 for the purpose 
of bargaining collectively with the 
various labor unions having juris- 
diction over the various classifica- 
tions of employees in retail yards. 


The association now has con- 
tracts with the United Brother- 
hood of Carpenters & Joiners of 
America (AFL); the International 
Brotherhood of Teamsters & Join- 
ers of America (AFL) and the Ma- 
terial Handlers & Workers in 
Lumber Yards, Mills and Factories, 
Local 260 of the Construction & 
General Laborers District Council 
of Chicago (AFL). 


Sixty-nine members of the asso- 
ciation represent 100 yards. 


Besides handling labor negotia- 
tions for members, the association 
also keeps its membership advised 
of government regulations and 
orders affecting their business. 


Officers of the association are: 
president, I. Callner, Joseph Lum- 
ber company; Ist vice president, 


JOHN C. KOENEN, vice president, Lumber 
Trade Association of Cook County. 


CHARLES H. GIRARDEAU, 
Lumber 


vice president, 
and Supply Dealers Council of 
Georgia. 

Raymond W. Jacob, John Bader 
Lumber company; 2nd vice presi- 
dent, John C. Koenen, Mayfair 
Lumber company; treasurer, J. H. 
Touchstone, George Green Lum- 
ber company; secretary, Joseph L. 
Strong. 


Directors are: J. J. Chalmers, 
Lord & Bushnell; Peter DeVries, 
S. J. DeVries & company; Sangston 
Hettler, Herman H. Hettler Lum- 
ber company; A. J. Miller, Hill- 
Behan Lumber company; R. V. 
Coburn, Sterling Lumber & Sup- 
ply company; J. W. Embree Jr., 
Rittenhouse & Embree; Joseph J. 
Fitzgerald, Edward Hines Lumber 
company; Frank J. Heitmann, 
Morgan Park Lumber company; 
A. A. Siegel, Siegel Lumber com- 
pany; C. F. Willis, Berwyn Lum- 
ber company; Robert H. Adams, 
A. T. Stewart Lumber company; 
Joseph G. Stadelman, Harris Bros. 


Address of the association is 30 
North LaSalle street, Chicago, IIl. 


I. CALLNER, president, Lumber Trade Asso- 
ciation of Cook County. 
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HENRY L. KRUMM, president, Illinois Lumber 
and Material Dealers association. 


Illinois 

ONE OF THE OLDEST and 
largest associations of building 
products merchants in the country 
is the Illinois Lumber & Material 
Dealers association, Inc. The letter- 
head proudly proclaims the 57th 
year of service of this association. 

Approximately 900 retailers are 
on the Illinois membership list. 
This is about 82 percent of the 
eligible dealers in the state. 

Secretary McCarthy has mapped 
a comprehensive educational pro- 
gram for the months ahead. Al- 
ready underway is a series of 30- 
day courses at the University of 
Illinois for younger members of 
the industry. These courses are 
held with the cooperation of the 
National Retail Lumber Dealers 
association. The state association 
is laying the groundwork for a 
full-year course in light construc- 
tion to be given at institutions of 
college level. 


Other courses being planned for 
dealers will include classes in 
credit, collection and accounting— 
all aimed to increase efficiency in 
this department of retail manage- 
ment. 

Officers of the Illinois associa- 
tion are: Henry L. Krumn, presi- 
dent, McClure & Struckman com- 
pany, Elgin; James L. Watson, vice 
president, Watson Lumber com- 
pany, Troy; John D. McCarthy, 
secretary-treasurer, Springfield. 

Members of the board of direc- 
tors and their affiliations are: Rod- 
ney Ainsworth, Dimock, Gould & 
company, Moline; Earl Anderson, 
Litchfield Lumber company, Litch- 
field; Clarence B. Elliott, Elliott 
Lumber & Coal company, LaSalle; 
Jas. P. Flannery, P. Flannery & 
Sons, Inc., East St. Louis; W. Lind- 
ley Huff, Huff & Son, Decatur; 





J. D. McCARTHY, secretary, Illinois Lumber 
and Material Dealers association. 


John W. McConnell, Dacy Lumber 
company, Woodstock; Charles A. 
Smith, Johnston Lumber company, 
Rock Falls; Bob Stotlar, Bob Stot- 
lar’s Lumber Yard, Herrin; John 
A. Wheeler, W. P. Wheeler & Son, 
Newton; Robert H. White, James 
F. White Lumber company, Ma- 
rissa; Otto W. H. Wahlfeld, Wahl- 
feld Manufacturing company, 
Peoria. 

Address of the association is 919 
Ridgely building, Springfield, Ill. 


Indiana 


RECOGNIZING THAT dealers 
needed a program of services and 
benefits that were much more tan- 
gible than anything given in the 
past, the Indiana Lumber and 
Builders’ Supply association has 
set up an entirely new activity. It 
is a program which will reach the 
public and tell them more about the 
industry and at the same time help 
the dealer. 


This program tells the story that 
the building products merchant is 


CHARLES E. WAGNER, president, Indiana 
Lumber and Builders Supply association. 





SUILDING Propucts MERCHANDISER, December 21, 1946 


best equipped to supply the com- 
munity needs of materials and in- 
formation because of his training 
and experience. It will tell how 
the industry has developed new 
products and new ideas. And the 
emphasis will be on the fact that 
private enterprise has proved in 
the past that it can deliver housing 
and will deliver it in the future. 

The association is now ready to 
launch a radio program which will 
blanket the state, telling the same 
story and offering various pieces 
of literature to the public. 

The association is also helping 
and urging its members to have 
modern, efficient stores; well 
trained personnel, and effective ad- 
vertising and trade promotion pro- 
grams. 

Members are offered a service of 
store layout designing, and can 
obtain a booklet of display racks 
and counters with working draw- 
ings. 

The association also offers deal- 
ers an advertising agency service 
and has developed mailing pieces, 
advertising mats and layouts. 

Officers of the association are: 
president, Charles E. Wagner, In- 
dianapolis; vice president, Ray- 
mond Morris, Mitchell; secretary- 
treasurer, R. W. Slagle, Indian- 
apolis. 

Directors are: W. L. Hubbard, 
Scottsburg; Oscar Osterhage, Vin- 
cennes; Brooks Collings, Rockville; 
Lee Wendel, Columbus; George 
Mann, Muncie; John McCormick, 
Lawrence; Charles Dye Jr., Lafay- 
ette; John Russell, Marion; John 
Suelzer, Fort Wayne; Jess New- 
kirk, Kendallville; Gerald Steele, 
North Liberty; C. D. Root, Crown 
Point; Avery Morrow, Gary. 

Directors at large are: Walter 
Stevens, Indianapolis; E. S. Kem- 
mer, Lafayette; Harold Main, East 


RAYMOND MORRIS, vice president, Indiana 
Lumber and Builders Supply association. 








R. W. SLAGLE, secretary, Indiana Lumber and 
Builders Supply association. 


Chicago; F. E. Schouweiler, Fort 
Wayne; Charles Braughton, Indian- 
apolis; Raymond Morris, Mitchell; 
Edward P. Redman, Terre Haute. 

Address of the association is 620 
K. of P. building, Indianapolis, Ind. 


Intermountain 


COMPOSED OF DEALERS in 
the states of Utah, Idaho, Wyo- 
ming and Nevada, the Intermoun- 
tain Lumber Dealers association 
Inc. has 194 members which repre- 
sent about 85 percent of the dealers 
in the area. 

The association is doing an inten- 
sive job of keeping the dealers in- 
formed of all the things pertaining 
to the operation of a retail lumber 
and building products store. 

The association has regular meet- 
ings of the local groups, and the 
field work consists of frequent con- 
tacts between association personnel 
and the membership. 

Officers of the association are: 
president, R. J. Dawson, Layton, 
Utah; vice presidents, W. W. 
Weigle, Jerome, Idaho and J. R. 


S. C. ROBINSON, secretary-treasurer, Inter- 
mountain Lumber Dealers association. 





RAY J. DAWSON, president, Intermountain 
Lumber Dealers association. 


Coffin, Elko, Nev.; secretary-treas- 
urer, S. C. Robinson, Salt Lake 
City; executive secretary, C. W. 
Nortz, Salt Lake City. 

Directors of the association are: 
Lincoln Hanks, Salt Lake City; 
O. D. Tomney, Salt Lake City; 
D. M. Anderson, Salina, Utah; Ross 
Anderson, Logan, Utah; R. C. 
Parks, Magna, Utah; Claude Bist- 
line, Poeatello, Idaho; A. O. Shel- 
don, Salt Lake City; L. A. Wright, 
Idaho Falls; W. H. Supp, Wells, 
Nev. 


Address of the association is 
1115 Boston building, Salt Lake 
City 1, Utah. 


lowa 


DURING 1946, the Iowa Retail 
Lumbermens_ association _ inter- 
viewed and gave assistance to 187 
dealers who visited the office. The 
association answered over 1500 let- 
ters from dealers requesting infor- 
mation on the orders and regula- 
tions issued by the numerous gov- 
ernment agencies. Another group 
of 3110 dealers were given help 


W. W. WEIGLE, vice president, Intermountain 
Lumber Dealers association. 


C. W. NORTZ, executive secretary, Inter- 
mountain Lumber Dealers association. 


and information over the phone. 

To supplement this activity of 
dealer assistance, the association 
maintained current and up-to-day 
files of all regulations, orders and 
directives of the various agencies. 

The builder and building ma- 
terial course at Ames was carried 
out by the association. It cooper- 
ated with the Structural Clay Prod- 
ucts institute in the setting up of 
masonry schools at Algona, Web- 
ster City, Emmetsburg, and Sac 
City. 

To make certain that the as- 
sociation always has the interests 
of the dealer at heart, the field sec- 
retary interviews hundreds of deal- 
ers each year. 

The association has played an 
active part in the fight to eliminate 
government controls. 

Association officers are: presi- 
dent, Brooks Baughman, Cedar 
Falls; vice presidents, George F. 
Sokol, Sibley, and R. B. Dickey, 
Keokuk; secretary, W. H. Badeaux. 

Trustees are: John McKlveen, 
Prairie City; C. E. Goessling, 


BROOKS BAUGHMAN, president, lowa Retail 
Lumbermens association. 
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GEORGE F. SOKOL, vice president, lowa Re- 
tail Lumbermens association. 


Shenandoah; Carl Moeller, Rein- 
beck; Carlton Walker, Waterloo; 
Hiram Munn, Ames; Paul Mathew, 
Oskaloosa; Ralph Finkbine, At- 
lantic; Milton Norton, Algona; G. 
Wm. Dulany, Clinton; C. W. Du- 
rian, Wellman. The executive com- 
mittee consists of Brooks Baugh- 
man, Paul Mathew, C. E. Goessling, 
Ralph Finkbine and Hiram Munn. 


Address of the association is 
Wallace-Homestead building, Des 
Moines 14, Iowa. 


Kentucky 


MAIN ACTIVITIES of the Ken- 
tucky Retail Lumber Dealers asso- 
ciation during recent months have 
centered around breaking govern- 
ment red tape and regulations, and 
doing everything possible to help 
members obtain merchandise. 

One of the main projects of the 
association is the publication of a 
year book giving the names of all 
members and including a buying 


JAMES POWER, president, Kentucky Retail 
Lumber Dealers association. 





guide. Two other publications of 
the association are a cost of doing 
business survey and a weekly busi- 
ness news bulletin which keeps 
dealers up to date on what is hap- 
pening in connection with the in- 
dustry. 


District meetings are held 
throughout the year, many of them 
meeting once a month. The plan 
service department offers house 
plans to the dealers. Releases on 
home building and remodeling are 
sent constantly to the newspapers 
all over the state. 


The membership represents ap- 
proximately 92 percent of the deal- 
ers in number and close to 98 per- 
cent in volume of business. The 
association also has some 46 asso- 
ciate members. 

Officers of the association are: 
president, James Power, Louisville; 
vice president, W. A. Combs, Lex- 
ington; secretary-treasurer, Don 
A. Campbell, Lebanon. 

The directors are: W. A. Combs; 
Lee S. Creech, Pineville; Sam 
Crump, Park City; Blaine Fulton, 
Newport; Stanley Grobmeyer, Car- 
rollton; Tudor Jones, Mayfield; 
Wadsworth Jones, Millersburg; 
Albert Kittinger, Owensboro; Sam 
Levy, Louisville; W. P. Morton, 
Hazard; Elbert Myers, Glasgow; 
Edward Oldham, Georgetown; Joe 
Pettus, Stanford; R. H. Poindex- 
ter, Cynthiana; James Power; Cliff 
Treas, Benton; J. M. Williams, 
Beaver Dam. 

Address of the association is 
Lebanon, Kentucky. 


Louisiana 


AVAILABLE TO MEMBERS 
of the Louisiana Building Material 
Dealers association is a Plan Serv- 
ice department which has a full 


DON A. CAMPBELL, secretary-manager, Ken- 
tucky Retail Lumber Dealers association. 
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LLOYD C. CLANTON, president, Louisiana 
Building Material Dealers association. 


line of modern home plan books, 
blue prints, material lists, scale 
models, calendars, advertising mats 
and contractor’s hand books. 


Other services offered by the 
association are arbitration, credit 
and collection, district meetings 
which are held regularly through- 
out the state, employment, field 
work, government order interpre- 
tations, Home Planner’s Institute, 
monthly news letter, sales training 
and personnel selection, trade bul- 
letins and trade promotion. 

In addition the office of the asso- 
ciation is a clearing house for all 
types of information dealers may 
need. 


The district meetings are de- 
signed to give the members assist- 
ance on merchandising program 
and yard planning. The associa- 
tion assists in providing suitable 
programs for these meetings. 

Officers of the association are: 
president, Lloyd C. Clanton, Shreve- 
port; 1st vice president, Edward 
G. Boh, New Orleans; 2nd vice 


R. NEEDHAM BALL, secretary-manager, Louisi- 
ana Building Material Dealers association. 








GEORGE E. KNOOP, treasurer, Louisiana 
Building Material Dealers association. 


president, J. Frank Carroll, Alex- 
andria; treasurer, George E. Knoop, 
New Orleans; secretary-manager, 
R. Needham Ball, Baton Rouge. 

Directors are: R. J. Abbott, 
Baton Rouge; Sidney Bertheaud, 
Opelousas; Edward G. Boh; Frank 
R. Burnside, Newellton; J. Frank 
Carroll; Lloyd C. Clanton; Gilbert 
E. Derouen, Lake Charles; W. Leh- 
mann Erwin, Lake Charles; J. Sid- 
ney Gary, Kaplan; Charles H. 
Hatfield, Winnsboro; George E. 
Knoop; Leo Murtagh, Port Allen; 
David H. Nichols, Haynesville; 
E. B. Olliber, Slidell; Roland Pri- 
vat, Rayne; Samuel Stone, New 
Orleans; W. F. Treischmann, 
Lake Providence; Albert H. Wolff, 
Vivian. 

Address of the association is 528 
Florida street, Baton Rouge, La. 


Michigan 
THE ACTIVITIES of the Michi- 
gan Retail Lumber Dealers associa- 
tion during the past few years have 


RUSSELL NOWELS, president, Michigan Re- 
tail Lumber Dealers association. 





EDWARD G. BOH, vice president, Louisiana 
Building Material Dealers association. 


been devoted almost entirely to 
helping the dealers to understand 
and operate under the many gov- 
ernment regulations which affect 
the industry. 


As a result of the association’s 
interest in an educational program 
to make more and better lumber 
dealers, there has been established 
a four year course in retail lum- 
ber merchandising at the Michigan 
State college. 


The association is on the point 
of starting a 30-day intensive re- 
tail lumber training course which 
will also be handled through the 
facilities of Michigan state college. 


There are approximately 600 
members in the association which 
represent about 70 percent of the 
dealers in the lower peninsula. 

Officers of the association are: 


HUNTER M. GAINES, secretary, Michigan Re- 
_tail Lumber Dealers association. 





J. FRANK CARROLL, vice president, Louisiana 
Building Material Dealers association. 


president, Russell Nowels; vice- 
president, E. F. Westover; vice 
president, Axel Becker; treasurer, 
Norman B. Cove; secretary, Hunt- 
er M. Gaines; counsel, Donald P. 
Schuur. 


Directors are: Wesley Haber- 
mehl, Alpena; F. Gordon Feather, 
Petosky; Charles Bracken, Trav- 
erse City; A. E. Swanson, New 
Era; E. B. Randall, West Branch; 
Gordon Granger, Alma; E. F. West- 


over, Bay City; E. W. Kiteley, 
Marlette; R. F. Hooker, Grand 
Rapids; Lester Essenburg, Hol- 


land; William T. Gates, Lansing; 
Harry H. Miller, Grand Blanc; 
Walter Peacock, Port Huron; Rus- 
sell Nowels, Rochester; Axel Beck- 
er, Monroe; Joseph Deuel, Mar- 
shall; Hilton Nowlen, Benton Har- 
bor. 


Address of the association is 
1009 Bank of Lansing building, 
Lansing 16, Mich. 


AXEL BECKER, vice president, Michigan Re- 


tail Lumber Dealers association. 


; 
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ROBERT A. JONES, executive director, Middle 
Atlantic Lumbermens association. 


Middle Atlantic 

IN TOUCH WITH national and 
state affairs, the Middle Atlantic 
Lumbermens association is con- 
stantly promoting and protecting 
the interests of the industry in 
governmental matters. 

Every month the Plan magazine 
brings articles of major importance 
and interest to retailers. The con- 
fidential market report is of prime 
importance to dealers because of 
its accurate, unbiased picture of ac- 
tual market conditions; it is issued 
only to members. With this is a 
tax report advising about laws and 
taxes affecting business. 

The freight traffic counsel has 
worked constantly for many years 
with the railroads and carriers. 
Backhaul rates have been reduced, 
freight bills have been checked and 
audited for the dealers. Other serv- 
ices connected with traffic problems 
are available to any member. 

Each year’ the _ association’s 
homes foundation brings to the 
dealers a complete program of 


WATSON MALONE Ill, president, Middle 
Atlantic Lumbermens association 


NORMAN 8B. COVE, treasurer, Michigan Re- 
tail Lumber Dealers association. 


small home designs, plans, speci- 
fications and_ sales promotional 
help. 

Among the literature sent to 
dealers from the association are the 
war emergency bulletins, and the 
general bulletins which are a clear- 
ing house for industry informa- 
tion. 


Services for the dealers include 
grade marking and inspection serv- 
ice, educational dealer meeting pro- 
grams, accounting service, instant 
lumber piece price service, annual 
convention, legislative service, ar- 
bitration, legal service, field work, 
and general services whenever a 
dealer needs help with a problem. 

Officers of the association are 
president, Watson Malone III, 
Philadelphia; vice president, Daniel 
F. Shields Jr., Greenville, Del.; 
secretary - treasurer, Ray E. Lat- 
shaw; executive director, Robert A. 
Jones; honorary counsel, J. Fred- 
erick Martin; legal counsel, Saul, 
Ewing, Remick and Saul; dealer di- 
rector, NRLDA, J. Hammond Geis, 


DANIEL F. SHIELDS JR., vice president, Mid- 
dle Atlantic Lumbermens association. 


BurtpInc Propucts MERCHANDISER, December 21, 1946 





E. F. WESTOVER, vice president, Michigan Re- 





tail Lumb Dealers association. 


Baltimore; dealer counsellor, U. 8S. 
Chamber of Commerce, Joseph W. 
Brosius, Wilmington, Del. 
Directors are: William J. Collins 
Jr., Philadelphia; C. Burnley 
White, Cornwell Heights, Pa.; 
Frank W. Romig, Allentown, Pa.; 
Cephus C. Rosser, Nanticoke, Pa.; 
George F. Peck, Peckville, Pa.; 
Thomas J. Rider, Williamsport, 
Pa.; Henry H. Broscious, Sunbury, 
Pa.; Herbert E. Ratzburg, Shenan- 
doah, Pa.; Luther H.-Schmoyer, 
Boyertown, Pa.; Charles D. Hum- 
mer, Chester, Pa.; Claude G. Ryan, 
Lancaster, Pa.; Gable L. Arnold, 
Red Lion, Pa.; Robert H. Bogar, 
Steelton, Pa.; Paul B. Porter, 
Chambersburg, Pa.; G. Hunter 
Bowers, Frederick, Md.; G. Kessler 
Livezey Jr., Aberdeen, Md.; S. F. 
M. Adkins, Salisbury, Md.; Daniel 
F. Shields Jr., Greenville, Del.; 
Hugh M. Peter, Pleasantville, N. J.; 
E. T. Seaman, Collingswood, N. J. 
Address of the association is 


1528 Walnut street, Room 1123, 
Philadelphia 2, Penn. 


RAY E. LATSHAW, secretary-treasurer, Mid- 
dle Atlantic Lumbermens association. 











E. B. LEMMONS, executive secretary, Missis- 
sippi Retail Lumber Dealers association. 





RICHARD B. VAUGHN, vice president, Missis- 
sippi Retail Lumber Dealers association. 
eo 


Mississippi 

FROM A MERE handful of some 
twenty dealers in 1924, the mem- 
bership in the Mississippi Retail 
Lumber Dealers association has 
grown to over 150 and represents 
some 85 percent of all eligible re- 
tail yards in the state. 

During the recent years the as- 
sociation assisted its members in 
distributing, analyzing and trying 
to correctly interpret the huge 
mass of orders flowing out of 
Washington. 

“We propose,” said E. B. Lem- 
mons, secretary, “to devote our 
efforts to better public relations’ 
work and help the retail lumber and 
building material dealer take his 
rightful place in our National econ- 
omy and in his home town environ- 
ment ... we feel the personnel 
training program or educational 
program as sponsored by the Na- 
tional Retail Lumber Dealers as- 
sociation will go a long way to- 
ward accomplishing better public 
relations. We also feel that the in 
dustry-engineered home offers ui 


82 


R. F. EVANS, vice president, Mississippi Re- 
tail Lumber Dealers association. 


a magnificent’opportunity not only 
to improve public relations but at 
the same time to render a real serv- 
ice to prospective home owners by 
helping them to get the greatest 
value out of their home owning 
dollar. 

“We also propose to encourage 
the starting of more Home Plan- 
ners institutes as we feel this is 
one of the best mediums for pro- 
moting good public relations that 
has ever been offered our indus- 
try.” 

Royce Kimbrell, Meridian, is 
president of the association. Other 
officers are: vice president, R. B. 
Vaughn, Biloxi; 2nd vice president, 
R. F. Evans, Vicksburg; treasurer, 
J. M. Evans, Jackson; executive 
secretary, E. B. (Ted) Lemmons. 

On the executive committee are: 
F. H. Cannon, chairman, Clarks- 
dale; Joe T. Hyde, Drew; J. G. 
Hogue, Jackson; L. C. Gilbert, 
Jackson; Medford Leake, Tupelo; 
S. H. Varnado, Jackson; Joe L. Vir- 
den, Greenville; E. M. Jones, Jack- 
son. L. C. Gilbert is chairman of 
the finance and membership com- 
mittee. 

Directors of the association are 
E. F. Bornman, Clarksdale; Harry 
Hungerford, Jonestown; J. L. Mc- 
Corkle, Greenville; W. L. Solomon, 
Belzoni; J. R. Perry, Vicksburg; 
G. L. McBride, Fort Gibson; G. W. 
Roll, Natchez; H. S. Prosser, Mc- 
Comb; Ralph Hollister, Pascagoula; 
S. G. Thigpen, Picayune; R. C. 
Stockett, Jackson; J. D. Tucker, 
Meridian; T. R. Kilpatrick, Louis- 
ville; Leslie Mabus, Starkville; Guy 
Gravlee, Tupelo; Miss L. M. Gal- 
vean, Corinth. The dealer director 
to NRLDA is C. Russell Smith, 
Roling Fork. 

Address of the aSsociation is 650 
S. State street, P. O. Box 1968, 
Jackson 115, Miss. 





Montana 


INDUSTRY REPRESENTA- 
TION in legislative matters, with 
government agencies, with the pub- 
lic and with other industry groups 
heads the list of functiéris of the 
Montana Retail Lumbermens as- 
sociation. Another main function 
of the association is to promote sat- 
isfactory relations between dealers 
and between dealers and suppliers. 

Members of the association are 
given a dealers handbook or Deal- 
ers Indexed File service which is 
divided into two sections. The first 
will put at the dealer’s disposal 
quick information necessary for 
him to have to perform his selling 
function. In the second section he 
will have at hand all of the infor- 
mation he needs for yard adminis- 
tration purposes. This is constantly 
kept up to date. 

Prior to the war, one of the most 
successful activities was the deal- 
ers financing service, which the as- 
sociation is planning to resume. 

There has been a special commit- 
tee working for a year on dealer 
purchasing problems, with the ob- 
jective of working out more eco- 
nomical methods of distribution 
from manufacturer to consumer. 

The association has 180 dealers, 
which is about 90 percent of the 
total number in the area covered. 

Officers of the association are 
H. C. Heinsch, president; H. G. 
White, vice president; W. J. How- 
ard, secretary-manager, and A. A. 
Kind, treasurer. 

Directors are Henry Sawtell, 
J. Brooks Robinson, A. W. Lam- 
mers, A. J. Gates, Wm. Aldrich, 
Earle Switzer and J. L. Odette. 

Address of the association is 
Union Bank building, Helena, Mont. 


Mountain States 


IN ADDITION TO its regular 
bulletin service, .“#he Mountain 
States Lumber Dealers association 
has for eleven years published an 
Idea Circulator bulletin and an Ad- 
vertising Suggestions bulletin. Each 
issue of the former is confined to 
an idea, plan or suggestion of de‘i- 
nite value to a dealer. The latter 
is devoted to actual copy for adver- 
tisements or suggestions which 
may be helpful for advertising 
purposes. 

The association membership in- 
cludes approximately 80 percent of 
the dealers in the area. 

In cooperation with the Univer- 
sity of Denver the association has 
sponsored the second short course 
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HUGO C. HEINSCH, president, Montana Retail 
Lumbermens association. 


in the country for the training of 
dealer personnel. 

Other services include a regular 
employment service, a non profit 
collection service for members, a 
house plan service which is widely 
used, and an audit of freight bill 
service. 

President R. E. Nutting, Little- 
ton, Colo., heads the association. 
Other officers are: vice president, 
J. W. Deal Jr., Laramie, Wyo.; sec- 
retary -manager, J. V. Smith, 
Denver. 

Directors of the association are 
J. W. Deal Jr.; Carl A. Wangberg, 
Colorado Springs; Kenneth R. 
Shaw, Las Animas, Colo.; R. E. 
Nutting; Glen C. Rowell, Fort Mor- 
gan, Colo.; W. P. Harley, Albu- 
querque, New Mex.; R. F. Frantz, 
Englewood, Colo. On the executive 
committee are R. E. Nutting, J. W. 
Deal Jr., and R. F. Frantz. 

Address of the association is 217 
Colorado National Bank building, 
Denver 2, Colo. 


JOSEPH V. SMITH, secretary, Mountain States 
Lumber Dealers association. 





~ 


W. J. HOWARD, secretary-manager, Montana 
Retail Lumbermens association. 


Nebraska 
OVER THE LONG period of 
years since its founding in 1890, 
the Nebraska Lumber Merchants 
association has worked for its mem- 
bers in trade relations, sales pro- 
motion and legislation. 


One of the most successful pro- 
grams ever carried out was the en- 
actment of the Nebraska Mechanics 
Lien law, which has been used as 
a model in several states through- 
out the country. 

Another important feature of the 
association service is the holding 
annually of a continuous series of 
20 group meetings throughout the 
state. 

Officers of the association are: 
president, Frank Lightner, St. Ed- 
ward; vice president, Arthur W. 
Melville, Broken Bow; secretary, 
Phil Runion, Lincoln; assistant sec- 
retary, W. A. Keitges, Lincoln. 

Directors are: F. M. Allen, Cur- 
tis; C. E. Alter, Alma; H. R. Bed- 
well, Falls City; R. M. Carhart, 


FRANK S. LIGHTNER, president, Nebraska 
Lumber Merchants association. 





BurLpInc Propucts MERCHANDISER, December 21, 1946 





R. E. NUTTING, president, Mountain States 
Lumber Dealers association. 


Wayne; Emil Coufal, Schuyler; 
George Craven, Osceola; Fred L. 
Day, Superior; Paul Ely, North 
Platte; O. N. Flaten, Gering; J. M. 
Fox, Scotia; D. J. Malone, Pierce; 
Arthur W. Melville, Broken Bow; 
C. E. Newmyer, Lyons; J. E. 
O’Halloran, Woodlake; Ed M. Park- 
er, Crete; Guy Randdall, Hay 
Springs; L. G. Simpson, Omaha; A. 
Thornton, Shickley. 

Address of the association is 
1026 Terminal building, Lincoln 8, 
Neb. 


New Jersey 


ORIGINALLY FORMED in 
1878, the New Jersey Lumbermen’s 
association has been continuously 
in service since that time. 


The association took a very ac- 
tive part in having the state of 
New Jersey adopt the Mechanics 
Lien law and the amendment to 
the Crimes act making mortgage 
money trust funds. 

In addition the association was 


PHIL RUNION, secretary, Nebraska Lumber 
Merchants association. 
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FRED W. RITTER, secretary-manager, New 
York Lumber Trade association. 


instrumental in promoting stand- 
ards in lumber grading; has closely 
guarded freight rate developments, 
and has done many things in con- 
junction with the National and 
other federated associations to aid 
the industry. 

As stated by H. K. Dilley, secre- 
tary, the aims for the future are 
for the further improvements of 
the lumber industry in order that 
lumber and all other building ma- 
terials will be better made, better 
graded and more economical to the 
consuming public. 

Officers of the association are: 
president, N. S. Gentile, Pompton 
Lakes; vice president, P. W. Cad- 
wallader, Pennington; treasurer, 
G. B. Roesler, Hackensack; secre- 
tary, H. K. Dilley, Newark. 

Trustees of the association are: 
Charles B. Kennedy, Trenton; 
Arthur M. Mason, South River; 
Glenn Miller, Summit; Stewart H. 
Pursel, Phillipsburg; Fred W. 
Schantz, Long Branch; Edward M. 
Searing, Dover; Charles T. P. 


N. S. GENTILE, president, New Jersey Lumber- 
men’s association. 


Wolfe, Ridgefield Park; B. W. Far- 
rington, Annandale; Nicholas C. 
Gentile; James E. Hurley, Perth 
Amboy; Charles C. Iliff, Newton; 
John K. Moss, Bernardsville; 
George\H. Riley Jr., Westfield; 
Oliver W. Welsh, South Amboy; 
Lloyd F. Armstrong, Keyport; Nor- 
man F. Bailey, Newark; James D. 
Ball, Morristown; Paul W. Cad- 
wallader, J. G. Phillips, Toms 
River; Irving T. Sickley, South 
Orange; E. Donald Sterner, Bel- 
mar; Morton T. Brewster, Ridge- 
field Park; H. Edward Wolff, Eliza- 
beth; Spencer D. Baldwin, Jersey 
City; A. P. Holcombe, Somerville; 
G. B. Roesler, Hackensack; George 
H. Dorn, Round Brook. 

Address of the association is 605 
Broad street, Newark 2, N. J. 


New York 


DURING THE WAR the New 
York Lumber Trade association 
Inc. supplied information and as- 
sistance to the War Labor board, 
the Office of War Information, the 
Reconstruction Finance corpora- 
tion, the Treasury department, the 
Labor department, and many con- 
nected directly with the building 
industry. 

Members of the association were 
kept informed of all the rules and 
regulations, and had their view- 
points represented to the agencies 
connected with building. 

Plans for the near future include 
working with the National Affairs 
committee and the association is 
represented on it by three of the 
members. Work is being enlarged 
on research and market develop- 
ments and in the matter of per- 
sonnel selection and training. A 


study of yard equipment is now 
underway. 


HAROLD K. DILLEY, secretary, New Jersey 
Lumbermen’s association. 


PAUL W. CADWALLADER, vice president, New 
Jersey Lumbermen’s association, 


Consumer relations, a pledge of 
better service and other mediums 
to interest prospects will be im- 
proved and offered as sales guides, 
A moving picture library is being 
assembled for use of salesmen. 


Officers of the association are: 
president, Charles A. Hersey; vice 
president, William Schuette; treas- 
urer, Frank D. Homan; secretary- 
manager, Fred W. Ritter. 


On the board of directors are: 
William Dreyer, Conrad N. Pitcher, 
Charles. Schildknecht, Sidney 
Weiner, F. J. Williams Jr., John L. 
Christy, Arthur C. Crombie, Rob- 
ert B. Everett, Max Berman, Pryor 
H. Kalt, Sol R. Kaplan, John F. 
McKenna, Knut A. Olsson, Julian 
A. Rice, A. H. Roth, Julius Stul- 
man, Herman J. Bayer, Carroll 
Burgess, Fred G. Gray, John G. 
Sussek, Walter E. Umla, Monteath 
T. Dayton, Albert T. Froewiss, 
John T. Wagner. 

Address of the association is 


Grand Central Terminal, New 
York, N. Y. 


G. B. ROESLER, treasurer, New Jersey Lumber- 
men’s association. 
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RALPH E. JORDON, president, Northeastern 
Retail Lumbermens association. 


JOHN W. DAIN, vice president, Northeastern 
Retail Lumbermens association. 


Northeastern 


TO HELP DEALERS meet the 
problems of re-adjustment and re- 
conversion is the main objective of 
the Northeastern Retail Lumber- 
mens association at the present 
time, 

Today, as during the war, bul- 
letins from the association analyze 
and describe the various regula- 
tions connected with the industry. 

Some of the most tangible bene- 
fits accruing to its members are 
publications on the law of the con- 
struction industry in the various 
Staies, piece price lists, yard plan- 
ning and shed design, labor saving 
and social security payroll register, 
employee’s income tax handbook, 
Servicemen’s rights and_ benefits, 
and transportation reports. 

The association works constantly 
on state and national legislation 
Which will benefit its members. 


Weekly releases are sent to news- 
papers which present the industry’s 


FRANK W. Whitty, vice president, North- 
eastern Retail Lumbermens association. 


side of many different questions 
and strengthen the public relations 
program. 

Given impetus by the association, 
Home Planners Institutes have 
grown in a number of communities. 


The architectural and publicity 
department has supplied plan books 
and blueprints. 

Local and district groups are an 
integral part of the association. 
The district meetings have brought 
the work of the association into 
each community, and permitted dis- 
cussion of matters of immediate in- 
terest. 

Officers of the association are: 
president, Ralph E. Jordan, Lewis- 
ton, Me.; vice presidents, Frank W. 
Whitty, Boston; Chester T. Hub- 
bell, Albany; Willard F. Terrell, 
Meriden, Conn.; John W. Dain, 
Lake Mahopac, N. Y.; treasurer, 
Oliver J. Veling, Buffalo; secre- 
tary-manager, Paul S. Collier, Ro- 
chester. On the executive com- 


WILLARD F. TERRELL, vice president, North- 
eastern Retail Lumbermens association. 
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mittee are: Stanley M. Cox, Amity- 
ville, N. Y., and Kuno B. Schotte, 
Amsterdam, N. Y. 


Directors are: Gerald Gould, 
Middletown, N. Y.; Frank H. 
Morin, Fulton, N. Y.; Stuart M. 
Frame, Rochester; James W. 
Smith, Corning, N. Y.; Duncan S. 
Briggs, Oneonta, N. Y.; Arthur 
Clifford, Bridgeport, Conn.; J. 
Harold Stacey, Windsor, Vt.; Rich- 
ard A. Huber, Nashua, N. H.; 
Bradshaw Langmaid, Salem, Mass.; 
Ernest R. Famiglietti, Providence; 
Albert L. Gendron, Sanford, Me.; 
Norman P. Mason, N. Chelmsford, 
Mass.; F. S. Heberlig, Port Jeffer- 
son, N. Y.; Sherman Clark, Hol- 
yoke, Mass.; John W. Chapman, 
Syracuse; S. H. Beach Jr., Rome, 
N. Y.; Joseph J. Drennen, Auburn, 
N. Y.; J. Francis Smith, Water- 
bury, Conn.; J. Armand Nadeau, 
Pawtucket, R. I.; Russell L. Fish, 


OLIVER J. VELING, treasurer, Northeastern 
Retail Lumbermens association. 


PAUL S. COLLIER, secretary-manager, North- 
eastern Retail Lumbermens association. 





A. E. MUNCK, president, Northwestern 


Lumbermens association. 


Scituate, Mass.; Charles T. Over- 
dorf, Poughkeepsie, N. Y.; Louis 
F. Kreyer, New York. 

Address of the association is 82 
St. Paul street, Rochester 4, N. Y. 


Northwestern 


A CLOSELY KNIT organization 
for the protection and promotion 
of the retail lumber industry of the 
Northwest is the main objective of 
the Northwestern Lumbermens as- 
sociation. 


Underway is a program of mer- 
chandising and financing for the 
dealers to sell and finance completed 
units of homes, farm homes, farm 
buildings and commercial construc- 
tion, including repair and main- 
tenance. 

The association blue book has a 
buyers guide and supplement con- 
taining information on the correct 
uses and application of materials 


W. H. BADEAUX, secretary, Northwestern 
Lumbermens association. 


for various jobs sold by the dealer. 

There are district organizations, 
with a chairman for each district, 
for the purpose of localizing the 
work of the association. Three 
field secretaries call on dealers and 
attend district meetings continu- 
ously. 

The association has an educa- 
tional program for dealers and con- 
tractors pertaining to good con- 
struction, selling and financing. It 
works continually with state agri- 
cultural colleges, AAA, 4-H clubs, 
to obtain better construction of 
farm buildings and feeding, breed- 
ing and housing of livestock. 

The dealer service program has 
helped dealers in preparing the 
various application forms, helped 
with hundreds of pricing forms; 
assisted with various shipping 
problems and in collecting accounts, 
and has issued bulletins covering 
hundreds of different subjects 
which will be of interest or help to 
dealers. 

The association has 2,268 mem- 
bers, which is 82% percent of the 
total yards. 

Officers of the association are: 
president, A. E. Munck; vice presi- 
dent, Ward D. Briggs; secretary, 
W. H. Badeaux; treasurer, V. E. 
Stocker; vice president, Minnesota, 
Ernest Schuldt; vice president, 
Iowa, R. V. Porter; vice president, 
North Dakota, Roy A. Country- 
man; vice president, South Dakota, 
C. J. Root. 

Directors are: Ben Grotte, Al- 
fred Hall, Glenn Holmes, L. B. 
Johnson, L. G. Morley, Hiram G. 
Ross, G. W. Thompson, John Wal- 
lace. 

Address of the association is 710 
Foshay tower, Minneapolis 2, Minn. 


V. E. STOCKER, treasurer, Northwestern 


Lumbermens association. 


R. V. PORTER, vice president, Northwestern 
Lumbermens association. 


Ohio 


PRINCIPAL PURPOSE of the 
Ohio Association of Retail Lum. 
ber Dealers is to afford an agency 
for concerted action of the dealers 
in the maintenance of industry 
good-will. The activities include 
departments of service in credits 
and collections; public relations 
program by press releases and 
civic club addresses; assistance in 
the preparation of the members’ 
advertising and promotional cam- 


paigns (a newspaper mat service 
and direct mail literature), and as- 
sistance in the design and engi- 
neering of yard layouts and sales 
rooms. 


Working with a firm of public 
accountants, the association, in 
1921, developed the original Ohio 
uniform accounting system which 
is now in use all over the country 


WARD D. BRIGGS, vice president, Northwest- 
ern Lumbermens association. 
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HAROLD A. ROSSER, president, Ohio Associa- 
tion of Retail Lumber Dealers. 


as the National uniform account 
system. 

The association, in 1925, estab- 
lished the first full-time college 
course in small house construction 
and lumber and building material 
markets. 

In 1941 the association financed 
the erection of a life-size model 
farmstead, with a dwelling and 
farm service buildings, as an ex- 
hibit at the Ohio State fair. 

The Ohio association includes in 
its membership 95 percent of the 
dealers in the state. 

Officers of the association are: 
president, Harold A. Rosser, Ar- 
canum; vice president, Floyd S. 
Pendleton, McComb; vice president, 
Don Beaumont, Cleveland; treas- 
urer, Allen H. Brain, Springfield; 
secretary, Findley M. Torrence, 
Xenia. 

Trustees of the association are: 
Edwin J. MecFarlan, Cincinnati; 
Walter Dempsey, Hamilton; W. F. 
Baker, Dayton; Willard F. Wilson, 
Washington C. H.; C. M. Hartley, 


FLOYD S. PENDLETON, vice president, Ohio 
Association of Retail Lumber Dealers. 





ALLEN H. BRAIN, treasurer, Ohio Association 
of Retail Lumber Dealers 


Portsmouth; Ed. B. Sharp, Nelson- 
ville; Homer R. Hagans, Columbus; 
Irving H. Brain, Springfield; Ho- 
mer F. Prakel, Versailles; C. H. 
Goff, West Mansfield; Martin Fin- 
law, Zanesville; Fred Franke- 
berger, Mansfield; C. H. Singhaus, 
New Philadelphia; A. C. Quinlin, 
Bellaire; Ed. W. McCain, Canton; 
James H. Clemens, Youngstown; 
J. E. Woodruff, Akron; Don B. 
Beaumont; T. H. Nofziger, Arch- 
bold; R. H. Stephens, Bellevue; 
C. Tracy LaCost, Genoa; R. E. 
Armstrong, St. Marys; Richard L. 
Zeyen, Fostoria; Aaron L. Kelsey, 
Toledo; Allen Post, Ashtabula. 
Trustees ex-officio, past presi- 
dents, are: J. Elam Artz, Dayton; 
L. P. Lewin, Cincinnati; Howard 
Potter, Worthington; Lorenz O. 
Kilmer, Oak Harbor; Jud Yoho, 
Youngstown; W. G. Smith, Akron; 
R. L. Oberdorfer, Lancaster; Aaron 
L. Kelsey, Teledo; John J. Marsh, 
Dover; H. O. Carroll, Painesville; 
F. L. Steinman, Bluffton; C. E. 
Saville, Dayton; Thomas Dough- 
erty, Cleveland; Victor O. Johnson, 


DON BEAUMONT, vice president, Ohio Asso- 
ciation of Retail Lumber Dealers. 


FINDLEY M. TORRENCE, secretary, Ohio Asso- 
ciation of Retail Lumber Dealers. 


Canfield; Paul V. DeVille, Canton. 
Address of the association is 


Green and Market streets, Xenia, 
Ohio. 


Western Pennsylvania 


BASIC OBJECTIVES of the 
Lumber Dealers Association of 
Western Pennsylvania are: 

1. The exchange of ideas and 
to confer as to business methods 
in order that the most efficient 
service to the industry and the 
public may be rendered. 

2. To cooperate in raising the 
standards of the industry by adopt- 
ing and using uniform trade prac- 
tices beneficial to all. 

3. To encourage employee train- 
ing and improved working condi- 
tions. 

4. To work for community bet- 
terment. 

During the war, with its double 
problem of handling increased op- 


J. H. HANKINS, president, Lumber Dealers 
Association of Western Pennsylvania. 





Burtp1nc Propucts MERCHANDISER, December 21, 19406 


87 


R. F. McCREA, secretary, Lumber Dealers Asso- 
ciation of Western Pennsylvania. 


erations with decreased manpower 
and complying with the number 
of regulations, the officers of the 
association met in local groups to 
analyze the problems. Through 
forums and mailing of explanatory 
material, the dealers were kept in- 
formed. Priorities, price, wage 
and other regulations were thor- 
oughly analyzed and condensed to 
save the dealers’ time. 

The association recently began 
publication of Planer Talk, a 
monthly news sheet designed to 
keep the dealers apprised of the 
trends and pitfalls facing the in- 
dustry. It is hoped it will serve 
as a medium for the exchange of 
ideas mutually interesting and 
helpful to all dealers. , 

Officers of the association are: 
president, J. H. Hankins, Union- 
town; 1st vice president, Marlyn 
R. Fetterolf, Johnstown; 2nd vice 
president, Arthur J. Weber, Cum- 
berland, Md.; treasurer, S. W. 
Means, Pittsburgh; assistant sec- 


KERMIT W. INGHAM, vice president, South- 
western Lumbermen’s association. 


S. W. MEANS, treasurer, Lumber Dealers 
Association of Western Pennsylvania. 


retary and treasurer, Robert P. 
Greiner, Pittsburgh; secretary, 
R. F. McCrea, Pittsburgh. 
Directors are: H. M. Bowser, 
Renfrew; J. E. Campbell, Avella; 
W. F. Campbell, New Wilmington; 
C. S. Cook, Platea; H. B. Daugh- 
erty, Indiana; Paul T. Dech, Johns- 
town; J. R. Evans, Donora; W. W. 
Evans, Kittanning; O. E. Evman, 
Charleroi; M. R. Fetterolf, Johns- 
town; Roger Franciscus, Lewis- 
town; J. F. Garvin, Beaver Falls; 
F. A. Grounds, Meadville; J. H. 
Hankins, Uniontown; R. W. Her- 
wick, Connellsville; J. H. Hommer, 
Glasgow; H. W. Ivory, Altoona; 
A. D. Johnson, Ambridge; G. B. 
King, Tidioute; T. C. Linn, Bur- 
gettstown; J. O. MacLean, Pitts- 
burgh; S. W. Means, Pittsburgh; 
J. B. Millen, Greensburg; S. F. 
Moss, Greenville; A. F. Poh- 
land, Latrobe; E. A. Pontzer, St. 
Marys; Arthur Seeno, Greensburg; 
I. P. Shirey, Foxburg; Vere 
Smyers, DuBois; H. C. Walker, 


JAMES L. BROWN, president, Southwestern 
Lumbermen’s association. 


J. E. JOHNSTON, secretary-manager, South. 
western Lumbermen’s association. 


Windber; A. J. Weber, Cumber- 
land, Md.; S. W. Wenger, New 
Kensington; E. C. West, Tarentum, 

Address of the association is 
Plaza building, Pittsburgh, Penn. 


Southwestern 


THROUGHOUT THE PAST 
year, members of the Southwestern 
Lumbermen’s association have re- 
ceived detailed bulletins every ten 
days giving an analysis and inter- 
pretation of governmental regula-§ 
tions. These enabled the dealers to 
have before them information as 
to their rights and privileges, as 
well as their duties and responsi- 
bilities under these orders. 

The first objective of the associa- 
tion now is to get rid of the NHA, 
the CPA and their accompanying 
allocations, priorities, subsidies and 
guaranteed markets, and get the 
flow of lumber and building mate- 
rials back into normal channels of 
distribution. 

The association operates its own 
traffic department and all services 


FRANK E. TYLER, counselor, Southwestern 
Lumbermen’s association. 
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PAUL M. LEIRD, vice president, Southwestern 
Lumbermen’s association. 


incidental to this department, in- 
cluding the auditing of freight 
bills and the filing of claims, are 
extended free to members. 

The membership is approximately 
1450, or about 6714 percent of the 
recognized dealers in the area. 

Officers of the association are: 
president, James L. Brown, Mays- 
ville, Mo.; 1st vice president, W. A. 
Lambert, Leavenworth, Kans.; 2nd 
vice president, P. M. Leird, Little 
Rock; 3rd vice president, Kermit 
W. Ingham, Stillwater, Okla.; treas- 
urer, J. A. Bowman, Kansas City; 
secretary-manager, J. E. Johnston; 
counselor, F. E. Tyler. 

On the executive committee are: 
C. J. Cowley, H. E. Hanna, Kermit 
W. Ingham, W. A. Lembert, P. M. 
Leird, V. E. Loyd, A. K. Westh. 

Directors are: Arkansas, E. E 
Bonstell, J. H. Hartsell, H. H. 
Jones; Kansas, C. W. Alley, J. D. 
Dameron, C. Lee Detter, M. P. 
Dinges, L. J. Harris, Paul Klein, 
Herbert W. Meyer, Austin P. San- 


R. N. MOORE, vice president, Tennessee 
Lumber, Millwork and Supply Dealers asso- 
ciation. 


R. O. BROWLEE, secretary-manager, Tennessee 
Lumber, Millwork and Supply Dealers asso- 
ciation. 


born, F. L. Treff; Missouri, R. A. 
Angle, A. W. Castle, Alan Coats- 
worth, Charles H. Kemper, V. E. 
Loyd, W. T. Nethery, E. R. Porter, 
W. C. Robinson, Edmund F. Speck; 
Oklahoma, James Bartlett, Dale 
Carter, Ralph Chiles, J. W. Dutton, 
Leslie Hurd, Oran Huston, Albert 
Mason, Joe Osborne, L. I. Parks, 
Clay R. Thompson. 

Address of the association is 501 
R. A. Long building, Kansas City 
6, Mo. 


Tennessee 


BETTER MERCHANDISE will 
be the theme of the Tennessee Lum- 
ber, Millwork and Supply Dealers 
association convention and_ will 
headline the activities of the asso- 
ciation in the coming year. 

At the first meeting of the asso- 
ciation in 1925, the policy of the 
group was stated to be one of work- 
ing together for proper legislation, 
do all possible to acquaint the pub- 
lic with industry problems; keep 
methods of doing business up-to- 


HAMILTON WALLACE, vice president, Tennes- 
see Lumber, Millwork and Supply Dealers 
association. 
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J. C. MeCLELLAN JR., president, Tennessee 
Lumber, Millwork and Supply Dealers Asso- 
ciation. 
date to meet existing conditions 

and various changes. 

The association now has 237 
members which is 72 percent of 
the total number of dealers in the 
state. , 

Officers of the association are: 
president, J. C. McClellan Jr., Eliz- 
abethton; vice presidents, R. N. 
Moore, Martin; Hamilton Wallace, 
Nashville; H. A. Doak, Greeneville; 
treasurer, G. R. Cockrum, Knox- 
ville; secretary-manager, R. O. 
Brownlee, Knoxville; past presi- 
dent, C. W. Scheffer, Nashville. 

Directors are: A. U. Taylor, 
Jackson; Morrison Lowe, Cooke- 
ville; W. J. Willingham, Chatta- 
nooga; O. L. Reed, Bruceton; T. O. 
Lashlee, Humboldt; Harvey C. 
Foskett, Gallatin; Andrew Brooks, 
Kingsport; W. J. Sanders Jr., Tul- 
lahoma; W. S. Sexton, Knoxville; 
R. P. Paxton, Columbia; W. G. 
Best Jr., Memphis. 

Address of the association is 106 
E. Fifth avenue, Knoxville, Tenn. 





H. A. DOAK, vice president, Tennessee 
Lumber, Millwork and Supply Dealers Asso- 
ciation. 
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Texas 


ORIGINATED in 1886, the Lum- 
bermen’s Association of Texas will 
hold its 61st annual convention in 
March. 

The work of the association is 
to improve conditions with its trade 
sphere. The annual get together, 
at which some 2,500 lumber people 
congregate, offers educational, as 
well as inspirational, features that 
appeal to every phase of the in- 
dustry. 

The activities throughout the 
year concentrate on fusing the 
newest ideas of the nation on the 
field and to direct the thinking of 
the dealer members on unified ad- 
vancement. As a trade organiza- 
tion, the dealers are quick to take 
up and promote schools and per- 
sonnel training and are advancing 
with the accepted trends. District 
meetings, held at intervals through- 
out the year, keep the thinking 
along general advanced lines and 





GENE EBERSOLE, executive vice president, 
Lumbermen’s Association of Texas. 


WINFIELD OLDHAM, vice president, Lumber- 
men’s Association of Texas. 
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help to spread such thinking over 
the area. 

The association office is the focal 
point for the area. Gene Ebersole, 
executive vice president, says: “We 
do not attempt to lead the thinking 
of our industry, we merely expose 
them to new ideas and advanced 
thinking. Our dealers make up 
their own minds as to what they 
will do with these ideas and carry 
the ball themselves.” 

Officers of the association are: 
president, S. F. Styles, Houston; 
lst vice president, Winfield Old- 
ham, Dallas; 2nd vice president, 
H. L. Stokely, Brownsville; 3rd 
vice president, W. B. Henderson, 
Fort Worth; treasurer, Verner Mc- 
Call, Houston; sergeant-at-arms, 
Jack Ray, Waco; acting sergeant- 
at-arms, Gene Klein, Amarillo; 
honorary secretary, Jack Dionne, 
Houston; executive vice president, 
Gene Ebersole, Houston. 

Directors for life, past presidents, 
are: Lynn Boyd, Pampa; C. R. 
Burrow, Canyon; S. L. Forrest, 
Lubbock; L. D. Garrison, Corpus 
Christi; N. C. Hoyt, Houston; J. 
Lee Johnson Jr., Fort Worth; J. A. 
Kirkpatrick, Waco; Carl E. Locke, 
Beaumont; Jas. W. Rockwell, Hous- 
ton; A. B. Sammons, Fort Worth; 
Thomas C. Spencer, Houston; F. W. 
Sternenberg, Austin; Curtis T. 
Vaughan, San Antonio; G. H. Zim- 
merman, Waco. 

Directors of the association are: 
Jno. Armstrong, San Angelo; Jno. 
R. Armstrong, Amarillo; F. E. 
Beecroft, Uvalde; M. T. Bronstad, 
Denison; Claude Bryant, Stephens- 
ville; Bruce Campbell, Grossbeck; 
R. T. Coleman, Galveston; W. H. 
Curry, Waco; W. S. Drake, Austin; 
Fred Elbert, Wichita Falls; Otis T. 
Felty, Lubbock; W. B. Ferguson, 
Fort Worth; J. R. Fielder, Abilene; 


S. F. STYLES, president, Lumbermen’s Associa- 
tion of Texas. 
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Roy Gaither, Waco; P. J. Good. 
night, Dallas; W. B. Henderson, 
Fort Worth; Mrs. Isla Herring, 
Laredo; Warren F. Keys, Marshall; 
Gene Klein, Amarillo; J. H. Kurth 
Jr., Houston; Henry D. Lindsley 
Jr., Dallas; W. M. Lingo Jr., Dal. 
las; Verner McCall, Houston; Car| 
McCaslin, Hereford; Paul Me. 
Hargue, Midand; W. H. Miller, 
Brady; W. B. Milstead, Houston: 
S. M. Milstead, Fort Worth; Win. 
field Oldham, Dallas; G. Sam 
Parker, Bryan; Clyde Penry, Fort 
Worth; W. H. Peterson, El Paso; 
E. L. Powell, San Antonio; Harvey 
Richards, New Braunfels; Albert 
Scharman, San Antonio; Sam K. 
Seymour Jr., Columbus; J. W. 
Skinner, Paris; George Spurgin, 
Dallas; Sam Bell Steves, San An- 
tonio; Joe Stein, Fredericksburg; 
H. L. Stokely, Brownsville; 8. F. 
Styles, Houston; Ben Tepe, Cana- 
dian; W. T. Thrift, San Antonio; 
L. B. Wehring, Corpus Christi; 
Samson Wiener, Dallas. 

Address of the association is 2nd 
National Bank building, Houston 2, 
Tex. 





Virginia 

CAREFUL ATTENTION to the 
establishment of a 30-day residence 
training course in one or two Vir- 
ginia colleges is one of the most 
important present-day activities of 
the Virginia Building Material as- 
sociation. This course will supple- 
ment the B.S. degree in light build- 
ing construction and marketing 
being featured by the Virginia 
Polytechnic institute. 

The association is laying the 
foundation for every service it can 
give the building public, with em- 
phasis on the needs of the veterans. 

Groups of the members meet 
monthly and plans are now being 





















HARRIS MITCHELL, secretary-manager, Vit: 
ginia Building Material association. 
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CRAIGE RUFFIN, treasurer, Virginia Building 
Material association. 





. ° 


W. C. BELL, managing director, Western Re- 
tail Lumbermens association. 


made to have more groups included 
in this. The association feels that 
this is not only a good way to 
develop excellent and enjoyable fel- 
lowship, but also it helps members 
to discuss mutual problems and to 
e(fect many economies and steps of 
progress by such cooperation. 

The association is doing all it 
can in cooperation with National to 
secure the release of all government 
controls. 

Officers of the association are: 
president, J. C. Hodges; vice presi- 
dents, S. L. Burrough, ,E..R. Hunt, 
F. E. Paulett, E. S. Talbert; secre- 
tary-manager, Harris Mitchell; 
treasurer, Craige Ruffin. 

Directors are: H. T. Angell, J. G. 
Bosang, G. B. Early, H. G. Fowler, 
R. H. Hinton, J. I. Hirst, M. M. 
Maddux, W. N. Neff, L. R. O’Hara, 
E. L. Whitehurst, D. P. Wood, J. B. 
Young. Advisory council consists 


of S. T. Massey, W. F. Liebenow, 
W. P. Ames. 

Address of the association is 
3303 Monument avenue, Richmond 
21, Va. 


Western 


THROUGH BULLETIN service 
and personal contacts the Western 
Retail Lumbermens association has 
kept, and is keeping, its members 
constantly informed on government 
regulations, one of the most im- 
portant jobs of the association. 
These reports explained the various 
government controls as well as 
listed them. In addition the asso- 
ciation has worked hand in hand 
with the National Affairs commit- 
tee looking after industry interests 
in legislative matters. 

Committees are being formed in 
the association to work with manu- 
facturers of the main commodity 
groups to deal with economic and 
efficient distribution of merchan- 
dise, to form a harmony of pur- 
pose on the part of the producer 
and the distributor. 

For the benefit of every dealer 
the association is making available 
blank price list forms. Certain 
sheets will include necessary tech- 
nical data and commodity infor- 
mation for making selling easier 
and where needed for clarification, 
sketches or pictures. 

The public relations program— 
to tell the story of the industry 
to the consumers—is one of the 
most important activities of the 
association. Its personnel work in- 
cludes filling the needs of dealers 
who are sending in increasing 
numbers of requests for employees. 

Other activities include work 
along personnel training lines, yard, 
store and equipment planning, plan 
service and work with the Na- 
tional’s education committee. 

Officers of the association are: 


president, R. W. Beil, Spokane; 
managing director, W. C. Bell, Se- 
attle; vice presidents, Idaho, 


Charles H. Bohrer, J. D. Jacobs; 
Nevada, Ted E. Crennan; Oregon, 


J. W. Copeland, A. J. Huddleston; : 
Washington, A. O. Fosse, Charles ‘ 


S. Innes, Stanley E. Newton. 
Directors are: Idaho, Gunder W. 
Kjosness, Bert Stone, Kent Rubow, 
Laurence Poiteven; Nevada, F. J. 
Coddington, Charles Oliver; Ore- 
gon, W. B. Penwarden, Paul Van 
Petten, Robert M. Bellis, Ralph T. 
Howard, J. N. Bestul, R. E. Har- 
lan; Washington, L. D. Hatfield, 
W. H. Lohman, Wendell Mack, A. 
Henry Paul, Harold Sievers, Clar- 
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R. W. BEIL, president, Western Retail Lumber- 
mens association. 


Tom O. Williams, 


ence Tanner, 
F. E. Young. 

Members of the executive com- 
mittee are H. W._ Blackstock, 
Thomas W. Gamble, H. F. Mc- 
Daniel. E. E. LeValley is national 
director and C. B. Sweet is a mem- 
ber of the national executive com- 
mittee. 

Address of the association is 917 
Lloyd building, Seattle, Wash. 


West Virginia 

GUIDING its dealer - members 
through the war and reconversion 
period has been the main job of 
the West Virginia Lumber and 
Builders Supply Dealers associa- 
tion. 

This task has included supplying 
help and information on the various 
government regulations, helping 
with labor problems, and offering 
the members opportunities to get 
together to discuss the various 
problems facing the dealer. 

The association has followed the 
program outlined by National and 
has backed all efforts to give the 
industry adequate pricing during 
the reign of OPA, and to destroy 
priorities and allocations. 

Officers of the association are: 
president, J. LeRoy Huffman, 
Beckley ; vice presidents, Robert H. 
Glenn, Clarksburg; Hartzell Tur- 
ner, Clarksburg; George A. Bailey, 
Wheeling; Lyle Roe, Huntington; 
Charles P. Houston, Welsh; secre- 
tary, Sam H. Diemer. 

Directors are: Fred C. Savage, 
Charleston; Charles P. Thorn, 
Morgantown; Tom Wilson, Mounds- 
ville; Orval Means, Fairmount; E. 
Carl Langfitt, Parkersburg; C. G. 
Conaway, Fairmount; C. I. Chey- 
ney, Bluefield. 

Address of the association is P.O. 
Box 1589, Fairmont, W. Va. 
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Wisconsin 


A TREMENDOUS AMOUNT of 
time under the OPA was devoted 
by the Wisconsin Retail Lumber- 
mens association to checking mem- 
bers’ invoices and giving assistance 
and information on the various 
regulations. 

The association’s traffic depart- 
ment is constantly at work with 
the railroads on collection of over- 


4] 


DON S. MONTGOMERY, secretary, Wisconsin 
Retail Lumbermens association. 


charges on freight bills, auditing 
about 100,000 freight bills a year. 
It handles various hearings before 
the Wisconsin Public Service com- 
mission and the Interstate Com- 
merce commission with reference 





H. B. KOERBLE, treasurer, Wisconsin Retail 
Lumbermens association. 


to increases in freight rates, aban- 
donment proceedings, etc. 

The association’s insurance com- 
pany is an approved FHA lending 
institution, financing the customers 
of the members and handling all 
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of the FHA red tape for them. 

Other services of the association 
are arbitration, architectural, club 
meetings held throughout the state, 
cost accounting, credit and collec- 
tions, employment, field work, gen- 
eral information service, newspaper 
mat advertising, monthly newspa- 
per, sales training, trade bulletins, 
trade promotion, and yard plan- 
ning. 

Officers of the association are: 
president, E. E. Homstad, Black 
River Falls; secretary, Don S. 
Montgomery, Milwaukee; treasur- 
er, H. B. Koerble, Milwaukee; cost 
accountant, C. F. Pattison, Mil- 
waukee; traffic, J. W. Goodman, 
Milwaukee. 


Retail Conventions 

Following is the schedule of 1947 
conventions of lumber and building 
material dealer associations: 

Jan. 13-15—Middle Atlantic Lum- 
bermens association, Atlantic 
City, Claridge hotel, no exhib- 
its. 

Jan. 14-16 — Kentucky Retail 
Lumber Dealers association, 
Louisville, Brown hotel, ex- 
hibits. 

Jan. 14-16—Northwestern Lum- 
bermen’s association, Minneap- 
olis, Auditorium, exhibits. 

Jan. 22-24—Southwestern Lum- 
bermen’s association, Kansas 
City, Auditorium, exhibits. 

Jan. 27-29—Northeastern Retail 
Lumbermens association, New 
York, Pennsylvania hotel, ex- 
hibits. 

Jan. 27-29—Nebraska Lumber 
Merchants’ association, Omaha, 
Auditorium, exhibits. 


Jan. 28-30—Ohio Association of 
Retail Lumber Dealers, Colum- 
bus, Deshler-Wallick hotel, ex- 
hibits. 

Feb. 2-4— Tennessee Lumber, 
Millwork & Supply Dealers, 
Memphis, Peabody hotel, ex- 
hibits. , 

Feb. 4-6—Carolina Lumber & 
Building Supply association, 
Winston-Salem, Robert E. Lee 
hotel, exhibits. 

Feb. 4-6—Michigan Retail Lum- 
ber Dealers association, Grand 
Rapids, Pantlind hotel, exhib- 
its. 

Feb. 5-6—Lumber Dealers Asso- 
ciation of Western Pennsyl- 
vania, Pittsburgh, Fort Pitt 
hotel, exhibits. 

Feb. 9-11—West Virginia Lum- 
ber Supply Dealers association, 
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Directors are: C. K. Arp, Elk- 
horn; Wm. Herpst, Elmwood; J.N. 
Hamar, Houghton, Mich.; R. E. 
Nuzum, Viroqua; B. H. Roderick, 
Brodhead; L. K. Scott, Glenbeulah; 
Alex Kirschling, Wisconsin Rapids; 
H. E. Muehl, Suring. 

Advisory board of former presi- 
dents consists of: J. H. Brannunm, 
chairman, Racine; Otto Lieber Jr., 
Neenah; C. S. Walker, Columbus; 
S. S. Solie, Janesville; B. F. Spring- 
er, Milwaukee; H. W. Wilbur, West B pay e: 
Allis; H. E. Beckwith, Chetek; § run. 
Frank Bodden, Horicon; G. W. La- made 
Pointe Jr., Menomonie. cheap 

Address of the association is 501 §°*** 
Milwaukee Gas Company building, §%*'** 
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Huntington, Frederick hotel, 
no exhibits. Ne 

Feb. 10-11 — Mountain States Bads hb 
Lumber Dealers association, § pews 
Denver, Shirley-Savoy hotel, B tenti 
no exhibits. anytl 

Feb. 10-12 — Illinois Lumber & § prod 
Material Dealers association, get t 
Chicago, Sherman hotel, ex- He 
hibits. 

Feb. 17-19—Western Retail Lum- 
bermens association, Portland, 
Multnomah hotel, exhibits. 

Feb. 18-20— Wisconsin Retail 
Lumbermen’s association, Mil- 
waukee, Auditorium, exhibits. 

Feb. 19-20 — Mississippi Retail Bw a | 
Lumber Dealers association, § p,,0 
Jackson, Heidelburg hotel, ex- 
hibits. Suc 

Feb. 20-21 — Virginia Building § profit 
Material association, Virginia @ built 
Beach, Cavalier hotel, no ex- §Sti!! 
hibits. sg 

Mar. 5-7—Intermountain Lumber * fe 
Dealers association, Salt Lake § prog, 
City, Utah hotel, no exhibits. 

Mar. 5-7—Iowa Retail Lumber- Or 
mens association, Des Moines, § Try 
Coliseum and Savory hotel, ex- § to n 
hibits. char 

Mar. 10-12—Lumbermen’s Asso- § thin 
ciation of Texas, Galveston, § you: 
Municipal pier, exhibits. idea 

Mar. 11-13—Indiana Lumber & @ ads 
Builders Supply association, J thos 
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Indianapolis, Murat Temple, @ ide: 
exhibits. tim: 
Mar. 19-20—Louisiana Building ; 
Material Dealers association, @ / 
New Orleans, Jung hotel, ex- § ?°°) 
hibits. buil 
Mar. 19-20—New Jersey Lumber- to 
men’s association, Atlantic how 
City, Traymore hotel, no ex- jy 22°’ 
hibits. mat 


Mar. 27-28—Florida Lumber & * 
Millwork association, Tampa, ™ 
Hillsboro hotel, exhibits. 
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A QUARTER( 
Of Service tolt! 


Twenty-five years ago National Plan Service and lumber dealers asso- 
ciations first began to work together in helping to solve dealers’ sales 
problems. From that time until now, every National Plan sales builder 
has been worked out in collaboration with leading lumber associations 
and their members. 








Today, progressive dealers sell homes . . . not just highly competi- 
tive materials . . . and we feel that our greatest contribution to the indus- 
try has been that of providing the service which helps make this pos- 
sible. Working exclusively with and for the dealer, our service begins 
by providing the prospect with a wide choice of attractive homes to 
choose from, on through to the completed sale and building. 


Lumber dealers associations recognize the sales potential of these 
complete services and give our organization their full endorsement. 
We are proud to list the following associations who, in the interest of 
their members, recognize us as their official plan service. 


















Carolina Lumber & Bldg. Supply Assn. Nebraska Lumber Merchants Assn. 
(North and South Carolina) 


New Jersey Lumbermens Assn. 
Florida Lumber & Millwork Assn. 


Northeastern Retail Lumbermens Assn. 


Illinois Lumber & Material Dealers Assn. (N.Y.; Mass.; R. I.; N. H.; Conn.; Vt.; Me.) 
Indiana Lumber & Builders Supply Assn. Northwestern Lumbermens Assn. 

Iowa Retail Lumbermens Assn. (Minnesota, No. & So. Dakota) 

Kentucky Retail Lumber Dealers Assn. Ohio Assn. of Retail Lumber Dealers 
Louisiana Bldg. Material Dealers Assn. Southwestern Lumbermens Assn. 


(Ark.; Kans.; Mo.; Okla.) 


aay org Lumber Millwork & Supply Dealers . 
ssn. 


Lumber Dealers Assn. of Western Penna. 
Lumbermens Assn. of Texas 
Michigan Retail Lumber Dealers Assn. 


Middle Atlantic Lumbermens Assn. 
(Eastern Pa.; So. N. J.; Md.; Del.) Western Retail Lumbermens § Assn. 
(Washington, Oregon, Nevada, Idaho) 


Virginia Building Material Assn. 


Mississippi Retail Lumber Dealers Assn. 


Montana Retail Lumbermens Assn. West Virginia Lumber & Builders Supply 
; Dealers Assn. 
Mountain States Lumber Dealers Assn. 


(Wyoming, Colorado, New Mexico) Wisconsin Retail Lumbermens Assn. 






*kPLAN BOOKS COVERING NEW HOMES, FARM BUILDINGS §!2 
SUMMER COTTAGES Newspaper Advertising Material Truck Poster Service Au 
AND GARAGES. Mailing Literature, Display Cards Miniature House Models | 
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RICENTURY 
to|ithe Lumber Dealer « 


Licensed architects specializing in the small home field provide the 








basic structure for all National Plan services. Every illustration of a 
home in any of our books or calendars is based on sound, proven plans 


that conform to F.H.A. general financing requirements and to all state 
laws. 










Years of experience in the successful use of National Plan Service 
sales material and plans, have proved to thousands of dealers the country 
over that “National” plan services are just as essential in successful 
home selling as in home building. The constantly increasing list of 
National Plan Service dealers attests this recognition and acceptance by 
the industry. 














This steady growth, which closely parallels that of the National Re- 
tail Lumber Dealers Association, is a source of deep gratification to us 
and an inspiration to continue to strive toward even greater service to 
its members. 


NATIONAL PLAN SERVICE, INC. 


“The Lumbermen’s Service Bureau” 
1315 W. CONGRESS ST., CHICAGO 7, ILL. 3 


I2 SHEET COLORED CALENDARS FOR HOME AND FARM 


Authentic Estimator's Hand Book Blueprints, Specification Forms Estimate of Costs 
Material Listing Guides Special Plans to Order Guaranteed Material Lists 


NGS 


Models 
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Will 1947 Be as Good? 


ON’T LET the shortages of 

materials, or help, get you 
down. Chances are you’ve just fin- 
ished, or are about to finish, one 
of the best years in the history of 
your business, It’s easy to sell prof- 
itably anything you can get your 
hands on when demand exceeds 
supply. Scarcity of help tends to 
keep operating costs down. How- 
ever, if this sort of situation is irk- 
some, you may find consolation in 
the fact that some of these days 
just the opposite will be the case. 
Supply will then exceed demand. 
That means. devastating competi- 
tion. . Labor will become increas- 
ingly plentiful as prosperity wanes. 
The only time you can get help is 
when you don’t need it! Seems as 
though you can’t eat your cake and 
have it, too. 

* * * 

Quality of merchandise, services, 

and labor invariably deteriorates 

in a seller’s market. It’s a healthy 

sign when all three begin to get 

better. 

* * % 
Beginning of the End 

yf YLEANED FROM Retail Grey 
% J Matter (published for depart- 
ment stores) : “This Christmas will 
mark the beginning of the end of 
reckless and nonsensical buying by 
the public. So clean out your super 
price lines by the year’s end. You 
may lose some juicy sales early 
next year as a consequence, but re- 
member the businessman who tried 
to squeeze the last dollar out of a 
boom usually overstays his position 
and is ‘caught long’ when the boom 
breaks.” 

The present problems of depart- 
ment stores and lumber yards are 
not analogous, so far as stocks of 
merchandise are concerned, but 
there are certain principles in- 
volved which are pretty much the 
same. 

* * * 


What to Add? 
HOULD I INCLUDE electri- 
cal appliances?” asks a Mich- 
igan lumber dealer who says he is 
going fo put in new lines. 
The Clinic wouldn’t know. The 
answer to the question would be 
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determined by such things as: Is 
there a need for another line lo- 
cally? How much competition is 
there from the nearest large city? 
Is location suitable? Are display 
rooms adequate? Can you obtain 
and afford trained specialty sales- 
men? Are you equipped to adver- 
tise such a line efficiently and to 
service the various items after they 
have been sold? Can you compete 
successfully with mail-order 
houses? 

In other words, unless you can 
do a better job than is already 
being done in your locality, you are 


at a disadvantage from the very- 


start. 
* * * 
When quality begins to go up and 
prices down, we’ll be headed in 
the right direction again. 


* * * 


The Wrong Kind of Turnover 

PEAKING OF HELP, as we 

_ were a few paragraphs back, 
reminds us of some figures released 
by the Department of Labor in 
which it was shown that voluntary 
quits in manufacturing plants were 
lower in ’46 than in the three pre- 
vious years. What sort of knocked 
us for a loop, however, was the 
high percentage of employees who 
walk off the job when work is 
plentiful. In 1929 the quit rate 
amounted to 41 per each 100 em- 
ployees. In 1932 it dropped to 10. 
During the war years it was over 
60. In 1946 it was around 50, or 
three times as high as the average 
during the 10 years from 1931 to 
1940. To our way of thinking, 


‘that’s turnover with a ‘vengeance! 


+ + 


If employers selected :their per- 
sonnel as carefully as they do 
their trucks, for example, there 
might be fewer breakdowns in 
employer-employee relations. 


* 2 


Good Merchandising Includes 
Consumer Financing 
[N OCTOBER charge accounts 
were at an all-time high—ap- 
proximately $2,500,000,000. In- 
stallment credit is going up, too, 
but has lagged because of the re- 
strictions imposed by Regulation 
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W (relaxed on December 1) and 
because of the shortage of automo. 
biles, refrigerators, and_ similar 
things usually sold on installment 
terms. Total consumer credit out- 
standing is now $8,500,000,000, as 
compared with the peak of nearly 
$9,900,000,000 in ’41. Bankers ex. 
pect it to reach $15,000,000,000 
next year. 

Safest bet for lumber dealers is 
to make maximum use of install- 
ment selling where financing agen- 
cies buy the notes and do the cdl- 
lecting (a cash sale for the dealer), 
Book accounts tie up working cap- 
ital and impose collection difficul- 
ties which drive customers some- 
where else. 

* * * 
Backbone vs. Crowbar 
A FAMOUS Chicago minister 
was introduced to a huge au. 
dience once by an admiring layman 
with the comment that the good 
minister had backbone. 

“If I have backbone,” the emi- 
nent preacher stated, “I hope it 
has joints in it; so it can bend. 
If it does not bend, then it is only 
a crowbar, and I can _ imagine 
nothing as unadaptable to prob- 
lems as a crowbar.” 

* * % 


Pay-as-You-Profit Plan 
HAT’S WHAT Fullerton Lun- 
ber company (more than 10 
yards) call their convenient budget- 
payment method which they ad- 
vertise as “available for a wide 
variety of needs whether it is for 
the winter’s fuel supply or urgent 
building repairs. Everything is in- 
cluded from home insulation to re- 
decorating.” 
* * * 
Better begin to brush up on your 
salesmanship. You may be need- 
ing it sooner than you think. 


* * * . 


Orchids to Coca-Cola 

[NTRIGUING are those Boy Meets 

Girl ads showing the young-folks 
getting together at “the friendliest 
club in the world—just around the 
corner from almost anywhere ... 
where the price is a nickel . . . and 
that for a coke.” 

We'll bet the corner druggists 
like it, too! 
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OPERATION “FUTURE” 


St. Paul & Tacoma Lumber Co. 


Ress 


J t is our firm conviction that the home building program has been, and 
is being, greatly retarded by Government restrictions and controls; that the 
sooner they are removed and the home building program is returned to the 
normal free competitive channels of the various branches of the entire con- 
struction industry, the faster home building will progress. 


Despite the recent emergency demands and the deviation from sound 
management caused by these demands and resulting controls, we are pro- 
gressing favorably with our plan for a complete and balanced operation. 
Our recent acquisition of a piywood plant fits right in with this program. 


The greatest step in attempting to achieve our aims is the reforestation 
program inaugurated many years ago. Mother Nature, aided in fail spots 
by hand planting (1,025,000 Douglas Fir baby trees planted in 1946) while the 
assistance of thorough fire protection, is keeping our forest lands busy, and 
will furnish sufficient trees to afford us a continuous cut. 


Continued plant improvements and experienced personnel are vital fac- 
tors in the program. Fifty-five percent of our employees have been with us 
5 years or more; twenty-three percent 20 years or more. 


Through long range planning and loyal co-operation of all concerned, 
we are continuing to serve retail lumber dealers with the usual high quality 
TREE LIFE forest products. 


We are not yet in a position to accept new accounts, but are doing our 


full share in supplying much needed lumber and plywood for housing con- 
struction. 


Manufacturers since 1888 
Tacoma, Washington 
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Gas Driven Chain Saw The power source is a dependable handle it for it is manufactured in 

Now in production is a new gas- six horse power, two cycle Homelite four-foot _lengths. There are io 
driven power chain saw. It is built engine with built-in governor and clips or individual corners to in- 
of magnesium alloy, coming in 24 rotary valve in engine. For further stall. Working from the bottom of 
and 36 inch sizes, weighing 90 and information write Lombard Govy- _ the wall upwards, each length inter- 
ernor corporation, Dept. AL&BPM, 


Ashland, Mass. Comp®, RIGID ALUMINUM SIDING & ROOFING PANE: 
Miracle AL ARS Pee 





Rigid Aluminum Siding 

A new type all aluminum siding 
that is said to give greater rigidity 
and reduces to a minimum, denting, 



















warping and ladder marks is being ss 

marketed. The siding lies flat SS woearaey 

against the sheathing—a feature oe 
95 pounds respectively. The cut- that is said to eliminate the possi- 
ting blade swivels to eight different bility of warping and denting. The 
positions for easy cutting. It has design makes possible four thick- Jocks with the length below form- 
a built-in oiler on helpers end for nesses of metal through the bead- ing a rigid connection. Being made 
chain lubrication. The gas tank ing, giving super-strength where of aluminum, this siding requires 
cost integral with engine housing. needed. It is said one man can no painting and is said not to rust, 








jose © you aS your Tey, Phe 


WAN EE ED 


KD furniture dimension stock worked to 
pattern and cut to length, We have a 
large and growing demand for this mate- 
rial and can handle large quantities of it. 
Write or wire us what you have to offer 

















@ WINSTON-SALEM J 


NORTH CAROLINA 





—or 
Phone 8115 

We specialize particularly in special worked furniture and industrial TO OUR CUSTOMERS 
. . We are extremely grateful to the 
cut stock, cut-to-length cleats and crating and in plywood. many customers who have availed 
themselves of our service e wan 
jaqj ; ; each and every one to know that 
Also, we handle a large amount of commission business in regular ong gy iy ah 
items in Southern Pine, Western Pine, Spruce and Douglas Fir, including appreciated. We have been doin 
D | Fi Pl d our utmost to meet the needs of a 
ougias rir Fiywooad. ae | insofar Fn gg 
continue to do so owever 
7 . , the vol { ord bein 
We need additional connections with Pecan Floor- aiuall ax te sak her eee ah 
ing producers. Can use several cars immediately. py bd = Se oa 
being be = unable » add any 
; ; ; ‘ } new usiness — until we can 
Mills that are looking ahead and are interested in effective, permanent rar ar oe at eet 
representation in our territory should contact us at once. when we shall hope to serve you. 


L.N. BAGNAL 


P. O. BOX 2896 WINSTON-SALEM I, 
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Home owners and builders applaud “Three Hinges 
To A Door” because they know what it means to 
the homes they build . . . that their doors will be 
free-swinging, smooth-operating and non-sagging 


for the life of the building. 


They will appreciate too that the small extra cost 
to assure three hinges on every door in the house 
saves money, inconvenience and trouble that other- 
wise might be caused later by locks and latches out 
of alignment, door warpage, sagging and sticking. 


Moreover, “‘recommending three hinges to a door” 
is an act that immediately indicates to your client 
that your eye is on the important details . . . that 
you are presenting to him the best examples of 


good building practice. 


“Three Hinges To A Door” in your recommenda- 
tions will always make a “hit” because it is sure to 
bring complete satisfaction. 





Your reputation as a wise, 
reliable contractor will be 


made if you recommend 





_ BUILDING » # 


always—“Three hinges 
to a door.” 


























MANUFACTURING COMPANY 


PITTSBUROH 12, PENNSYLVANIA JD Sia 


ang: 
ele Rare 
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When 
Blade 
is 


recessed Top View 


FRE 


Heavy steel construction, plated and 
lacquered to prevent rusting, com- 


blade that can be easily re-sharpened 
on any kind of stone. 

Each Utility Knife has a blade jin. it 
ready for use and a package’ of four 
extra blades in the handle. Each blade 
is reversible and both end¥ of blade 
are usable for cutting. 


The Utility Knife retails at $1.25 each. 
Replacement blades retail 10 cents each 
Our price to you 
3 doz. Utility Knives 10.00 per doz. 
6 doz. Utility Knives 9.50 per doz. 

12 doz. Utility Knives 9.00 per doz 


Each Utility Knife has four extra. Miedo 

in the handle. “et pee! blades, 500 

or more, 6c each; 1,000 or more, 5c each. 
All prices F.O.B. Chicago 


Sample $1. prepaid to destination 





Illustration one-half actual size 


The NewUtility Knife 


Ends All Cutting Problems! 


Every one of your customers will want one 


DELIVERY AT ONCE 


Can be carried 
in pocket. 
ce 


No screws to 
fuss with. 


Blade slides in 
and out of han- 
die and can be 
adjusted to 
make any de- 
sired depth of 
cut. 
«& 


When not in 
use, blade re- 
cesses into: han- 
dle, eliminating 
all danger of 
cutting clothes 
or fingers. 
* 


Extra blades 
carried in han- 
dle. 

e 


Replacement 
blades are 

Blade readily avail- 
able. 


is 
extended ‘ 


Your Ad Imprinted On Each Handle 


When purchased in lots of 
one gross or more 





bined with heavy specially-ground | 


service. 





Manufactured 
to Cut 


insulated siding, wall- 
boards, roofing papers 
and felts and other 
commercial roofing and 
insulating materials, 
linoleum, shade cloth, 
Sanitas, wall paper 
and other materials. 


Made to stand hard 
Designed for 
cutting ease. 








SEND YOUR ORDER TODAY 


for this Rapid Seller and Good Profit Maker 


The Modern Specialties Co. 


Designers and Manufacturers of Cutting Devices 


4140 West Harrison Street, Chicago 24, Illinois 
Phone: NEVada 3276 
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WHAT’S NEW? 


rot or deteriorate. It can be painted 
if desired. For further informa- 
tion write Compo-Miracle Products 
company, Dept. AL&BPM, 15221 
W. Eleven Mile road, Berkley, Mich. 


Paintable Picket Fencing 


Fabricated into sections 40 inches 
high and seven feet long with two 
single cross rails, a new picket 
fencing is ready for’ erection. 


Staggered or even top pickets of 
northern white cedar, hand-shaved 
and dressed to 25/32 inch thick- 
ness, the fence has a gate to match. 
It is recommended by the manu- 
facturer for fencing residential 
lots or gardens. The company also 
has rustic-effect interior wall pan- 
els of arc segments of northern 
white cedar palings, hand-shaved 
to remove all bark. They may be 
finished natural or stained. For 
further information write Mac- 
Gillis & Gibbs company, Dept. 
AL&BPM, 324 E. Wisconsin ave- 
nue, Milwaukee 2, Wis. 











Alexander- 


Holiday Greetings 


Sample of the Quality of A-Y Timber 


1947 we may be able to build up our inventory and thus assure 
better service in A-Y dependable quality Ponderosa Pine yard 
stock, factory lumber, mouldings and industrial items. 


Member Ponderosa Pine Woodwork 


Customers 
and 
Friends 
Everywhere 


May the New 
Year bring you, 
one and all, 
health, happiness 
and _ prosperity. 
Thanks for your 
business these 
past twelve 
months — and 
your patience 
when we've been 
unable to serve 
you. We sincere- 
ly hope during 





Yawkey Lumber Co. 


ine Associ ion 


Prineville, Ore gon 





Leveling Ladder Base 

The Shur-Foot automatic leveler 
and locking base for ladders has 
just been announced. The unit con- 
sists of an aluminum truss that au- 
tomatically levels the ladder later- 


ally on a half-circle of strong steel 
pipe. Carborundum abrasive shoes, 
on ball and socket joints, are said to 
assure a firm grip on any surface. 
The base is said to require no ad- 
justment by the workman but in- 
stantly and automatically adjusts 
itself to the ground level and sur- 
face under either foot, levels the 
ladder and is automatically locked 
in place by the weight of the ladder. 
When the ladder weight is lifted in 
moving to a new position, Shur- 
Foot is automatically unlocked for 
leveling at the new location. It is 
now available in four sizes, to ac- 
commodate ladder widths from 16 
to 24 inches. For further informa- 
tion write Akron Steel and Sales 
Inc., Dept. AL&BPM, Akron, Ohio. 


Cost Reducing Portfolio 

To make it possible for firms in 
the building material industry to 
examine cost-reducing systems 


used by comparable business or- 
ganizations for consolidating and 
simplifying writing operations, 
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peugelina 


| Forthe 59th Year i“. Growing Tomorrow’s Saw Logs 


from the 
"Sudden Service" 
age Folks in Texas 


For many years Angelina has been practicing selec- 
tive cutting of its timber on a cyclical basis—har- 
vesting annually only the equivalent of the year’s 
re-growth. Hence, Angelina, with continued scien- 
tific tree-farming, expects to provide a perpetual 
supply of its famous Texas-grown Southern Yellow 
Pine. 


ANGELINA COUNTY LUMBER COMPANY 


Keltys, Texas 


> 


Behind the Angelina Mill is the Angelina Tree Farm — Growing Tomorrow's Saw Logs 








They are the growth rings that record 
the birthdays of trees. 


They are also the peals of Christmas 
bells that ring out their birthday mes- 
sage of “Peace on earth, good will to 
men” to all the world. 


Our hope is that this Christmas may 
be the merriest ever for you and yours. 
And that the New Year will bring new 
happiness and new success to all of 
our friends in the lumber business. 








NOW IN OUR 62nd YEAR a. SELECTIVE LOGGING ASSURES 
)F LUMBER MANUFACTURING PERMAN ’ 


'W.T. SMITH LUMBER CO. 


(LLOW PINE AND HARDWOODS CHAPMAN, ALABAMA 
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Uarco, manufacturers of continu- 
ous business forms, is making 
available a series of new sample 
portfolios. Containing an _ exten- 
sive array of business forms 
utilized throughout this industry, 
the portfolios will suggest innumer- 
able time-reducing and cost-cutting 
methods of streamlining records 
and procedures. Your portfolio 
may be obtained by writing Uarco 
Incorporated, Dept. AL&BPM, Sys- 
tems department, 5000 S. Califor- 
nia avenue, Chicago 32, IIl. 


Setfast Canvas Paint 

Coming in 13 colors, Setfast can- 
vas paint is said not to crack or 
stiffen canvas, is water-repellent, 
sun-resistant and mildew preven- 
tive. A quart will paint about 40 
to 60 square feet depending on the 
quality and condition of the canvas. 
It can be used for awnings, canvas 
furniture and equipment of all 
kinds. For further information 
write Interchemical 
Dept. AL&BPM, Trade Sales divi- 
sion, Fair Lawn, N. J. 
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Plastic Glazing 

Partially completed buildings can 
be sealed against the weather while 
awaiting deliveries of sash and 
glass, with plastic glazing. While 
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keeping out weather, no artificial 
light is required for workmen in- 
side. Plastic glazing is composed 
of a % inch mesh cotton scrim 
permanently laminated between two 
sheets of weatherproof, transpar- 
ent, cellulose film. It can be cut 


Holiday Greetings to 


America’s Great Army of Retail Lumber Dealers 


Congratulations to them for their splendid organized facilities. We have full confi- 
dence that now, without hampering restrictions, they will expeditiously and efficiently 
solve the housing problem that is a paramount issue. 


We promise the fullest possible co-operation of all our manufacturing facilities and 
the best efforts of our entire organization. 


May 1947 be the Big Year of accomplishment in service to the veterans and others 
who are badly in need of homes. 


To all the 25,000 lumber merchants of the United States we wish: 


A HAPPY NEW YEAR -- 
A GLORIOUS YEAR OF ACHIEVEMENT 


ARTER, WEBSTER & JOHNSON, INC. 


o. 1. Montgomery St., San Francisco - - - 


P. O. Box 1731, Stockton, Cal. 


Manufacturers of: PONDEROSA PINE, SUGAR PINE, WHITE FIR, INCENSE CEDAR———LUMBER, MOULDINGS, CUT STOCK. 
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and nailed into place. Heat and 
cold transmission are cut down. 
After use, it may be taken down, 
re-rolled, and moved to another job. 
It can also be used permanently, the 
year around in sun porches. For 
further information write The Do- 
beckmun company, P. O. Box 6417, 
Cleveland 1, Ohio. 


Prefab Wall Sections 

Being introduced are 4x8 foot 
factory-built wall sections, ready 
to erect. The sections, called 
Quickframes, include doors and win- 
dows complete with hardware, 
weatherstripping and paint. Also 
included are blank wall sections. 
Universal corner. Sections bolt to- 
gether in holes drilled at the fac- 
tory. Manufacturer says they fit 
any plan and reduce erection cost 
substantially. Planning to sell 
through lumber and building prod- 
ucts merchants. For a descriptive 
folder write the Steelwood corpora- 
tion, Dept. AL&BPM, 301 Cass 
street, Traverse City, Mich. 


Color Conditioning in Industry 

Du Pont Color Conditioning for 
Industry, a new 32-page booklet 
illustrated in full color is avail- 
able. Illustrating and describing 


spanner ee 
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WOOD DECKS 


are Easy on Bare Feet 


Natives don’t get a “hot foot’’ on 
ships decked with Wolmanized Lum- 
ber* for service in the tropics. Wood 
doesn’t scorch bare feet and cargo 
holds insulated with this wood are 
cooler. 

Pressure treatment with Wol- 
man Salts* preservative makes wood 
highly resistant to decay and termite 
attack. Thus wood, best able to with- 
stand the punishment materials must 
take aboard ship, is given this added 
ability. 


What a combination! Wood for 


greater comfort and cargo safety, 
and pressure treatment for long life 
and low upkeep costs. There’s an 
American Lumber wood treatment 
to meet your needs. 


*Registered 


FLAMEPROOFING 
trademarks 


WOLMANIZING 


CREOSOTING 


\646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
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Greetings 
to the 


Lumber Dealers 
of the Country 


Our congratulations to them in having such 
excellent organizations to serve the nation’s 
home builders by the proven method of free 
enterprise. As a manufacturer who has 
served large numbers of retail and wholesale 
customers over many years, we know how 
important the retailers’ service is in making 
America the best housed nation in the 


world. 


Ever alert to maintaining highest quality 
production standards, our company is now 
engaged in extensive plant improvements 
designed to enable us to manufacture better 
lumber than ever and to more closely utilize 


the product of our logs. 


CRAIG MOUNTAIN 


LUMBER COMPANY 


Manufacturers Ponderosa Pine 
Winchester, Idaho 


Member Western Pine Association 

















years of research and practical ex- New Portable Saw 






















































perience with color to increase pro- The new Nordberg-Buday saw 
duction, improve seeing conditions was developed primarily to provide 
and create a better working en- a simple, fast cutting, time and 
vironment, the booklet makes clear money saving tool especially 
the fundamental principles on adapted to the needs of lumber 
which color conditioning is based. yards, builders, carpenters—any 
The safety color code for industry place wherever frequent changes in 
is outlined. A coordinated func- cutting angle is made. The circular 
tional color program for an entire table top and saw mechanism ro- 
plant is illustrated in a cutaway tate as a unit. With this design, 
drawing. To receive the book write various cuts are made by simply 
E. I. duPont de Nemours and com- rotating the table. This can be 
pany, Finishes division, Dept. done without shutting off the 


AL&BPM, Wilmington 98, Del. 


( PROTEXOL TREATED LUMBER ) 


power. When making these vari- 
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Wood preservation played an important role in the creation of 
lumber markets during the war. Are you willing to see these 
markets disappear due to negligence? 


PROTEXOL offers the ONLY treatment combining FIRE PRO- 
TECTION and DECAY and TERMITE RESISTANCE . .. the result 
of 50 years of research in wood preservation. Builders may use 
Protexol-Treated lumber with full assurance of complete satis- 
faction. Destruction by TERMITES, costly replacement of DE- 
CAYED timbers, and havoc caused by fire are things of the 
past. You can sell this lumber to new accounts and gain good 
will. Your wood preservation problems are our business. 


PROTEXOL PYRESOTE* is as modern as the atomic bomb. It 
opens new fields to the alert lumber dealer who can apply 
moder merchandising ideas to a 
modern commodity. 


Why delay? The market is yours 
for the asking. Write us today. 













































































*Registered Trade Mark 


o TE 


° c 
"Porat * 


105 Market St. 
KENILWORTH 12, N. J. 
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ous cuts, the lumber always re- 
mains lengthwise on the roller con- 
veyor work tables, thus eliminating 
unnecessary handling of long lum- 
ber. Two men are said to be able 
to lift it. When equipped with a 








12 inch blade, the saw is said to 
cross-cut to a width of 16 inches 
or rip to a depth of four inches. 
The saw is supplied with two steel 
work tables 10 feet long. For fur- 
ther information write Nordberg 
Manufacturing company, Dept. 
AL&BPM, Milwaukee 7, Wis. 


Tileboard Wall Panels 

Prestile Manufacturing company, 
makers of Prestile prefinished wall 
panels, announces the start of its 
national advertising program. 
Prestile comes in panels of baked- 
in colors, ready to cut and fit over 
new or old walls. For further in- 
formation write Prestile Manufac- 
turing company, Dept. AL&BPM, 
Chicago 13, IIl. 


Vacuum Cleaning System 

A simple vacuum cleaning unit 
can be constructed by making use 
of the light weight and flexibility 
of Spiratube, non-collapsible fabric 


et 


tubing. It can be used to pick up 
sawdust, shavings and chips and 
convey them to a main line. The 
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INDIAN FIRE PUMP 


to "catch ‘em while 
they're young” 


Go into action fast and you can catch 
a fire before it spreads with INDIAN 
FIRE PUMPS. That's why so many 
lumbermen and foresters always keep 
an ample supply of these great fire 
fighters close at hand. 


Any water supply serves 
for quickly filling the 
rust-proof 5 gal. tank. 
No chemicals needed. 
Easy pumping throws 
powerful stream that 
smashes right to the base 
of the flame killing all 
embers and sparks. 


SEND FOR 
CATALOG 
AND PRICE LIST 


For ground fires, grass and field fires, for fires in mills, buildings and yards, for 


forest fires . 


. . Use INDIAN FIRE PUMPS. We have no stronger advertisement than 


the many letters of testimony we have received from actual users. We have a co!- 
lection of such letters we think you would be interested in reading. Write us today. 


D. B. SMITH & CO., 415 Main st., Utica, N.Y. 


Pacific Coast Branch 


HERCULES EQUIP. & RUBBER CO., 435 Brannan St., San Francisco, Cal. 
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TOO MUCH 
MOISTURE? 


NOW, you can answer this question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 
testing of lumber and other building materials 
to rapid, inexpensive and simplest possible 
operation. 





The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 
findings to the instrument indicator. 


PRICE: $47.50 new vor« 


(Price subject to change after Dec. 31, 1946) 


write today 


L. R. BRADLEY & COMPANY 


25 West 45th St. — NEW YORK 19, N.Y. 











The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 
design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 
dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 
block, gypsum block and concrete. 
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intake end of the tubing can be 
clamped to a metal nozzle on which 
a metal strap is bolted to serve as a 
handle. Spiratube is self-extending 
and retractable. §Thermoplastic- 
coated duck fabric is spiral-stitched 
around a single continuous helical 
spring core. Further information 
on Spiratube may be obtained by 
wrtiing Department 213, Warner 
Brothers company, Spiratube divi- 
sion, Bridgeport 1, Conn. 


Steel Wall Tile 

Production has recently started 
on a steel wall tile which is being 
marketed under the brand name 
Master-Made. Its geometric de- 
signs are said to be cut to accurate 
patterns with exact sizes. It is 
supplied to fit all necessary sizes 
and shapes to fit wall tile needs. 
The surfaces are said to be of 
scientifically-determined thickness 
and strength to assist the most 
friction and resist scratches. It is 
made in 12 different shades, and 
can be used in kitchens, bathrooms, 
recreation rooms and powder 
rooms. There is said to be imme- 
diate delivery. For further in- 
formation write Monarch Tile 


Manufacturing corporation, Dept. 
AL&BPM, 4145 Cass avenue, De- 
troit 1, Mich. 


Shortleaf 


All Principal 


Southern Hardwoods—Air- 
dried and kiln-dried dimension, finished 


Sky Lift Fork Truck 


The Automatic Sky Lift, a new 
telescopic, tilting, hydraulic lift 
electric fork truck will be intro- 
duced to the industry at the Na- 
tional Materials Handling exposi- 





tion Jan. 14-17 in Cleveland. It has 
a lift of 130-inches and will pass 
through a regular seven-foot door 
when collapsed. It is designed to 
operate like an automobile. The 
pneumatic controller operates as the 
electric counterpart of an automo- 
















All Sales Handled at 
THOMASVILLE, ALABAMA 


Pine and Aardwacde 


and Longleaf 
Cypress—Yard and shed stock, dimension, 
small timbers, lath, interior trim and mould- 
ings, bevel siding, flooring. 


Yellow Pine, 
timbers. 


May Your Christmas Be Happy and Bright 


The Stutts organization sends Christmas Greetings and good wishes to all. Thank you. 
Mr. Dealer, for your patronage given us in generous measure—and for your patience and 
forbearance during days of scarcity and delay. May the New Year usher in a time of 
plenty—and may it be a banner year for you. 


and unfinished dimension, crating stock, 


Six modern mills—3 at Thomasville, Ala.; 
2 at McIntosh, Ala.; 1 at Manila, Ala. 


Annual capacity, 40 million feet. 
Dry kilns, planing mills. 
“TO GET THE CUTS, ORDER FROM STUTTS” 


bile gearshift. The brake pedal 
and foot accelerator are identical 
to those of a car. The tilt and lift 
control and the forward-reverse 
control work like gearshifts. Illus- 
trated are the short turning radius 
and the high lift. For further in- - 
formation write Automatic Trans- 
portation company, Dept. AL&BPM, 
149 W. 87th street, Chicago 20, Ill. 








When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MER- 
CHANDISER as the source of 
your information. 











Book for Home Planners 

Building a home from the time 
the plans are first discussed until 
the last rug is laid and curtain 
hung is discussed in a new book- 
let. Pocket size, it contains all the 
information home planners want, 
answers all the questions a future 
home owner will ask. It is written 
in simple language that is easily 
understood by people not familiar 
with technical building terms. It 
takes a typical family through all 
the stages of building and shows 
through text and illustration just 
how a home is built. It includes a 
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eae Make Money with these Hardwoods 
& Sell Them BY THE PIECE! 
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PLASTIC SURFACING 
time PLYWOOD & SPECIALTIES 
until 
rtain 


iliar We would appreciate your visiting us 
It * in this Booth at the Midwest Lumber 
Dealers Conventions. ... 


AETNA PLYWOOD & VENEER 


hows : 1732 ELSTON AVENUE - CHICAGO 22. ILLINOIS 





Send for “TELEPLY TICKER" Stock List Today! 











Build For the Future With the New 


A 
Woodwork 


As a dealer, you expect to be 
in business for many years to 
come. When you handle the 
Curtis Woodwork line, you are 
assured of continuing, long- 
range profits. Consistent Curtis 
advertising and promotion act 
‘ as insurance for your future 
As we enter upon the om ~ sales—help you capitalize on 
threshold of another the asset of the Curtis Wood- 
year our thoughts revert =" work name. Soon, we hope, 
gratefully to those whose Curtis will again be in a posi- 
courtesy, good will and tion to welcome new dealers! 
ee ace — Meanwhile, keep Curtis Wood- 

2 work in mind for future profits. 


Iig66 
= eles). a GURTIO 
The MOWER LUMBER CO. am a i WOODWORK 


Charleston 28, West Virginia 


Omar, Marmet, Guts *tiatten, West Va. | CURTIS COMPANIES SERVICE BUREAU, Clinton, Ia. 


Dry Kilns, Planing Mills, Flooring Plants 


In this spirit we extend 
to you the greetings of 
the Season. 
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x FAST... 
x ECONOMICAL... 


x LONG-LIFE 
CONSTRUCTION 















ROCHESTER 
NY USA 


eee PRE-FIT WINDOW 
UNITS WITH PULLMAN 
SASH BALANCES 


@ Private competitive enter- 
prise in the building industries 
has made tremendous progress 
in improved materials and im- 
proved methods for building 
more convenient, more livable 
houses—with ever-greater effi- 
ciency and economy of labor. 

One development, important 
in saving man-hours and im- 
proving quality of construction, 
is the modern prefit window 
sash and frame unit. 

Among the best of such win- 
dow units are those, built 
by most leading millwork 
manufacturers, incorporating 
Pullman Sash Balances. The 
Pullman balance offers true 
counterbalancing. Itisacompact, 
space-saving unit, built to qual- 
ity standards, guaranteed to 
serve for the life of the build- 
ing into which it is installed. 
PULLMAN MANUFACTUR- 
ING CORP., ROCHESTER, 
NEW YORK. 


he van 
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discussion on. one-story versus two- 
story homes and even gives land- 


scaping hints. At the end is a 
checklist to make sure the home 
planner has remembered every- 
thing. For further information 
about quantities of this book for 
distribution write Weyerhaeuser 
Sales company, Dept. AL&BPM, 
St. Paul, Minn. 


New Incinerator 

For burning all rubbish and dry 
refuse, the new Majestic incinera- 
tor has a capacity of three bushels. 
It is 24 inches in diameter and 


















less than three feet high. The 
shell is of steel, finished in heat- 
proof aluminum and trimmed in 
black. Top, liners, grates and bot- 
tom plate are of heat-proof cast 











semi-steel. It is said to be quickly, 
easily and economically installed in 
any basement. It is set in and con- 
nected to present fuel. The draw 
grate beneath the fire chamber can 
be pulled out to allow ashes and 
unburnable material to drop into 





the ash pit. It connects to any fur. 
nace flue. For further information 
write the Majestic company, Dept, 
AL&BPM, Huntington, Ind. 


Four-Headed Lumber Moulder 
Desiged for lumber yard wood 
working shops, this machine will 
plane and form four sides of a 
rough board in one operation. It 
feeds 20 to 100 feet per minute, 








with knurled, hardened rolls for 
sure grip and smooth feeding. The 
form knives are of high speed steel 
for all popular patterns, such as 
flooring, sash, mouldings, trim, door 
rails, etc. Special patterns can be 
procured by special order. Weigh- 
ing approximately 3000 pounds, it 
takes a 30x40 foot floor space. De- 
livery is said to be 30 days from 
receipt of order. There are ball 
bearings on all fast-moving shafts 
and cutter heads; oilite bearings on 
slow-moving rollers and shafts. For 
further information write R. N. 
Fenton company, Dept. AL&BPM, 
1960 E. Milwaukee avenue, Detroit 
11, Mich. 


Ranch & Suburban Homes 
A new book of designs suitable 
for both town and country, in 


RANCH 





which the very popular ranch type 
homes are represented, is being 
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Greetings from Canada 
to Our Many Friends 
in the United States 


Thurston -Flavelle Ltd. 
Port Moody, B. C., Canada 


Manufacturers 


Red Cedar Lumber and Shingles 











RISSER’S 


CHRISTMAS GIFT 
TO THE LUMBER INDUSTRY 


.... the Successful 


RISSER DRY KILN 


Operating on Butane or Natural Gas 


No boilers, no firemen, no uneven steam-pres- 
sure to slow the drying process. Uses natural 
draft or fans. Drys faster and with less de- 
grade. Increased production and other advan- 
tages. Write for list of users. 


MATERIALS AVAILABLE NOW FOR. NEW 
CONSTRUCTION, or RECONVERTING OLD 
KILNS TO THE BETTER, MORE ECONOM- 
ICAL RISSER SYSTEM. 


The Risser organization extends Holiday 
greetings to their many friends throughout 
the country, and wishes one and all a 
happy, prosperous New Year. 


ROBERT W. RISSER 


DRY KILN ENGINEER & CONSULTANT 
614 Pyramid Bldg. (P. O. Box 91) 


LITTLE ROCK, ARKANSAS 
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Season’s Greetings 
to Lumbermen Everywhere 


May we take this opportunity to thank all 
customers for the business placed with us 
this past twelve months —and all friends 
we were unable to serve for their patience 
and indulgence. 


We trust that eheve another year passes 
there may be an ample supply of lumber 
available — so that all who wish to build 


homes can do so. 


With removal of economic restrictions we 
believe that private industry will meet the 
nation’s housing requirements efficiently 
and satisfactorily as it has always done in 
the past. Let’s give the American free 
enterprise system an opportunity to do 
its job. 


OREGON - AMERICAN 


Lumber Corporation 


Vernonia, Oregon 


Manufacturers 
Douglas Fir Lumber 














published. The homes shown, in- 
cluding almost everything from a 
three-room cottage to a commodi- 
ous home with maid’s quarters, are 
said to have been carefully de- 
signed. Rooms are said to be well 
arranged for convenience and ven- 
tilation. Plenty of closets are pro- 
vided for clothing and _ storage. 
Most plans include full basements 
with recreation rooms, heating and 
laundry facilities. For further in- 
formation white the L. F. Garling- 
house company Ine., Dept. 
AL&BPM, Topeka, Kans. 


Belt Sander Catalog 


Catalog Sheet 46-1, offered by 
Woods Engineering company, de- 
scribes the improved belt sander 
and tool grinder. This machine is 
said to be applicable to either ma- 
chine and wood-working shop pro- 
duction, for wood, metals, plastics 
glass and rubber. It is used also 
for tool-grinding, deburring and 
finishing of small parts. It can be 
adjusted for horizontal or vertical 
operation and has a platen work 
area .of 5x844 inches; standard 
abrasive belt is 4x36 inches. Pul- 
leys are 4x44 inches of machined 
aluminum, ball-bearing and _ bal- 
anced for smooth operation. Pul- 


leys are tested to 5000 r.p.m. The 
sander is provided with simple 
thumbscrew control for belt track- 
ing and tension. It occupies a 
bench space 9x15 inches and 
weighs 17% pounds net. For fur- 
ther information write Woods En- 
gineering company, Dept. 
AL&BPM, Norwalk, Conn. 


Management Control 


A 51 page management controller 
describes modern, tested, practical 
control systems that are in actual 
daily use by lumber and building 
products merchants to reduce the 
costs and improve the efficiency of 
operation. It discusses and de- 
scribes the basic records required 
for profitable operation of the busi- 
ness, and illustrates actual records 
that are used by dealers from coast 
to coast. Among the types of rec- 
ords explained and pictured are 
stock control, prospect control, sales 
control and customer accounting 
records. A variety of different 
records is treated for each of these 
aspects of administration. Step-by- 
step explanations of the design, 
operation and maintenance of the 
control records are given. Man- 
agement Controller No. 712 is 
available on a ten-day loan by writ- 





ing to J. A. Grundy, manager, 
Systems and Methods Research de- 
partment, Dept. AL&BPM, Rem- 
ington Rand Inc., 315 Fourth ave- 
nue, New York 10, N. Y. 


Waterproofing Compound 

An easy-to-apply guaranteed 
waterproofing product that is said 
to stop water seepage effectively 
on any masonry surface is being 
announced. It is Kay-Tite com- 
pound, which is mixed with water 
and is brushed on to thoroughly 











Jo Retail Lumber Dealers of the Y. S. 


We pay deserved tribute for the important part they 
have played in building the millions of American 


Homes. 


Now they are better organized than ever for the big 


job ahead. 


As manufacturers and wholesalers of 


ALL WEST COAST LUMBER PRODUCTS 


we pledge our support and co-operation to these front 


line distributors. 


Manufacturers, wholesalers, retailers, builders are united in a 
common cause—to meet the housing emergency. 


We can and will make 1947, the greatest home building year America has 
ever seen. 


MAUK SEATTLE LUMBER CO. 


819 Skinner Building 


oe 


SEATTLE I, WASH. 
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VESTAL LUMBER & MFG. CO. 


INCORPORATED 


A Cheerful Christmas A Happy New Year 
To You All of Peace and Prosperity 


KNOXVILLE, TENN. 


Knoxville, Tenn. - Duff, Tenn. -- Sardis, Ga 
BAND MILLS: Columbia, S. C. Erwin, Tenn. 
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h water 
roughly S AW Re f L LS 
Sturdy and dependable. Fast, accurate saw- 
ing assured. 
5 Carriages running on roller bearings. Auto- 
a matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Logged in 1936-1937 Ball Bearing arbor, and roller bearing Feed- 
cy | SHARDWOODS @ WHITE PINE @ HEMLOCK 9 works if desired. 
: Our sustaine eld forest management policy for . * 
an the past poe years is soealiing o- ponent ceed Various sizes and dogs to meet your needs. 
needs of teday and future demands of tomorrow. s “i a sa 
years’ experience in building Saw 
vig DEFEND YOUR TRADE Re Mills and woodworking machinery. 


MENOMINEE INDIAN MILLS LANE MANUFACTURING CO. 


Neopit, Wisconsin , 
Air-dried QUALITY LUMBER Kiln-dried MONTPELIER, VT. 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 
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Manufacturers and Distributors of all 


1 |] WEST COAST WOODS AND SHINGLES 
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Allis-Chalmers Booklet 
WHAT'S NEW? More Power to USA is the title 
. of a new 32-page bulletin released 
by the Allis-Chalmers Manufac- 
turing company, which describes 
and portrays the company’s prod- 
ucts. The bulletin presents the 


equipment available for power gen- 
eration and distribution. The book- 





wet walls. It is said to penetrate 
into every tiny crack and pore of 
masonry surfaces, expands, hardens 
and forms a waterproof seal that 
has a clean white or light gray fin- 


ish. It is said to take any paint : 
and can be cleaned with soap and Manufacturing company, Dept. 


water. One gallon is said to cover AL&BPM, Milwaukee 1, Wis. 
100 to 150 square feet of masonry. New Stock Record System 


For further information write A new visible perpetual inven- 
Kay-Tite company, Dept. AL&BPM, tory system designed especially for 
West Orange, N. J. retail lumber and building products 


let is available from Allis-Chalmers - 





H#lerryp 
Christmas 


Holly wreaths and mistle- 
toe, a wine-like tang in the 
air, blood running faster 
through the veins, friends 
cheerier in their greetings, 
strangers smiling as you pass, 
candles in the windows, chil- 





dren writing to Santa Claus 


Then you KNOW that Christmas is coming. 


Then it is that you weigh the worth of 
friendships; you evaluate good will. We 
hope you discover something in our deal- 
ings deeper than routine business, that you 
recall marks of mutual confidence, that you 
remember trustworthy promises—in short, 
recognize conduct that binds us in bonds 





of friendship. 


LUMBER 
CORPORATION 


Yellow Pine Southern Hardwoods 


“A Wood for Every Purpose” 
KIRBY BUILDING HOUSTON, TEXAS 

















merchants. For use in standard 
three-ring binders. Space is pro- 
vided for ordered, received, dis. 
bursements, and balance on hand. 
Identification spaces for size, kind, 
grade, unit, maximum, minimum 
and location are provided and are 
visible for quick reference. For 
further information about this sys- 
tem designated Form 104, write 
Lumbermen’s Accounting and Man. 
agement service, Dept. AL&BPM, 
9921 Prairie avenue, Chicago 28, 
Ill. 


Rustic Garden Houses 


To be used for playhouses for 
children or outdoor living rooms 
for the family, a new line of rustic 
garden houses is made of northern 
white cedar. There are four styles. 
They are shipped k.d. For a catalog 
of garden houses, picnic tables, 
swings, chairs, settees and other 
outdoor furniture, write Harry M. 
Wolfe, general sales manager, 
Dept. AL&BPM, 666 Lake Shore 
drive, Chicago 11, Ill. 


New Utility Knife 


For cutting insulated siding, 
wallboard, roofing, roofing felts, 
building paper, linoleum, shade 
cloth, sash cord, wallpaper and 
other materials, there has been de- 
veloped a new utility knife. The 
illustration shows three views— 
when blade is recessed in handle 
and when blade is extended. It can 
be carried in the pocket. The blade 





slides in and out of handle and can 
be adjusted to make any desired 
depth of cut. Each knife is sup- 
plied with a blade in it ready for 
use and four extra blades in the 
handle. “For further information 
write the Modern Specialties com- 
pany, Dept. AL&BPM, 4140 W. 
Harrison street, Chicago 24, III. 
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GIVE PRIVATE ENTERPRISE A CHANCE 


WE SAID THIS IN JULY: WE SAID THIS IN SEPTEMBER: 


Generally speaking, conditions in the lumber It is our firm conviction that if American busi- 
ness is allowed to operate with a free hand, 
3 wie the wheels of industry will soon be turning out 
With the lifting of some lumber controls, pro- lumber and other goods at such a high rate 


duction in many areas is being resumed. of production, the law of supply and demand 
will quickly take care of the price. 


industry are beginning to look a little brighter. 


ises for WE SAY THIS NOW: 


+ rooms There is an adequate, well organized, smoothly-functioning private 

f rustic building industry all set up to do an adequate home building job 

orthern for the People of the United States if given the chance—if released 

r styles. from Government restrictions. 

catalog 
tables, 

d other 


“1! ATLANTA OAK FLOORING CO. 


e Shore Wholesale Distributors—Lumber, Plywood, Building Specialties 


ATLANTA, GEORGIA 


Bas Band Mill: Blue Ridge, Ga. Warehouses: Jacksonville-Charlotte 


shade 
yer and 
been de- 
e. The 








views F | Private Industry Can 
- handle Vv 


. It can 


he blade Solve Housing Problem 


Private industry has the ability and the organization 
to do an adequate housing job for the People of the 
United States. 


The private building industry is a well-organized, 
smoothly functioning industry — with manufacturers 
and wholesalers vertically integrated behind a 
nation-wide network of retailers serving consumers. 


To Our Customers 


trols, the age-old American Happy Holiday and Friends-- 


formula of Free Enterprise Greetings May your Yuletide be 
can be depended upon to to Customers and 


meet the Nation’s housing Friends jolly and the New Year 
needs now—just as it has Everywhere bring you much good 
always done in the past. fortune. 
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and cal Be RR RR so es 


desired 


ay ff | PINE PLUME LUMBER CO. | | 1. George N. Comfort Lumber Co. 


| in the Sout — South 

rmation gst tngak iO ieee cctalcenene ane 917 National City Bank Building 
ns Coll Bell Building, Montgomery 1, Ala. CLEVELAND 14, OHIO 

140 W. 


4, Til. 

















BuitptnGc Propucts MERCHANDISER, December 21, 1946 
MAN & 








NEW HOUSING PROGRAM 






Truman places responsibilty 
in hands of private enterprise 
PRESIDENT TRUMAN aooi- 
ished the major controls of the Wil- 
son Wyatt housing program and 
ordered new steps to aid rental 
construction. The president said 
that responsibility for the success 
of the revised housing program 
will rest largely on private enter- 
prise. 

“We are aiding private enter- 
prise by simplifying and reducing 
various priority controls and by 
the measures taken to increase 
availability of materials,” said 
President Truman. 

NEW PROGRAM OUTLINED 

These are the major points of 
the new program: 

1. The price ceiling, formerly 
$10,000, is removed on new houses 
built for sale. 

2. Anyone can build a house for 
his own occupancy. However, the 
veteran will continue to be given 


IM Tid MZWS 


preference for every house con- 
structed for sale or rent. 

3. The rental ceiling on new 
houses or apariments, excluding 
charges for services, will average 
$80. Some may be more and some 
less. Until now a flat ceiling of 
$80 has prevailed. 

4. Priorities on building ma- 
terials will be dropped. 

5. A limited increase will be al- 
lowed in nonresidential construc- 
tion. 

6. Increased federal financing 
will be allotted rental housing. 

7. The guaranteed market plan 
for industrial and prefabricated 
housing and for new types of ma- 
terials will be continued. 

An increase of approximately 40 
percent in nonresidential building 
is permitted. This will include con- 
struction such as stores, factories 
and school buildings. Until now, 
nonresidential building has been 
held to 35 million dollars weekly. It 
is expected that this limit will be 


lifted to 50 million dollars as of 
Jan. 1. 
FLODR SPACE INCREASED 

New dwellings must be designed 
for year-round occupancy and the 
total floor space wil be restricted 
to about 1,5Vv0 square feet. Under 
the $10,V0U limit the average home 
had 1,000 square feet or less. 

“The techniques we will use,” 
said the Presiaent, announcing the 
new program, “are those that wij 
work today. The main point of em. 
phasis for 1947 is rental housing, 
Within the total number of home 
to be built, it is of major import- 
ance that a maximum number of 
rental units be provided.” 

The President said that at least 
for some months the basic limita- 
tion order on nonresidential con- 
struction and the allocation of cer- 
tain raw materials for the produc. 
tion of housing items will be con- 
tinued. He promised that these re. 
strictions will be relaxed or 
dropped as rapidly as the situation 
permits. 

The FHA is simplifying proced- 
ures and broadening eligibility 
standards which will expand the 
field of its operation in rental hous- 
ing. In order to reduce monthly 
payments and to make _ possible 
lower rents, the FHA will extend 
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Season’s 
Greetings 


Best Wishes 


New Year 


The Meadow River 


Lumber Company 
Rainelle, W. Va. 


See ee See ae See ee ee te 
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W. E. Cooper 


Wholesale Lumber Company 


Wishes you 
A Merry Christmas 
and A Prosperous New Year 


53 Years 
of Dependable Service 


W. E. COOPER 


Wholesale Lumber Company 
Richfield Building 


°° 


oe 


a 


Los Angeles 
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Our Best Wishes 


for a Very 
Merry Christmas 


anda 


Happy and Prosperous 
New Year 


GRAYSON 


Lumber Company 
Birmingham - Alabama 





OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H, M. Tripp 

No. 24 Welwyn Road P. 0. Box No. 85 

Great Neck, L. L., Crystal Lake, Il, 
New York 


Member Western Pine Assn. 
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FRANK PAXTON LUMBER CO. 


. KANSAS CITY @ DENVER @ FT. WORTH @ DES MOINES 


Foreign and Domestic Hardwoods -- Plywood 
Ponderosa; Sugar and White Pine 





Christmas 
Greetings 


from the 
LONE STAR 
STATE OF 
TEXAS 





Again the happy Christmas time . . . and again we wish 
you Christmas joy, and a happy journey through 1947. To 
customers, old and new, sincere thanks for patronage that 
has helped us carry on. May the New Year bring you 
everything that’s good. 


TILFORD-HUNT LUMBER CO. & 


Nacogdoches, Texas 


J. S. HUNT LUMBER CO. 


Nacogdoches, Texas 


Serving the 
Trade Since 


1906 “ih 
Southern Pine... Hardwoods 
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Goodwin 
Johnson Ltd. 


VANCOUVER, B. C. 





There's XMAS CHEER dl YEAR 


—for Dea,ers who feature the highly-profitable KANETITE WATER- 
PROOFING COMPOUNDS. And there's a RANETITE COMPOUND 
for every waterproofing need—from waterproofing homes and build- 
ings to waterproofing clothing. Get these year-around profits — by 
stocking and featuring RANETITE PRODUCTS. Write for FREE, color- 
illustrated Literature and Liberal Dealer Discounts today! 


KEN RANETITE MANUFACTURING CO. 


General Offices and Factory 


Q & 
>) 1917 S. Broadway, St. Louis 4, Mo. 


I, y 
a ge SALESMEN WANTED! 


F RANETITE 


SS. f _ WATERPROOFING COMPOUNDS — 














From 
Soft Textured 
Klamath Basin 
Timber 


IVORY PINE 


All that the name implies 


Quality lumber from modem mill 
and kilns. Manned by an effi- 
cient organization—small enough 
to give your orders INDIVIDUAL 
attention—large enough to serve 
ALL your needs. Member West- 
ern Pine Association. 


oe Pine Company ( 


a eeDcuata cin 
PONDEROSA PINE = Kamau 
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MiacLea Will 
Cooperate 


The MacLEA Lumber Company 


Exclusively Wholesale 
506 S. CENTRAL AVE. BALTIMORE 3, MD. 











a gy ibd IN ACTION 
NEWELL DOOR CLOSERS - - 33 comcanp mans 


EASY TO INSTALL 


pateannsinnaiins J § <1; <>; 
Py No. 006-A ZEPHYR No. 008 AIR-FLO No. 014 OIL-FLO 


For a low-priced closer, Ideal for combination This latest addition to the 
the 006-A has all the screen and storm doors Newell line operates in an 
features of higher-priced and light inside doors. oil bath. Smoothest oper- 
closers. A really proved Each one in individual ating closer yet presented. 
fast seller carton. 


“ BEST SELLERS + © Por iitcn 
: E-ZE LATCH 
- 7 No. 001 Door Stop prevents damage 
when doors are forced open beyond 
r normal Finish is bright cadmium 
No. 010 E-ZE Latch renders periect 
performance when used with a 
door closer Full instructions, with 
No. 001 DOOR STOP template, in each box No. 010 E-ZE LATCH 


SAWMILL MACHINERY * MILL SUPPLIES 


MACHINERY COMPANY 


RUSSELL & PUGH LUMBER CO. 


SPRINGSTON, IDAHO 


| Idaho White Pine 
Douglas Fir 


SHREVEPORT, LOUISIANA 





Ponderosa Pine cf BY. 
Cedar was” 


White Fir 











American Car Door Roller 


EVERY YARD SHOULD HAVE ONE 


Best and cheapest helper for 
loading and loading lumber. 
Often pays for itself in one lum- 
ber shipment. Adjustable to fit Can be furnished with wood or steel 
openings 5 to 6 ft. wide: double beam. ‘‘American’’ Logging a 
extension roller for door 5 to 8 and Appliances best on the market. 
ft. wide. Write for catalog and information. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 


PLANER AND - 4 
JOINTER KNIVES 


ailiin senate ae Gee 
ing industry. 
TAYLOR-STILES & co.,, “Mall & Brown 


RIEGELSVILLE, NEW JERSEY “,\"", "shine ce. 























SPECIALIZING 


in protection for the Lumber Industry 
” * 


Substantial dividend savings have been re- 
turned to policyholders each year. 


Lumbermens 


MUTUAL CASUALTY COMPANY 


James S. Kemper, Chairman 
Mutual Insurance Building 


Chicago 40 U. S. A. 
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division who is directing this cam- 
paign, declared that the new mar- 
keting program is predicted on the 
basis that the country’s largest 


market for building materials to ~ 


the term of amortization in its equip the millions of housing units 
Title VI rental housing commit- it is estimated will be constructed 
ments beyond the usual 28 years, 
the amount of extension to be in 
accordance with the project pro- 
posed. 
To guard against the possibility 
of lesser earnings of housing proj- 
ects after the emergency is met, 
the FHA will work out with con- 
currence of lending institutions a 
set of regulations permitting the 
adjusting of mortgage terms at 
subsequent periods in the life of 
the project. 


Yale & Towne Names Lumber 
Dealer the Key Figure in 
Small Town Home Building 


As a result of its intensive 
national market analysis recently 
completed, the Yale & Towne Man- 
ufacturing company, Stamford, Mark A. Miller 
Conn., is planning the largest mar- 
ket expansion program for its during the next decade will be the 
builders’ hardware products in its small towns of under 50,000 popu- 
79-year history. lation. Furthermore, the most im- 
Mark A. Miller, assistant gen- portant distributing channel for 
eral manager of the Stamford building products that can be de- 


veloped in the small towns, he said, 
is the retail lumber yard. 

The importance of the small 
town lumber dealer in distributing 
building materials to the revitaliz- 
ed light building construction mar- 
ket is indicated, Mr. Miller de- 
clares, by the fact that 66 percent 
of all new homes built in 1941 were 
located in 16,000 towns of less- than 
50,000 population, and only 34 per- 
cent in 200 cities of more than 
50,000 population. The ‘atomic 
bomb era into which we entered 
since VJ day, he added, has acceler- 
ated this trend to building homes 
in smaller towns. Wherever houses 
are built, he pointed out, there 
must also be constructed schools, 
churches, stores and other com- 
mercial buildings to serve the 
families who will live in these new 


“homes. This additional construc- 


tion also greatly increases the 
builders’ hardware mahket in the 
small towns. 

Yale & Towne’s own investiga- 
tion, which included checks of re- 
search findings by such agencies as 
the F. W. Dodge corporation, the 
Federal Housing administration 
and the National Housing agency, 
indicates that even if the most con- 
servative estimates are used, the 





| 
Christmas Oreetingas 


1891 -- 1946 


It’s the 55th Christmas of Ozan Lumber 
Company. And here we send you our 
wish that this may be the happiest 
Christmas for you. To our dealer cus- 
tomers, thanks for the memory of count- 
less favors through the years. May 1947 
carry you through a prosperity and well- 
being greater and finer than any you 
have ever known. 


OZAN LUMBER CO. 


Prescott, Arkansas 
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total building volume in the next 
decade will exceed the number of 
housing units of the cost prosper- 
ous building construction period on 
record, that for 1920-1929. Inde- 
pendent statistical agencies esti- 
mate that from 820,000 to 
1,250,000 new housing units will be 
built annually for ten years. 


BUILDERS’ HARDWARE MARKET 


THE small town, therefore, will 
probably account for at least 66 
percent of these new hames and 
that means 66 percent of the build- 
ers’ hardware used in their con- 
struction. 

Mr. Miller explained why Yale 
& Towne “intends to make a vigor- 
ous effort to bring the small town 
lumber dealers into the distribu- 
tion orbit of Yale builders’ hard- 
ware,” as follows: 

“The unique position of the small 
town lumber dealer makes him the 
most important single channel for 
marketing builders’ hardware in- 
to the vast, expanding light con- 
struction market. 

*The small town lumber dealer is 
a well-established merchant who 
sells the bulk of the building 
materials going into the light con- 


struction market. His services to 
home builders have been broadened 
consistently since the advent of the 
FHA type of blanket, amortizing 
mortgage. This FHA home-financ- 
ing program increases the tendency 
toward buying building materials 
from as few sources as possible. 

“Important also is the fact that 
no two lines of building supplies 
are more closely related than 
lumber and builders’ hardware. 

“The small town lumber dealer, 
therefore, is in a key position to 
provide the widest distribution of 
builders’ hardware. And since he 
is generally a good merchant, and 
has exactly the right traffic for 
builders’ hardware, Yale & Towne 
expects to develop the retail lumber 
dealer as one of the most impor- 
tant distributors of Yale hard- 
ware.” 

A staff, headed by Meade John- 
son- marketing manager of the 
Stamford division, is now complet- 
ing a program that will provide 
specially designed sales aids for the 
retail lumber dealer that will help 
him in the distribution of builders’ 
hardware. These new marketing 
aids for dealers will be announced 
soon. 





F. W. Hornibrook, Officer 
of Minnesota Company, Dies 


Fred W. Hornibrook, 76, died 
November 25 in Minneapolis. 
Starting in the lumber business in 
Wisconsin, he later joined the Car- 
penter-Lamb company in Minne- 
apolis. Active in the lumber indus- 
try 37 years, Mr. Hornibrook had 
been treasuer of the Central Lum- 
ber company and a representative 
of the E. J. Carpenter interests. 


Southern Sash and Door 
Jobbers Hold Convention 


The elimination of the Civilian 
Production administration and the 
National Housing administration 
was predicted by Charles E. Devlin, 
Douglas Fir Plywood association, 
at the convention of the Southern 
Sash and Door Jobber's association, 
New Odleans, December 3. 

Another speaker, Robert M. Bod- 
kin, Chicago, said that the industry 
must keep abreast of public de- 
mands to prevent the encroachment 
of “untried methods into the build- 
ing field.” Mr. Bodkin, secretary- 
manager of the Ponderosa Pine 
Woodwork association, disclosed re- 
sults of a survey conducted by his 












SIMONDS 
& STYLE 2% 





For Gas or Diesel Powered Mills, up to 100 
H.P., we recommend Simonds style F. For 
Steam Mills and for Edger Saws style 21/2. 


If you have an inserted tooth saw that is 
slinging shanks, let us cut it down for you. 
Just now it takes about 60 days to do a job 


like this but saw will go 
back like new and only a 
little smaller. 

We were established in 1904 


and we have the best equip- 
ped saw factory in the South. 


MERIDIAN, MISSISSIPPI 
Incorporated in the year 1912. 





J. H. MINER SAW MFG. CO. 





SIMONDS 
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Christmas Greetings 


J. W. Wells Lumber Co. 


Montgomery I, Alabama 


Manufacturers 


Southern Hardwoods and Pine 


4 
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Wishing All of Our Friends a 
Most Joyous Christmas and 
Prosperous New Year 

















Wistar, Underhill & Company 


Wholesale Lumber 
1520 LOCUST STREET, PHILADELPHIA 
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Established in 1898 


fe fe feoiP iP iP Pu Pu oP CP iP ae a ae ae 






December 21, 1946, AMERICAN LUMBERMAN & 




























4 Merry Chrisimac 
to All... 


Our Best Wishes for the New 
Year to all customers and friends 
throughout the trade. 


DIVIIVIIVII_ 


MOBILE RIVER 
SAW MILL CO., INC. 


Sawmill, Oak Flooring Plant, Planing Mill 


Address: Mt. Vernon, Alabama, U. S. A. 
Cable Address: MRSCO 


Manufacturers of 


Export, Coastwise and Pa-| Band Sawed Hardwoods 
cific Coast Shipments move| Cypress and High Grade 
via Mobile, Ala. “Mt. Vernon" Brand 
Oak Flooring 











Yuletide Greetings 
to the Trade 





* 


For 1947 
Specify 


"Black Beauty” 


for your needs in 


Creosoted Material 


* 


TEXAS GREOSOTING 
COMPANY 


ORANGE, TEXAS 


Plants at Orange & Houston, Tex. 




















We have eleven associated 
plants over the country ready 
to swing into production of 
Factory Built Homes as soon as 
we can get the materials. Some 
of the biggest and most suc- 
cessful retail lumber concerns 
in the country are now set up 
under our franchise plan for 
building Factory Built Homes. 











FORD 
FACTORY 
BUILT 
HOMES 


We invite others to co- 
operate with us. 


Ask us to send you details. 








FACTORY BUILT HOMES 


INCORPORATED 
McDONOUGH, NEW YORK 



























































VENTILATING 
LOUVRES 


For good performance in attic ventilation 
and elimination of troublesome condensa- 
tion, be sure to recommend GREGG Rec- 
tangular Louvres of pine, designed for use 
in wood or masonry walls. 


This is an indispensable feature of summer air conditioning and win- 
ter insulation for the unfinished attic. Equipped with 16-mesh screen, 
removable cover, and outside trim. Set up, ready to install. 
Sold only through recognized dealers. 


GREGG & SON 


Woodwork of Quality 





NASHUA, NEW HAMPSHIRE 
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group to determine public wants 
in housing. 

Other speakers were: Russell 
Rice, Clarksburg, W. Va., who rep- 
resented the glass industry; Earl 
Kenyon, Kansas City and Ormie C. 
Lance, Chicago, president and sec- 
retary-manager, respectively, of 
the National Door Manufacturers’ 
association; E. J. Curtis, Clinton, 


Iowa, president of the Ponderosa 
group; M. R. Von Dam, Orlando, 
Fla., who discussed preservation of 
wood by treating, and Walter Roth 
of the civilian products administra- 
tion, Washington D. C. 


Lowe Brothers Announce 
Three New Appointments 


The Lowe Brothers company 
announces three new appointments 
of men to executive sales positions. 

J. H. Bucher has been appointed 
district sales supervisor of the east- 
ern district office at Jersey City. 
During the past ten years Mr. Bu- 
cher has been a territorial repre- 
sentative on regular and special as- 
signments in Brooklyn, central 
New York state and in New Jersey. 

B. M. Townsend joins the execu- 
tive group in the Atlanta office as 
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May this Christmas be as 
jolly for each of you as it 
is for us here at Scotch 


Lumber Company. This is 
our 50th Anniversary 
Christmas — and we are 


happy to get out ye old 
bagpipes and blow a hearty 
Merrie Christmas to each 


and every one of you. 


And a Happy New Year, to 
you, too—for next year we 
begin our second 50 years 
of manufacturing quality 
lumber here at Fulton, Ala- 
bama. Our best wishes to 
all for a prosperous and 
successful 1947. 


50 YEARS OF STABILITY 











Scotch Lumber Company 
Seuthern Forest Products 
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We endorse the principle 
of 


“More Homes 
Through Private 
Enterprise." 


We believe in the Amer- 
ican system of free enter- 
prise. Let’s stick to this 
tried and proven method 
that has made America 
the best housed Nation 
on Earth. 


Fulton, Alabama 


Mixed Cars a Specialty 


126 


Member SPIB and NHLA 
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district sales supervisor after 21 
years of paint selling throughout 
the South. As a territorial repre- 


J. H. Bucher 






















































































Fred N. White 


sentative he sold extensively in 
Florida and 
Mississippi and has worked in all 


Alabama, Georgia, 














oa, 


. Reece. .-~ \ 





‘ter 21 
ughout 
repre- 




















































yely in 
a and 
1 in all 


MAN CF 
















phone us today. You’ve got our number! CHESAPEAKE 2786, 


THE BEST OF THE FOREST 


Your requirements are our problems. If you do not receive 


“Lock, Stock and Barrel”—our weekly inventory —write -or 





Christmas Greetings 
and a 


New Year’s Wish 


That 1947 may bring everything * 
needed to make business prosper— 
production and supplies in adequate 
quantities — A SEN- 
SIBLE FREE MAR. 
KET for all, grateful- 
ly partial to Veterans. 



















That we may con- 
tribute to national 
prosperity by pro- 
ducing unhampered, 
the wide assortment 
of high grade lum- 
ber and lumber 
products you have 
learned to expect 
from the Ralph L. 
4 Smith Lumber Com- 
pany. 














Ponderosa Pine 
Manufacturers 
Special 
West Coast 
Lumber Products 


y Address all correspondence 
to our Kansas City offices 


Relohl. dmithz 


Menvfectorers ond Wholesalers 1635 Dierks Bldg., Kansas City 6,Mo., Victor 4143 
Member of Western Pine Ass‘n., National Wooden Box Ass‘n., Ponderosa Pine Woodwork, 
National-Americon Wholesale Lumber Ass‘n. 


West Coast Office: 910 Porter Building 


amet aac aoe w gane angs satan age soto nme es 
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Portland 4, Oregon 











UCREO STAIN 


Ee —_ 
iia ok 
INC. 


COMPANY, 
Established 1909 
NORTH TONAWANDA, _N. Y. 


CREO-DIPT of Canada Ltd., Vancouver, British Columbia, Canada 












J. P. RINN 


Rinn -ecott 








Yard and Warehouse 


2759 So. Kedzie Ave. 


Chicago 23, Ill. 
BIShop 4080 















H. V. SCOTT 


umber Company . 
LUMBER and LUMBER PRODUCTS 


General Office 


360 No. Michigan Ave. 


Chicago 1, Ill. 
RANdolph 4878 
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states from South Carolina to the 
Mississippi river. 

Fred N. White becomes district 
sales supervisor of the southwest 
district and will be located in Kan- 
sas City. He has sold both as a 
territorial salesman in Oklahoma 
and as a_ special representative 
throughout the Southwest. 


P. C. Burgening, Minnesota 
Lumber Company Head, Dies 


Peter C. Burgening, 83, retired 
president of the Salzer Lumber 
company, Minneapolis, died Nov. 8. 
Born in Minneapolis, he joined the 
Salzer interests about 45 years ago, 
first as manager of the Kelm, N. D. 
yards. 

He was promoted to superinten- 
dent of the North Dakota yards 
and in 1913 became supervisor of 
all Salzer yards, moving to Min- 
neapolis. He became president of 





J. Neils Lbr. Co., Klickitat, Wn., 
seasoning ponderosa pine in 
kilns converted to Moore Cross- 
Circulation System 


Prescott, Ark., plant of General 
Box Co. seasoning package 
veneer in Moore Cross-Circula- 
tion Veneer Dryer 





If you are interested in kiln drying - 
and wish to be placed on our mail- 
ing list, send us your name and 
name of the firm with which you 
are connected. 





EL A a Le a a ccc 


Whatever Your Drying Problem, 
The Moore Cross-Circulation 
System Will Help You Solve It 


Write today for information — no obligation 


Moore Cross-Circulation 
Kilns have never been idle 
since they were installed,” 
writes Chas. O. Cox Corp., Mem- 
phis, Tenn. 


“Our 


Bloedel, Stewart & Welch Lid., 
Port Alberni, B. C., cuts over 150 
million feet lumber per year for 
drying in Moore Kilns 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 


JACKSONVILLE 1, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 








the company in 1923 upon the 
death of George Salzer, founder of 
the company. 


Party Honors Head of 
Hardware Wholesale Company 

To honor William G. Steltz, pres- 
ident, Supplee Biddle company, 
hardware wholesale distributors, 
Philadelphia, on his recent birth- 
day, 116 salesmen of the company 
staged a giant celebration which 
was attended by more than 250 
employees. 


Wilkinson Leaves British 
Columbia Association Post 

Thomas H. Wilkinson, secretary- 
manager of the British Columbia 
Lumber and Shingle Manufac- 
turers’ association. is retiring from 
that post at the end of this year. 

Mr. Wilkinson will be succeeded 
by Major L. R. Andrews, who has 
represented the association in 
Ottawa since 1943 and who was 
active for many years before the 
war in trade extension work in 
several foreign countries. 


John J. Kelley, Marquette 
Cement Company, Dies 

John J. Kelly, 53, for 20 years 
manager of industrial relations 
matters for Marquette Cement 
Manufacturing company, died Dec. 
7 in LaSalle, Ill. 

Mr. Kelly became associated with 
the company in 1927, where he 
served as office manager and then 
employment manager. In 1937 he 
was appointed manager of indus- 
trial relations and in that capacity 
two years ago he moved to Chi- 
cago. 


Second Lumber Grading Class 
Being Planned for January 

The Department of Forestry and 
Conservation is planning a second 
lumber grading course to be given 
at Purdue university, Jan. 13-16, 
1947. This class will offer men 
engaged in the hardwood industry 
an opportunity to learn national 
hardwood lumber grading rules. 

Instruction and demonstration 
will be given by Earl S. Swartz- 
baugh, assistant chief inspector of 
the National Hardwood Lumber as- 
sociation. 

The background and develop- 
ment of national hardwood grading 
rules and their application to the 
principle hardwood species will be 
followed by demonstration and 
practice in grading lumber. The 
course will be limited to 25 stu- 
dents. 

Applications for admission 
should be sent to Roy C. Brundage, 
associate in forestry, Department 
of Forestry and Conservation, Per- 
due university, Lafayette, Ind. 
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Northern White Pine 
Norway Pine 


RAINY LAKE LUMBER CO., Ltd. 
SALES OFFICE: 2020 Conway Bldg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 

















Wishing You 


a. Joyous 
Holiday Season 


The Alger-Sullivan 
Lumber Company 
Century, Florida 











WHEREVER THERE’S MASONRY 


THERE’S MONEY 
FOR YOU... 


i 
| 
\ 





THE Guaranteed 
WATERPROOF 


PAINT 








Homes, farm buildings, stores, 
warehouses, factories — where- 
ever masonry is used, there is 
an Opportunity to make a sale 
when you stock Celadri. This 
guaranteed waterproof paint 
can be used on all porous ma- 
sonry surfaces, inside or out- 
side. And it seals out dampness 
and decorates in one operation. 

Note these ten outstanding 
sales appeals: (1) economical, 
(2) easily applied, (3) used in- 
side or outside, (4) dries rapidly, 
(>) will not peel or rub off, 


f} ° 
DY MU OUR 


CORPORATION 


Monutacturers of Masonry Waterproofing 


(6) completely odorless, (7) 
paints and waterproofs in one 
simple operation, (8) decorative 
— available in snow white and 
six colors, (9) improves with age, 
(10) Celadri is guaranteed. 
Celadri is backed by a power- 
ful advertising campaign in 
national “home” magazines that 
are read by nearly 6,000,000 
people. And it is backed up by 
strong dealer helps including 
attractive folders with color 
chips, eye-catching counter dis- 
plays and newspaper mats. 
ACT NOW /. =s/ 
and get in on fe 
the unusual SS 
money-making opportuni- 
ties offered by Celadri. 
Write today for descriptive 
literature and further in- 


652 Willis Avenue, Williston Park; N. Y. formation. 
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from ANACONDA 


May the bells of Christmas herald a joyous 
holiday season to lumber friends everywhere 
—and ring in a Happy and Prosperous New 
Year for one and all. 


ANACONDA 


COPPER MINING CO. 


LUMBER DEPARTMENT 
BONNER, MONTANA 











Companies Announce 


Marquette Cement Manufactur- 
ing company will open a sales office 
in St. Louis, January 1, to service 
Missouri, southern Illinois and 
southern Indiana. 

The new office, located in the 
Shell building, 1221 Locust street, 
St. Louis 3, will be headed by 
Harry C. Shields, who has been 
appointed sales manager for that 
district. Kenneth F. Hackmann has 
been appointed his assistant. 


ARLING-FUNCH LUMBER COM- 
PANY announces the opening of its 
new offices and wholesale distribu- 
tion yard at 4631 Reading road, 
Bond Hill, Cincinnati 29, Ohio. 


Plans for construction at Ever- 
ett, Wash., of a large plant capable 
of chemically processing more than 
a million board feet of lumber a 
month have been announced by J. 
F. Linthicum, president of the 
AMERICAN LUMBER & TREATING 


= of Seem | 


lean Vik eee 
Saks 16: Rates, (17 Bb) 


A LUNCHEON commemorated the formal opening of the Rubberset paint brush factory, 


Salisbury, Md. 


Left to right: Elwood M. Jones, vice president, Rubberset « 





pany; S. Franklyn 


Woodcock; Honorable Edward White, Mayor of Salisbury; George S$. McMillan, secretary, Rubber- 
set company; Raymond A. Nash, vice president, Rubberset company; Lee H. Bristol, vice presi- 
dent, Bristol-Myers company, and Rev. Dr. H. P. Fox. 


COMPANY. Output of the new plant 
will consist of wood alloyed to re- 
sist fire, rot and insects. 


AMERICAN WooD PRODUCTS SALES 
COMPANY have just moved its 
offices to 261 Broadway, New York 
7. They have been located at 285 
Sullivan place, Brooklyn. 


THORNTON TANDEM COMPANY, 
Detroit, has changed its name to 
DETROIT AUTOMATIC PRODUCTS CoR- 
PORATION. The company is a manu- 
facturer of special truck equip- 
ment. 


Appointment and Promotions 

GEORGE O. SWANSON has been 
appointed general sales manager of 
the Winton Lumber Sales company, 
Minneapolis. Assistant sales man- 
ager in charge of wholesale sales 
will be Ep C. GABLER; assistant 
sales manager in charge of eastern 
sales will be RAY V. RING. 


Appointment of DAN J. SHEE- 
HAN as manager of the Danville, 
Ill., plant of the Hyster company 
has been announced. Superinten- 
dent of motive power for the 





ALMETT 


L. D. 55--Local 710 


Specializing in YELLOW PINE, HARDWOODS, Red Cedar 


Lumber Sales Co. 


Spartanburg, South Carolina 








Wholesalers 


Wishing You 
.. + A Merry Christmas | 
... A Happy New Year | 


Shingles, West Coast Products 


Merry Christmas to All 


And thanks, Mr. Dealer. Your many favors 
through many years have enabled us to keep 
on giving service in the great lumber indus- 
try. Soon we hope to have something more 
to offer you. Best Wishes for a New Year 
of brightness, happiness and health! 








Season’s Greetings 


and Best Wishes 
for a Successful New Year 


Phillips Wood Products Company 


Wholesale and Commission 
Hardwood and Pine Lumber—Flooring— 
Dimension 


1352 Madison Avenue — Crosstown Station PO Box 265 
Phone 2-2368 MEMPHIS 4, - TENN. 








ARTHUR V.CHARSHEE & SON 


Wholesale and Commission 
Lumber 


Baltimore 18, Maryland 















































Tennessee and Arkansas 


Red Cedar Posts and Tapers 


also 


Southern Yellow Pine Boards Oe Dimension 


BATON ROUGE, LA. 
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You'll Get Plenty of 


















factory, Speedy and accurate d 
curate dou- 
Franklyn ACTION with a Ble-scting set works with 
Rubber- steel machine cut ratchet ; 
ce presi- wheel, for cutting very a 
aire Me hristmas 
a NO. 2 SAWMILL Block base with adjustable , 
split knee t > 
~—_ ..and Fine Lumber Too! | ou boss dons, and rever: 
° sible w 
wer of By actual tests, the Corinth No. 2 double-leagts oneulen. = from | 
Sawmill has proved its superiority Fast, improved heavy-duty 
mpany, in the fast production of fine lum- belt feed works will with- 
3; man- ber—softwood, hardwood and stand hard usage. Bronze 
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aiobeent may be used as a portable outfit or Steel machine cut racks e 























set up on a permanent foundation, and pinions securely fas- 
eastern is so sturdily constructed, it will | fen¢4) fo split knee assure 
stand up in even the ‘severest prom day og \ LAUREL, MISS. 
services year after year. out removing entire knee. 
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SHEE- Send for complete specifications | Adis pe feed. - 
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HERE’S better, faster 
MOISTURE TESTING 


watt for LUMBER 


EASY TOUSE ‘W 
NO POINTS TO BREAK 
OR MAR. 


ACCURATE DOWN 
TO 0% 












‘ences WELDWOOD PLASTIC 
o nebtrs RESIN GLUE 


1-2, Flat Surface Type: for smooth surfoced moterials. 


K-2, Irregular Surface Type: specially designed for rough or YOUR OWN WORKMEN PREFER IT... 
smooth materials of any contour. 
— V-2, Thin Material Type: for thin, smooth surfaced, flat materials. because it makes joints permanently stronger than the wood itself. 
———— Scientific calibration, based tandard meth : Shi 
gee Oe, Moisture and heat never affect Weldwood joints. 
MANY APPLICATIONS — Moisture Register is bosed on principle of high frequency 





Power absorption. All models have wide field of adap t ghout all indus- YOUR CUSTOMERS BUY IT... 


tries — as to materials, methods of use and range of moisture content. Special 
celibrations for specific needs supplied at nominal cost. - . 
WRITE TODAY for complete information, specifying type of material ond range of because it’s easy to use . . . does their work fast and well... (and 


moisture content to be tested, ’ ° : : 
don’t forget the good margin of profit it carries. ) 


MOISTURE. REGISTER COMPANY 
DEPT. A,\33 NORTH GARFIELD AVE., ALHAMBRA, CALIF. YOU PROFIT TWO WAYS... 


nsion FLELTRONE 
Wag FoR UNITED STATES PLYWOOD CORPORATION 


vi LUMBER Industrial Adhesives Division, Dep<. 219 
55 West 44th Street, New York i8, N. Y. 


when you carry Weldwood Glue. 
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activities for the company. -Mr. 
Brown has been connected with 


Marx Hyatt who has resigned to 
enter business for himself. 


Chicago and Eastern Illinois Rail- 
road in Danville for the past four- 


The appointment of JOHN C. 
CAMPBELL as manager of indus- 
trial engine sales and of JAMES W. 
BROWN as advertising manager 


Don J. Sheehan 


teen years, Mr. Sheehan took his 
mechanical degree at the Univer- 
sity of Michigan. 


John C. Campbell 


Appointment of CLINTON  T. was 
HALLSTED as manager of the Amer- 
ican Lumber and Treating com- 
pany’s San Francisco sales office 


has been announced. He succeeds 


recently by the 
Detroit Diesel Engine division of 
Since 1945 Mr. 


announced 


General Motors. 
Campbell has been 


advertising and sales promotion 


James W. Brown 


advertising and publication work 
since 1927. 


H. E. GOTTBERG has been appoint- 
ed assistant manager of manufac- 
turing, motor truck division, Inter- 
national Harvester company. He 
in charge of was previously manager of the 
company’s Indianapolis engine 














GARDEN 
HOUSES 


BJ ILT OF WISCONSIN 
WHITE CEDAR 


An ideal play house for children— 
an outdoor living room for the 
family. Big, sturdy, durable. 
Shipped k. d., easily assembled. 
Four styles. The White Cedar is 
weather and termite resistant. 
Can be painted, or weathers to a 
beautiful silvery finish of its own. 
Order now for early deliveries. 
Write Dept. AL-! for catalog of 
Garden Houses, Picnic Tables, 
Swings, Chairs, Settees and other 
outdoor furniture. 


HARRY M. WOLFE, 666 Lake Shore Drive, Chicago 11 


General Sales Manager 











SIMS LUMBER CO. 
SELMA, ALABAMA 


Manufacturers of 


SOUTHERN YELLOW PINE 


K.D. FINISH 
No. 1 & 2 DIM. 
No. 1 & 2 BDS. 

MOULDINGS 


SERVICE 


We Wish You a 
Merry Christmas and a Prosperous New Year 














JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: Phillips & Benner 
Old Town, Ruttan Block 
Maine Port Arthur, Ontario 


Established 1910 


KNIGHT 


Single and DoubleActing Receding 
SET WORKS-Saw Mills, Dogs, Edgers 


Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage St, Cuyahoga Falls, Ohio 














CUSTOM-MILLING 
(milling-in-transit) 
Surfacing Ripping 
On SP Ry. Spur 


CALIFORNIA WOOD PRODUCTS Co.- 
570 E. Commercial St., Pomona, Calif. 
P. O. Box 88 Tel. Pomona 1242 


Resawing 








BOOKS THAT WILL INCREASE YOUR PROFITS 


AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 
struction, Etc. 

WRITE FOR COMPLETE CATALOG 


AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 
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STOP End Checking!!! 


No. 464-A Lumber sealing compound is a specially 
developed “end coating” that produces amazing 
results. 


Not a “lead and oil” paint but a new product de- 
signed to do a particular job. 


Can be applied with spray gun designed for heavy 
bodied materials or by brush. Color is black. 


Any mill, lumber dealer or manufacturer who stores 
lumber can effect very substantial savings. 


Reports have been received that use of the com- 
pound has resulted in savings amounting to thou- 
sands of dollars worth of lumber previously lost due 
to “end checking.” 


No. 464-A Lumber sealing compound is reasonably 
priced as follows: 


$1.50 PER GALLON IN 55 GALLON NON-RE- 
TURNABLE DRUMS 


$1.60 PER GALLON IN 5 GALLON CONTAINERS 
F.O.B. AKRON, OHIO 


| the Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 























AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 


Dry Kiln Car Gravity Flow Unloaders 
Planer Feed Elevators 
Hydraulic & Electric Elevating Tables 
Automatic Dry Kiln Car Lumber Stackers 
Semi-Automatic Dry Kiln Car Lumber Stackers 
Elevators for Stacking Dry Kiln Cars by Hand 
Electric Lumber Transfers 

Passenger, Freight & Industrial Elevators 


DESIGNERS AND MANUFACTURERS 
OF SPECIAL EQUIPMENT 
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Aceunacy PAYS OFF! 


Basketball is a fast-moving 
game. To win, players must really 
be “on the ball,’ with that all-im- 
portant requirement — accuracy. 
This business of lumber is also a 
fast-moving game in which accu- 
racy plays a vital part. Once we 
have returned to normalcy, compe- 
tition will be keen ... sales will 
depend on the quality of lumber you 
have to offer, lumber that is accu- 
rately cut, the kind that Corley mills 
produce—in quantity. 


CORLEY MILLS] 
y) cur 





See your nearest Corley 
operator. He has the smooth, 
precision-cut lumber your 
customers are asking for. 


ae nes SNK D WANUEACTIT ine COMPANY. 
WE Sy N 
: fates unann te Wisc: 


NEN 
NN NYS 


| CUATTAN 
‘Manufacturers: Circular Sawmills, Ed 
“Branches: Little Rock, Ark..¢ "Portland, Ore. © Seattle, Wash. 


wow SS WG WWW 


WANTED t BUY 


LUMBER 


WE ARE USING 200,000 FT. LUMBER DAILY 
IN OUR TWO PLANTS. CAN USE THE FOL- 
LOWING: 


NAAN 


» \ 
\s 
: y 


WSN 


1x4 and wider, Pine, S4S, random Lengths. 

1x4 and wider, Pine, SHIPLAP, random Lengths. 

1x6 or 1x8 Pattern 105, NOVELTY SIDING. Random 
Lengths. 

2x4, Pine, S4S, random lengths. 

2x6, Pine, S4S, random lengths. 

2x8, Pine, S4S, random lengths. 


Lumber can be green or dry, will pay cash for any 
volume, steady shipments. 


FLOORING SASH 
MOULDINGS DOORS 








WIRE, OR TELEPHONE HADDON HEIGHTS 2-6038 


CENTURY PRE-FAB CORP. 


HADDON HEIGHTS, N. J. 
SELMA, N. C. 














Please send interesting and 
revealing sample and Infor- 


mative data on 


NEW CONCRETE, METAL 
and WOOD TREATMENTS 


without obligation 


CLIP AND MAIL TODAY, to: 


The SULLIVAN COMPANY 
P. O. Box 2606, 
Memphis, Tennessee 


Manufacturing Technicians 








PAUL B. BERRY 


Wholesale - Commission 


Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars softwood boards 
and dimension KD or AD, ma- 
chined; also panels, shorts, cut- 
offs. 1 or more cars 5/8” and thick- 
er hardwoods, mostly 4/4” & 5/4” 
KD or AD. Send me your stock 
and price lists. 











SUGAR & WESTERN 
PINE AGENCY 


Patte L ber 
SUGAR Sail le 


PINE  s- 








, Big Time Saver for Managers 


Busy managers find this handy 

desk-side MANAGERIAL 

FILE enables them to keep 

all important details of their 

business at their finger tips 

for instant reference—papers 

matters, costs, 

Doubie-locked 

privacy. WRITE FOR 
CIRCULAR. 


Northwest Metal Prods. Co. 
1337 E. Mason, Green Bay, Wis- 











works. I. W. DAVIES. has been man- 
ager of the Emeryville Calif., 
works; OLBERT M. BOWERS has 
been named works manager in In- 
dianapolis, and ROBERT R. Covu- 
LETTE Jr., is now general superin- 
tendent at the Indianapolis factory. 


GILBERT E. COLLYER has been 
appointed district manager of the 
Detroit office of the H. K. Porter 


Gilbert E. Collyer 


company Inc. He was formerly 
located in the general sales office 
in Pittsburgh. 


Announcement of the appoint- 
ment of FRANK J. SODAY as re- 
search director at the central re- 
search and product development 
laboratories of Devoe & Raynolds 
company Inc., has just been made. 
Mr. Soday’s research and develop- 
ment work in organic chemistry 
has led to 100 patents being issued 
in his name. 


JACK WILLIAMS has been named 
to the eastern sales managership of 


W. B. Worden 


R. G. LeTourneau Inc., with offices 
in Washington, D. C. HENRY CAIN 
will be assistant to Mr. Williams. 


Harold F..Stenstrom 


W. B. WORDEN has been named cen- 
tral sales manager for the com- 


Jack Williams and Henry Cain. 


pany, and HAROLD F. STENSTROM 
has been appointed district sales 
representative with headquarters 
at Memphis. 


D. G. KIMBALL has been appoint- 
ed engineer of the General Electric 
company’s wiring device and acces- 
sory equipment division. Mr. Kim- 
ball has been with the company 
since 1930. 


JOHN J. THURSTON has_ been 
placed in charge of the Eastern 
and New England sales divisions of 
Wayne Home Equipment company. 
He has been a heating specialist 
with the company for 15 years. 








Attention Mill Owners 
For Sale 
Limited Quantity 25 and 30 Ib. 
Relay Rail 
Write or Wire 
Commercial Metals Company 
Kirby Bldg. Dallas 1, Tex. 











December 21, 1946, AMERICAN LUMBERMAN & 








B 

















Offices 
CAIN 
liams. 





ENTERPRISE SAWMILL MACHINERY 


Meets the demands of experienced operators for 
efficient, accurate production at low cost. .Solve 
your increased output requirements with an Enter- 
prise. Send details of your set-up for our recom- 
mendations and prices. 












Quality—built to tried and proven prin- 
ciples of design and construction for 
profitable operation. a 









— 


THE ENTERPRISE CO., 328 Main St, COLUMBIANA, OHIO 

















HOLT HARDWOOD CO. Oregon Lumber Co. 


d cen- Manufacturers of Baker, Oregon 
tt MAPLE © BIRCH @ BEECH © OAK 
STRIP © BLOCK py: 
and 


Pioneer eastern Oregon mill—in operation 57 


HERRINGBONE years. Under our sustained yield plan of opera- 
FLOORING tion, the past 57 -years of performance is just 
e a starter for future delivery of our products. 
BROOM HANDLES 
GRADED SAWDUST were 







































































' Manufacturers 
f High Grade Northern Hardwoods 
ISTROM . Fr 
__ sales amous “John Day” 
larters Custom Kiln Drying J , Y 
in Ponderosa Pine 

ppoint- Members: M. P.M. A. N. HL A. NL H. & HM. A, 
ilectric Since 1889 

acces- 
_ Kim- OCOnTO, WISCONSIN 
mpany 
} been : = ial 
astern 
ions of 
mpany. 

ialist 
yore SELLING THE PRODUCTS OF DISTRIBUTORS OF aR 

*THE McCLOUD RIVER LUMBER SHEVLIN PINE 
COMPANY ‘ PONDEROSA PINE 
McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
s *THE SHEVLIN-HIXON COMPANY aia a 7 ee 
Bend, Oregon TSE INGORE! 500 Lime Sunding SUGAR (Genuine White) PINE 
Ib. "Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
Ney, SN: COE DISTRICT SALES OFFICES: 
n NEW YORK CHICAGO SAN FRANCISCO 

i y 1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bidg. 
os. " Paxdewosa Fine Woodwork Mohawk 4-9117 Telephone Central 9182 Exbrook 7041 
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Knudson & Mercer Lumber Co. 


Purveyors fo 
Accredited Retail Lumber Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 
Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Blvd., Chicago 4, Ill. 











Gillies Bros. & Co. Ltd. 


BRAESIDE, ONTARIO, CANADA 
ae WHITE PINE ennouen 
Air-Seasoned ® Water-Cured 


For 104 years, 1842-1946. Capacity 30 million ft. 
annually. 
Members N. W. L. D. Assn. 
All stocks exhausted until July, 1947. 





DISTRIBUTORS 
LUMBER @® STOCK MILLWORK ®@ BUILDERS' 
SUPPLIES 


BUILDING PREFABRICATORS 
INDIANA DEMOUNTABLE HOUSING, INC. 


Midland 


BUILDING INDUSTRIES, INC. 





907 E. MICHIGAN ST... INDIANAPOLIS 6, IND. 








Since 1922 


THE DAD & LAD & 


MANUFACTURERS 
Asphalt and Asbestos Roofing 
Cements, Paints and Comprunds 


Factory and Executive Offices 


* NEW LENOX, IL)INOIS 





ADVERTISING 


PAYABLE IN ADVANCE 


Co must be in office of AMERICAN LUM- 
B N ten days prior to publication 
date. Rates are b on ber of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 





8c per word for one insertion. 

7c per word, per insertion, for 2 consecutive 
insertions. 

6¢ per word, per insertion, for 3 to 5 consecu- 

tive insertions. 

MINIMUM CHARGE §1.60. 

Attractive discounts for 6, 13 or 26 consecu- 

tive insertions. 

When answering “blind” advertisements ad- 

dress number shown care of 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Illinois 








WHITE PINE Idaho--Ponderosa-- 
California White 
Also and Sugar Pine 


° Cedar and 
Fir Wallboard West Coast Products 


William Schuette Company 
New York 


Office—41 East 42d St. PITTSBURGH, PA. 














WANTED 


Cherry & Birch squares 2!/." x 2!/."" x 20" (or 
multiples) ; 

Also Cherry lumber 4/4 to 8/4 inclusive 

Ash, Birch & H. Maple 4/4 to 16/4 inclusive 

S. Maple, Birch & Poplar 4/4 

Basswood 6/4 


WARREN ROSS LUMBER CO. 
Falconer, N. Y. 








Leose Leaf 


TALLY BOOKS 
Tally ar 1 


Send for Catalog of 
Lumber Yard Supplies 


Frank R. Buck & Co 
2133 Touhy Ave., Chicago 45, Ill.. 














Manufacturers 
PINE & POPLAR 


S. P. 1. B. 


LA_ GRANGE, GA. 











HELP WANTED 








SUPERINTENDENT WANTED 


Topnotch production Superintendent wanted 
for millwork and box factory in Northern 
California. Modern plant. permanent opera- 
tion in business over fifty years. Plant em- 
ploys over two hundred men. The man we 
want is probably now employed in a similar 
capacity in a modern mill. Must be under 
45 years of age and well experienced on 
lumber grades and high speed manufacturing 
operations. Excellent living conditions for 
family man. State — past experience, 
qualifications, personal factors and _ salary 
expected. Your reply confidential. Address 
F-41, American Lumberman. 





Wanted: Head Sawyer for steam circular mill. 
Potter Lumber Company, Allegany. New York. 





Retail Yard Manager 


Opening for experienced lumberman about 
fifty in line yard organization. Good town in 
tg Address F-32, American Lumberman, 
nc. 





Experienced Lumberman familiar with Yellow 
Pine and Southern Hardwoods who can as- 
sist Sales Manager in office details, corre- 
spondence, etc. Chicago Wholesaler. State 
age. experience, references and salary ex- 
pected. Addres E-54, American Lumberman. 


HELP WANTED 








WANTED: Representative for old established 
distributor of lumber and building material 
to handle small, choice territory, N.W. Illi- 
nois, E. Iowa. A good opening requiring a 
ve et am, Salary good too. Address 
F-5 merican Lumberman. 





Wanted yard foreman for pine and hardwood 

manufacturing plant and retail yard in large 

southern city. State education, experience, 

oe references. Address F-56, American Lum- 
erman. 





Furniture and fixture plant foreman, also A-] 
furniture finisher. Good permanent job to offer 
men capable of getting production. Opening 
January 1. Apply or write to J olley, 
Woodcraft Industries, Ltd., Box 572, Brook- 
haven, Mississippi. 





WANTED—RETAIL LUMBERMAN 


Principally outside salesman with some detail 
office work—Oregon town over 8,000 popula- 
tion. Give full information in aeolatien. 
Address F-31, American Lumberman, Inc. 





Wanted: Lumber grader for Distributing Yard 
on Hardwoods and White Pine. Steady work, 
union scale. Addess E-42, American Lumber- 
man. 





Wanted 
By well established millwork concern cater- 
ing to architectural woodwork, an experienced 
draftsman and estimator. State age. experi- 
ence and salary. Address E-58, American 
Lumberman. 





Wanted: Experienced lumber measureman, 
tallyman, and grader. Steady employment, 
good wages. uyahoga Lumber Company, 
1948 Carter Road, Cleveland, Ohio. Telephone 
—Cherry 1460. 





WANTED: Manager for lumber yard in town 
of 500 population, also in town of 5000 popu- 
lation. Reply by letter. Address F-21, Ameri- 
can Lumberman, Inc. 





Shop superintendent and production man for 
wood-working plant in Central Ohio, manu- 
facturing combination windows and doors. 
This is a permanent job with a well estab- 
lished cmnert Good opportunity. In reply, 
give complete information of experience and 
salary expected. Address F-22, American 
Lumberman, Inc. 





Wanted by January Ist. Young man with 

some some experience as assistant manager 

and accountant of retail lumber and coal 

company, with a view of management soon 

as possible. Splendid opportunity for right 

_- Address F-23, American Lumberman, 
Co 





WANTED 


Man capable of meneping established build- 
ers supply business in West Virginia. State 
age, experience and reference. 


rite Drawer 
311, Elkins, W. Va. 





Wanted by large southern wholesaler experi- 
enced man acquainted with mills to take 
-complete charge of buying and selling Yellow 
Pine. For producer will make attractive propo- 
sition; salary and profit sharing basis. ha. 
dress F-26, American Lumberman, Inc. 





Wanted at once: Building materials experi- 

d sal Replies must contain refer- 
ences and salary expected, otherwise appii- 
cation will not be considered. Address F-5l, 
American Lumberman. 








WANTED: PRODUCING SALES MANAGER 


Well established Chicago Wholesale Com- 
pany has opening for experienced producing 
Sales Manager thoroly familiar with West 
Coast and Inland Empire woods. Must know 
where and how to procure and sell. Give 
complete qualifications, experience and ref- 
erences. Address E-55, American Lumber- 
man. 





Salesmen who are calling on retail lumber 
dealers. Please call on us as we are inter- 
ested in buying all kinds of building ma- 
terial and specialties necessary to a first class 
retail lumber yard. Can furnish age | good 
reference. Lowell Building Supply Co., 43 
Apple Street, Lowell, Mass. 
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WANTED: Experienced and competent lum- 
berman to manage retail yard in good town 
and — good business. Address F-52, Amer- 
ican Lumberman. 





WANTED COMBINATION HARDWOOD AND 
YELLOW PINE SALES MANAGER 


We are large wholesalers and desire a 
Sales Manager, thoroughly conversant with 
every phase of buying and selling Hardwood 
and Yellow Pine Lumber, located in large 
Southern city with a well established busi- 
ness. The man we want must have a con- 
sumer following and mill following and have 
a wonderful proposition for the proper party 
who can give us proper references. Address 
F-58, American Lumberman. 
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Salesman—Fifteen years’ experience in buy- 
ing and selling all species of Lumber desires 
yo Be representatation for lumber mill for 
Cincinnati, Ohio, and surroundin 
Commission basis only. Address 
ican Lumberman. 


territory. 
-61, Amer- 





Salesman with exceptional qualifications. Can 
estimate and detail millwork, measure at job, 
draw plans. Know construction and building 
products. Wholesale and retail sales experi- 
ence. Age 46, well educated. Prefer Idaho, 
Montana, Oregon or Washington. Address F-25 
American Lumberman, Inc. 


ACCOUNTANT—OFFICE MANAGER 
Executive ability: twenty-five years with large 
lumber manufacturing concern. Excellent ref- 
erences. Prefer south or northwest location. 
Available January 1. Address E-47, American 
Lumberman. 








Want position as manager millwork manufac- 
turing or jobbing business. Write E-48, Amer- 
ican Lumberman. 





Experienced logger and portable sawmill 
operator, age 58, now employed by the OPA 
cs price specialist, desires position as lum- 
ber buyer. assistant yard manager, or what 
have you? Address F-44, American Lumber- 
man. 





Retail Lumbermcn: Qualified to assist owner 
manage yard, direct sales. Desires associa- 
tion yar referably North Atlantic states. 
Excellent references. Address F-45, American 
Lumberman. 





HIGHLY CAPABLE EXECUTIVE 


For Line Yard organization or large retail 
yard. Southerner, 46, married, well known 
as successful retailer available account sale 
of own business. Interested management of 
Line Yards or large retail organization. Con- 
nection desired where proven administrative 
ability of highest caliber is required. Re- 
muneration expected in accordance with re- 
sults accomplished. References and other de- 
tails including excellent mill connections 
furnished in personal interview with inter- 
ested parties. Address E-35, American Lum- 
berman. 





Wanted: Management of lumber yard on 
combined salary and profit division basis. 
Can handle lumber, millwork, builders sup- 
plies and coal. The best of references. Prefer 
Ohio. Address F-53, American Lumberman. 
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LUMBER WANTED—Direct from saw _ amills. 
Cut or random sizes for prefabricated hous- 
ing. Will pay cash for any amount for im- 
mediate and future delivery to Philadelphia, 
Pa. Can use 100,000 ft. daily. Contract for 
your entire output. Write Century Prefabricat- 
ing Corp., Box 43. Haddon Heights, N. J. 





WANTED TO BUY 


SQUARES—K.D. Clears—Pine and Spruce. 
SHORTS — K.D. Clears — Pine, Fir, Spruce, 


Cedar. 

CUT STOCK—Dry Clears—Pine, Fire, Spruce. 
edar. 

CORE STOCK—Pine, Spruce, Cedar. 

DOWELS—Hardwood and Softwood. 

GLUED-UP—Shorts—Pine, Fir, Spruce. 

STAINED SHOP—Pine. 

Carload or LCL—Will furnish cutting orders to 

suit. ROLLIN S. CROW, 20 N. Wacker Drive. 
Chicago 6, Ill. 





KITCHEN CABINET PARTS WANTED: Kitchen 
Cabinet Manufacturer wants to buy carloads 
of cabinet ends 5/” thick Gum or other hard- 
wood panels with lumber core 24x36” size. 
Also cabinet fronts assembled and 5/x11}/,"" 
Shelves all of hardwood. If you will enter- 
tain orders please write care of Box No. E-21, 


Mm American Lumberman. 





“. cars a month of 6’, 7’ or 8’ new_or used 
ardwood stacking sticks. E. Gaiennie, 
Shreveport, La. 


_——— 


WANTED one to three cars per week kiln 
ried, 4/4, 3A and 2 Common rough Southem 
; ak, _ Also, air dried Poplar S4S, 

er, 6’ & 8’ widths. Please quote prices {.o.b. 
mill. Address Box 133, Lothair, Kentucky. 


en 








— ene carload or more per week nailed 
1X Section Panel Crates, softwood or hard- 
woods. Give full details as to experience, 
Pape mont and available lumber. Address 
-42, American Lumberman. 





LUMBER & DIMENSION WANTED 


BUSINESSES WANTED 











LUMBER WANTED 


Rgh. well AD or KD Red or White Oak 
4/4 x 21/2, 3, 31/2" wide. 9, 12, 15, 18, 27, 36, 
45, 54, 63, 72° and up. Clear one face. 
bundled. ’ 

Hickory Ski Billets: 

Mixed Hardwoods: 3x3, 3x4, 4x4, 4x5—18’6’’ 
inveiced as 20’. 

Hickory Picker Sticks: 11/2 x 1!/,—26, 28 & 30”. 

ERNST SEIDELMANN CORP. 
Woolworth Building. New York 7, N. Y. 





Small mill in Georgia, Alabama or Missis- 
sippi with land available to erect small plant 
for fabrication work. Must be in area where 
abundant ag of Yellow Pine and labor 
are available. e would like to ~~ rough 
green and stack at a spot where dressing 
could be done and fabricated at same spot 
for shipment to our Southern customers. We 
don’t want any relics, prefer a Diesel or elec- 
tric powered mill. Advise all details in first 
letter. Address Box F-38, American Lumber- 
man. 








Permanent Connection Wanted For 
Monthly Shipments of 
2,000,000 Board Feet 

Or More 
Dressed Dimension 
And Rough Timber, 

Douglas Fir 
in construction grades. 
Sight draft payment 


Wire or airmail proposals to 


DORAN LUMBER CORP. 
1036 Grand St., Breoklyn, N. Y. 





WANTEL’ TO BUY 


1,000,000 Board Feet 
Or More 
11/4 x 6” to 12’, 12’ to 24’ 
Heavy 18’ and up, Rough or D4S 
Douglas Fir 

No. 1 Common & Better 

Airmail quotations to: 
Box A.L. 1139, 113 W. 42d St.. New York 18, 
nN. YT. 





Wanted by retail yard established twenty- 
five years several cars of Western. Southern 
and Northern softwood, sheathing dimension 
and siding 4/4, 8/4 or thicker, rough or 
dressed, sa or dry. small or large mill. 
Box 662, Saginaw. Michigan. 





USED MACHINERY WANTED 


Band Resaw for Planing Mill, also Trimmer, 
6 to 20 feet. McConnell Lumb Company. 
Box 485, Parsons, Kansas. 














Will trade stock sash, doors, general millwork 
and buildi materials for self-feed ripsaw, 
9-foot equalizer, 48°’ double deck sander or 
other sash and door machines. Write Box No. 
C-60, American Lumberman. 


Wanted: A log band saw with 50° to 60° 
wheel and taking 8’ to 10’ saw. Also, will 
need carriage and filing room equipment. 
This equipment must be in excellent condi- 
tion. In answering please state yo Potter 
Lumber Company, Allegany, N. Y. 








WANTED 


Band Resaws — Chain Feed Straight 
Line Gang and Rip Saws — Planers 
Matchers — Molders —and all other 
kinds of woodworking machinery. 


Keystone Machinery Company 
924 — 4th Ave., Pittsburgh, Pa. 





Wanted: Band Resaw 54’ or 60°" wheel—8”’ 
saw. Cuyahoga Lumber Company, 1948 Carter 
a leveland, Ohio. Telephone—Cherry 





Wanted Log band saw, 54 to 60 in. wheel. 
48°’ head black opening, all filing equipment, 
all in good condition. State price. Anton 
Anderson, Oconto Falls, Wisconsin. 





Wanted: Woodworking machinery for small 
shop operation in sash and door jobbing 
warehouse. Mortiser, tenoner, belt sander, 
variety saw, jointer, cut off saw, sash clamp, 
etc. Address F-47, American Lumberman. 


WANTED: Circle Saw Grinder that will grind 
Rip and Cross Cut Saw. Address: F. M. 
Bryan, 113 West South Street, South Bend 11, 
Indiana. 








LUMBER WANTED 


4/4" & 5/4" No. 1 Common & Better Cherry, 
Basswood, Poplar, Gum. 
6/4’ No. 1 Com & Btr. Soft Elm, Hard Maple. 
4/4°" No. 2 Com & Btr. Cherry. 
4/4", 5/4" & 6/4" No. 2 Com & Btr. Gum. 
5/4°*, 6/4" L/R White Pine D2S&R/S 
Please state what you can furnish. 
G. H. BINGHAM DUNMORE 9, PA. 





Wanted—Maple, Birch, Beech, Oak, Poplar, 

um or Pine, K.D. rough, S2S, S4S, or Pat- 
tern dimension, squares, cut stock, and glued 
stock. Seek connection with high grade year 
around volume producer. A. Violette, 
Fitchburg. Mass. 





Wanted: Carload dry, clear Yellow Pine 
strips 1x1l1/2, 1x2 and/or 1x3 in random lengths. 
Will purchase one or all widths. Wooden- 
ware Products Corporation, 122 North Sev- 
enth Street, St. Louis 1, Missouri. 


WANTED TO BUY 
MISCELLANEOUS 


RAILS WANTED 
Any weight—Any tonnage 
‘ THE W. Hz. DYER co. 
Railway Exchange Bldg., St. Louis 1, Mo. 











—_ 








RAILS: ANY SIZE OR QUANTITY 
Particularly 20 Ib. 25 lb. 30 lb. 35 lb. & 40 Ib 
Secure our price before selling. 
MIDWEST STEEL CORP. 
Charleston, W. Va. 





10 cars month 6’, 7’ or 8’ new or used hard- 
— — sticks. E. J. Gaiennie, Shreve- 
port, La. 


Buitping Propucts MERCHANDISER, December 21, 1946 








~ BUSINESS OPPORTUNITIES 


INVESTMENT OPPORTUNITY 


To separate estates, and account tax sta-us 
of owners would sell very sound, profitabie, 
Three Band Saw Mill operation. with abvut 
23,000 Acres timberland and standing timber. 
together with over 6,000,000 feet manufactu.ed 
Lumber. Some of the finest RED CYPRESS in 
United’ States. This is one of the best oper- 
ations in Southeast—advantageously located 
—now in operation. Address X-49 Americun 
Lumberman. 











Make money making Ixl—6’ stackin 
Need 10 cars a month. Write E. J. 
Shreveport, La. 


FOR LEASE 


Owner will lease for long term. Tract 145’ x 
311’ vacant Poets suitable for lumber yard. 
On St. Paul R.R., 20 miles north of Chicago. 
Switch, 3 phase power, oe etc. Address 
F-39, American Lumberman, Inc. 


LAND FOR SALE WITH SIDING 


Suitable for Lumber Yard or any other Com- 
mercial Line. At Westbury. L. I., N. Y. and 
Huntington Station, L. I., N. Y. Exceptionall 
reasonable. J. Goldberg, 120-10 Boulevard, 
Le 7 ig Park, N. Y. Tele. Belle Harbor 


sticks. 
aiennie, 











LUMBER MILLS 


Want to look ahead 5 years? Are you satis- 
fied with present representation? Starting 
new business 1/1/47 so your reply will not 
embarrass your present connection. Familiar 
all species, Plywood, Millwork, Midgs., etc. 
Like Chicago or travel Mid-West. nusual 
17 years’ experience national basis. Act as 
commission man, wholesale representative or 
jobber. Can only offer ability, character, 
onesty and ambition. ag | in confidence. 
Address Box F-43, American Lumberman. 
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BUSINESS OPPORTUNITIES 


Southern Buyer of many years’ experience can 
devote time to good wholesale account profit 
sharing basis. Address F-54, American Lum- 
berman. 











Mig. who has automatic multiple spindle 
machines and supply of kiln dried oak or 
maple 12” x lI,” to make new Fran me 
carving board. Address F-57, erican 


Lumberman. 


LUMBER & DIMENSION 
FOR SALE 
FOR SALE: 3x3 Hardwood Furniture Squares. 


Kiln dried, cut to length. M. C. Rumley, 
P. O. Box 296, Tuscaloosa, Alabama. 

















PINE—FIR—CEDAR 


For shop, selects and commons. Write me Air- 
mail—John A. Winkler, 1200 Grange Ave., Red- 
ding. California. 





CEILING PRICES VOLUME SUPPLY 
Woods desired in sizes and di i 


LUMBER & DIMENSION 
FOR SALE 





TIMBER & TIMBER LAND 
FOR SALE 








K.D. Popple (aspen), basswood core stock 
cut to lengths only. Hardwood dowels all 
lengths %,. 1/2, i’ 3%”. Popple rough green 
crating lumber 8’ lengths 3” to 8” in width. 
Hardwood crating lumber random lengths. 
Dimension stock. Will manufacture complete 
wooden crates any size or shooks. Universal 
a Products, Inc., Park Falls, Wis. Phone 





For Sale 


25,000 fit. 1” Sound Square edge Ash, P.1S 

3” & up wide. 75% 64” long. 25% 3 & 4 it. 

— Howard, 983 Carew St., Springfield 4, 
ass. 





We are making square lumber pieces in 
1” x 1” x 42” and 1” x |” x 48” for—Broom 
Handles, Mop Handles and other uses and 
we have interest in selling this lumber di- 
rectly to consumer. For full details write to: 
COMERCIAL MADERERA, S. A. Aldama 
2916, Chihuahua, Chih, Mex. 





needed, for large principle or co-op group (20 
million feet annually) who are in a position 
to advance substantial finances, fully secured, 
repaid in quality lumber, contract basis. Strict 
investigation will show sound source, depend- 
able delivery, high grade references. Address 
F-27 American Lumberman, Inc. 


YELLOW PINE OR FIR POLES 


5000 pieces 8°’ top 14” butt 50 feet long. 
2500 pieces 7°’ top 16’ butt 80 feet long. 
200 pieces 7°’ top 16°’ butt 85 feet long. 
Creosoted Piling. Navy Specifications. Treated 
14 pound or 20 pound No. Creosote Oil. 
Immediate shipment. KAW LUMBER COM- 
PANY, Finance Bldg., Kansas City 6, Mo. 


AIR DRIED . . . QUALITY LUMBER 


A.D. five (5) mo., R.W.L., Mill Run or No. 2 
& Btr. 4/4" and 8/4’, rough or S2S; S.L.Y.P., 
White and Red Oak, Poplar, White Pine, 
Gum, Ponderosa Pine 1 13/16’’x12’’xl6’, No. 
1 & Btr., Ass'n inspected and certified. Steady 
carload or volume supply. Please mention 
your schedule and price. Also have output 
of dimension mill for principle who will f- 
nance we 9 kiln installation. Address F-40, 
American Lumberman. 











5 —_ VWexl!/,—4’ and 8’ rough dry pine car 
strips. 
car 1/9x11/,—8’ dry hardwood car strips. 
cars é hardwood stacking sticks. 
cars 4° hardwood stacking sticks. 
car 8’ hardwood stacking sticks. 
cars 4/4 No. 2 & Btr. Rgh. AD Gum. 
cars 8/4 No. 2 & Btr. Rgh. AD Gum. 
cars 8/4 No. 3A & Btr. Rough AD Oak. 
2 cars 8/4 No. 3A & Btr. Rough AD Oak. 
E. J. Gaiennie Lumber Company, Box 1074, 
Shreveport, La. 


LOGS FOR SALE 
from Coatzacoalcos in the state of Vera Cruz, 
Mexico, D. F. 18’ and up diameter—Lengths 
of from 8 to 10 feet and up. Mahogany, cedar, 
primavera, etc. POWELL’S NATION. & IN- 
TERNATIONAL LUMBER BROKERS, Columbus, 
Mississippi. 








Northwestern Alder. maple, oak, other lum- 
ber: Cedar fence posts. Douglas fir poles, 
piling. Address F-50, American Lumberman. 


DO YOU WANT LUMBER? 


Have client with option on three large well 
equipped Saw Mills, also 250,000,000 feet of 
Timber. Can ship East by Water or Rail. 
Pine, Cedar or Fir. Has Dry Kiln and planers, 
Se 5 to 10 million feet of lumber in 
yards. 





Want to Contract Two Hundred and fifty mil- 
lion feet to some large Operator or Contractor 
who will advance $10 per M or $2,500,000 to 
be rebated at same rate as lumber is loaded. 
— wholesale price. Will secure loan 
well. 


Dry Ponderosa Pine Lumber. Have 2,500,000 
1-13/16ths x 12 inch x 15 Ft. four months on 
sticks. $64 per M plus 5% commission. 
Loaded on cars, Sacramento rate. Can load 
on ship for about $12 more. Stockton, Cali- 
fornia. Water Rate to New York $20 per M. 
Above lumber is S2S. Also have a million 
feet of dry Fir Lumber. 
Chas. H. Bartow, 817 N. Central Ave., 
Glendale 3, California 





For Sale Minnesota Popple, Boards, Shipla 
and Crating Lumber, Rough or Surfaced. 
Forest Products Co., Northwestern Bank 
Building. Minneapolis, Minn. 
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1/3” Noble Fir Veneer, 8” to 12” Wide, 10’ to 
16’ long, largely 14’ and 16’. All clear stock, 
excellent condition. For sale at $39.50 per M 
square feet, surface measure. Taylor-Meek 
Sales Co., 523 Woodruff Building, Spring- 
field, Missouri. Phone 1670. 





Have available large quantities of 2!/2x21/2x40"’ 
yellow and red birch: black cherry and hard 
maple squares. Inquiries are also solicited 
on other sizes. Address inquiries to Mc- 
Laughlin-Millard, Inc., Dolgeville. New York. 





For Sale: 500,000’ 4/4 Oak. Beech. Maple. 
Hickory, Poplar, Cherry and Walnut. Air 
dried and on sticks. Prices on application. 
_ Moore, 137 Maple Street, French Lick, 
ind. 





Lumber & Dimension For Sale 


Northem pine 1"’ and 2” 8 to 16 ft. Also sur- 
faced pine 2x4s to 15 by 35/g double end 
trimmed. Phone Cherry 3929 Cleveland, Ohio, 
or Melrose 3027, Duluth, Minn. 





INCENSE CEDAR 


Desire contact large industrial user wanting 
sound commons and uppers. Address F-34, 
American Lumberman, Inc. 





500,000 Ft. Hardwood Lumber, consisting of 
Soft Maple, Soft Elm, Brown Ash, White Sak, 
Basswood, White Ash, Red Oak & Hard 
Maple. Can cut to order. FOB Trucks, Clin- 
tonville, Wisconsin. 


FRED M. HOLMES, 
CLINTONVILLE, WISCONSIN 








BOOKS FOR SALE 


PRACTICAL PLANS FOR MODERN HOMES 
New 36 page booklet, size 81/2xll inches. Con- 
tains 51 actual photographs and floor plans 
of real houses that have been built and 
proved successful . . . plus dozens of helpful 
ideas on selecting the lot, choosing the proper 
home design and arranging finances. Blue 
prints and specifications of every design are 
available at only $5.00 per set. Special prices 
on quantity lots of these booklets to dealers. 
Single copies only 50c. AMERICAN LUMBER- 
MAN, 139 N. Clark St., Chicago 2, Illinois. 











HANDY LUMBER CALCULATOR. A 64 page 
Vest Pocket size for standard lumber sizes, 
log rules, estimated weights of lumber and 
“ — 4 tab —. po meed = 
aid, on per copy. rder dire om 

RICAN LUMBERMAN, 139 N. Clark St., 
Chicago 2, Illinos. 





MODERN STORE & YARD DESIGN MANUAL 
Actual Store er Planning helps. Yard 
Planning ideas. 11 original store plans. Yard 
layouts. How to display merchandise. 
pages of valuable information and only 50c a 
copy to readers of American Lumberman. 
Order from AMERICAN LUMBERMAN, 139 N. 
Clark St., Chicago 2, Illinois. 





SCRIBNER’S LUMBER AND LOG BOOK. This 
book contains the Doyle log rule with a 
number of auxiliary tabulations. Bound in 
heavy boards; pocket size, 190 Pee . Price, 
delivered, 50 cents. AMERIC LUMBER- 
MAN, 139 N. Clark St., Chicago 2, Ill. 








Lumber and Timber supply. Excellent oppor. 
tunity. Pine and other California species, 
Some capital required. Address Box F-30 Am. 
erican Lumberman. 


FOR SALE: Approximately 10,000,000 fee 
White Oak timber, situated in South Caro. 
lina. Good ~ L. E. Miller and W. G, 
Colvin, Holly Hill, South Carolina. 











BUSINESSES FOR SALE 


—- 








Southern California Retail Lumber Yards for 
sale. Generally upwards of $60,000. Twohy 
Lumb o., Yard brokers for over 
35 years. 801 Petroleum Bldg., Los Angeles 
15, Calif. 





Sou. California Cabinet Mfg. plant for sale, 
30,000 sq. ft. ground: 12,000 sq. ft. under 
roof; office: 5 room house; complete machinery 
equipment with new burner. Now operating. 
Total price $57,000. terms. Inventory extra, 
Twohy Lumber Co., Petroleum Building, 
Los Angeles 15, California. 





Retail Lumber business for sale, located in 
the heart of the city of Watertown. New York, 
opulation about 35,000 on New York Central 
Railroad. Now a going profitable business 
since 1912. Equipment — about fifty wood 
working machines, large stationary band saw, 
ard hoist, all electrically driven. Reason 
or selling—cwners want to retire. Address 
E-60. American Lumberman. 





FOR SALE—Retail Lumber and Coal Yard in 
live city in Central Wisconsin. Private siding, 
Good location. Suitable site for factory loca. 
tion. Reply in care of Box F-33, American 
Lumberman, Inc. 





One good veneer mill in deep South. Plenty 
of timber available and plenty of labor. 76" 
Coe lathe. Moore drier. Two boilers with 
Dutch ovens. Plenty of good logging equip- 
ment. Will sell for cash or will sell to the 
right parties for small down payment and let 
them pay it out on a cutting arrangement. 
Address F-35, American Lumberman, Inc. 





Lumber Mill For Sale 
Labor From Neighborhood 
Small Farms. Complete — Electric 
Planer. Yellow Pine, Fir, Larch. 
James Y. Colvin 
Fernwell Bldg.. Spokane, Wash. 





For Sale: New six foot Band Mill in Oregon 
Fir District about ready to run. Logs avail- 
able. Reason lack competent management. 
Address F-37, American Lumberman. 





Prosperous cabinet manufacturing business, 
including building, machinery, stock. All 
modern bungalow, 2-car garage, all A-1 con- 
dition. Opportunity for cabinet maker. Good 
northern Indiana lake and river district. 
$35,000.00 for quick sale. See George Miles, 
Plymouth, Indiana. 





FOR SALE: Saw mill with timber, three dis- 
tribution yards. Aged owners desire to re 
tire. Deep south. Address F-46, American 
Lumberman. 





Oregon Fir sawmill, 65,000’ capacity, well lo- 
cated on S.P.Ry. with siding facilities for ! 
cars. 60°’ resaw and merry-go-round, Woods 
6-knife planer, new feed table, new lumber 
carrier, new cold deck equipment, 2 million 
feet logs in storage. Equipment arranged to 
roduce large quantity boards and clears. 
ill can be operated all year. Will assign 
logging and timber contracts. Several year 
stumpage available. Price $110,000. Ad 
dress F-49, American Lumberman. 


— 





FOR SALE 

Saw and Planing Mill located Southem 
Arkansas. Now in operation. Anpronines 
600,000 ft. of lumber on sticks. ,000 feet 
logs on skidway. 250,000 ft. standing timber 
Plenty of timber available. Mill and equip 
ment as follows: All steel ballbearing saw 
mill = oY with slab conveyor, saw 
edger, 20 ft. ballbearing trimmer, powered 
with 110 and 65 H.P. units, one No. 10 Hoy! 
Planer Machine 8” x 20”, one knife grinder 
one 20 ft. trimmer, one circular resaw cot 
lete with blower fan and pipe, 8 loggini 
ml and harness, 7 trucks and trailer 
one tractor, and miscellaneous equipmes! 
Owner wishes to retire. Address F-59 Amer 
can Lumberman. 


December 21, 1946, AMERICAN LUMBERMAN 6 
































MISCELLANEOUS — FOR SALE 





USED MACHINERY FOR SALE 








STEEL WINDOWS 
No priority required. 
Large stock casements, 
pivoted, deuble hung, etc. 
STEEL SASH SALES & SERVICE 
Weehawken, N. J. 


FISHING POLES: Native Canes, Calcuttas, 
Tonkins, Bamboos. Softball and other Bats. 
Bob Pace, Combs, Ark. 


BASEBALL BATS, Softball Bats, Novelt 
Boys Bats, Fishing Poles. Bob Pace, 
Ark. 








Bats, 
ombs, 








IMMEDIATE DELIVERY 


1946 Chevrolet, two ton chassis, 
with Grico tandem drive. 8:25 x 
tires. 13,000 pound Clark axles. 
Grico tandem. Heavy duty vacuum booster 
brakes. Clark wheels. DRAPER CHEVRO- 
LET COMPANY, 1450 No. Michigan Ave., Sagi- 
naw, Michigan. 


esupoed 


0:10 ply 
“sean 





WHAT HAVE YOU 
TO SELL? 


WHAT DO YOU 
NEED? 
AMERICAN LUMBERMAN 
CAN HELP YOU 


You can insert a 20 word 
advertisement in these col- 
umns THREE TIMES for 
only $3.60. 


To reach the next issue 
mail your copy to reach 
us by next Monday. 


AMERICAN LUMBERMAN 
139 N. Clark St. 
Chicago 2, Ill. 








USED MACHINERY FOR SALE 


EARLE HART WOODWORKING MACH. CO. 


Large selection of Modern Ball- -Bearing Mo- 

torized Used Machines. Get our prices and 

list before buying. 

Chicago, ilinois. 565 W. Washington Blvd. 
: Andover 3340 

Greensboro, nN C.. Davidson Dr., Sedgefield 

Ph:: Greensboro 9633 











FOR SALE 
One Atlas Steam Engine 16” Cylinder, 20°’ 
Stroke, 83°’ dia. gh gg = 17" Belt face, 


extra pulley 60° dia., 91/2 face. 


NEWTON KELSAY & SONS 
2 N. Main Street 
Evansville, Indiana 





FOR SALE 


Complete Band Mills; in New 

England and Middle South: can 

be negotiated at very favorable 
prices. 

Write Phone Wire 

Keystone Machinery Co. 

324 — 4th Ave. Pittsburgh, Pa. 








—— 





FOR SALE 
: 1 Used Timber Sizer 16’ x 30’. 


Used Veneer Edge to Edge Gluing Machi 
Gamble Brothers, nc., Souleellie 9. Ky Spe 


Cinder Crushers 
20-ton Truck Scales 


Bag & Box P “4 
mediate eR cage and Belt Conveyors. Im 





Bonded § 
ies. Obie cale , 19 Bellview, Colum- 








B 





MACHINERY ITEMS "FOR SALE 
= cae neces: All sizes and types. 


ys <n 60’’—7' housing........ $ 450.00 — 
Buffalo Circular 10" opening....... 250.00 
BORING MACHINES 
Andrews Vert. 30" auto. feed, 6 
ED 1 Site gaara ei lriais € 4% a4 chere te 50.00 
JOINTERS: 
og ae SS re 300.00 
16°’ Smith 2 kn. rd. hd. B/D........ 300.00 
24°’ Ross 2 kn. rd. hd. B/D......... 375.00 
KNIFE GRINDERS: 
res eee 275.00 
MATCHERS: 
F & E No. 290 Timber Sizer, 24 x 14, 
hea SAE Ri RS, CTS EE Sore -950.00 
ates-American A-66, 20 x 8 ball 
bearing. top and bottom profiles, 
comp. motorized. 
a ey 
Smith 6°’ four side, B/D..... 750.00 
Colkads 6°’ four side B/D........ 750.00 
MORTISERS: 
H. | Smith Hollow Chisel; motor on 
eR Se hs dhe Linc. wine ecile wo avah 725.00 
Seaith & Phillips Comb. Pulley & 
RE ini = a 250.00 
NAILING MACHINES & 
BOX MAKING EQPT. 
Doig 6 track nailer. 
Doig 8 track nailer. 
Doig 1 head Corrug. Fastener, minus 
Be I Eos rest cns'newevinicanss 250.00 
Beach Boxmakers ate cutoff, 8’ 
a SE oe: Sr 200.00 
PLANERS: 
Colladay 24” Single, 2 kn. sq. hd... 650.00 
. a Fay 24” Single. 2 kn. . . hd.. 650.00 


Ross 24" Single, 2 kn. 5 rec 
Buss 26"’ Single, heavy duty B/D.. 1,050.00 
— 32”° 


ingle, heavy duty. 
| ee eee 1,050.00 
Bentel & Margedant 60°’ Single, 4 


kn. hd. B/D-special ra Se 1,150.00 

Hvy. Duty 26°" Dble. comp. w/all 

ree 1,250.00 
RESAWS: 

Vance 30°’ Circular, B/D........... 775.00 

F & E No. 950, 36’ Band, ball bear- 

sinitels 10 NS <6 ora.ecsis: oie Cavenivin. se 2,650.00 

Bolin 54" Royal Invin. 3 dr. roll 

fd; fine cond. _ Ree 0.00 

American 24" disc & 8°’ spindle 275.00 

American 2 — Osc. Vert...... 5.00 

Mattison No. 138-B, 6’ Belt Sander, 

w/double rolling ‘table & 7/2 HP 

SE Vos pacaiy SAR ano e450 iw awipa.e need 685.00 
SAWS: 

Sinker-Davis self feed Gang Rip. 

Oe SS Bn ga. <. 0s on so: dees 875.00 

F&E Tilting Arbor, B D............ $00.00 

Swing Saws, ceiling mounted..... 100. 
SHA PERS: 

Berlin 2 spindle, babbitt bearing.. 250.00 

Amer. No. 21, 2 spndl. ball bearing, 

w/120 cyc. Yroq.. Cungr........... 950.00 
STICKE 

Smith 31/."" NS Se 350.00 

4"’ single and 2 head. 

5*’ single head. 

51/,"° single round head. 
TENON 2 

F&E Single End motorized, 3 motors 950.00 

Smith S.E. top & bottom copes, roll. 

ere 750.00 
MISCELLANEOUS: 

F&E Back Knife Lathe, 48""........ 200.00 

4’ x 8’ Door Clamp, no dogs........ 250.00 

2’ x 4’ four corner Case Gel. 250.00 

Dodds 12 ee. he yyy aa 350. 

Mitts & Merrill Wood Hog.....:... 350.00 

KEYSTONE MACHINER COMPANY 


324 Fourth Avenue Atlantic 1160 
PITTSBURGH 22, PA. 





MACHINERY 


We buy, sell and trade all kinds of 
Woodworking Machinery. Tell us 
what you need or what you want to 
sell—Chances are we can do business 
with you. 


J. LEE HACKETT COMPANY 
1961 E, Milwaukee Ave., 
Detroit 11, Michigan 
Rebuilders—Appraisers—Liquidators 





For Sale: A real bargain in a 500 K.W. low 
pressure Turbine in excellent condition. This 
machine will effect wonderful steam economy. 

produce one H. P. electric — for 
each H.P. of exhaust steam and will also 
operate efficiently with either all or part 
live steam. Mobile River Saw Mill Company, 
Mount Vernon, Alabama. 





42 inch Mattison Automatic No. 57-D Wood 
Lathe. Perfect working order. Just put it to 
work. 15 H. P. 3 phase, 220 volt Built-in 
Motor. $2250 fob Durango, Colo. Don-Lynn 
Manufacturing Co., Durango, Colorado. 
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USED MACHINERY FOR SALE 


3 pe of Timber Rolls—8’’ x 24°’ mounted on 








x 6, 

1 Speed ““D’’ Twin Steam Feed with Clutch 
and Drum. 

1—5 hy Hart-Fordson, 32'’ Gauge, Soft Steel 


Tir 
The Back Creek Lumber Company, Connells- 


ville, Pa. 





MACHINERY FOR SALE 


Broom Sander—Black Bros. No. 2 Pioneer Re- 
built with 3 HP 1800 RPM 220V G.E. Motor, 
Excellent Condition. : Ay BRICKLEY LUMBER 
COMPANY, LOUISVILLE, KY. 





25—40-Ton 40° Box Cars. 


as above. We 
and heavy construction machinery and Gen-° 


RAILROAD EQUIPMENT FOR SALE 


1—36"" Gauge, 38-Ton Vulcan 4-Wheeled 
Coal-Fire Steam Locomotive, Saddle 
Tank. Located in Chicago. 


Standard Gauge. 
Located Chicago. 


60—50-Ton Composite Gondola Cars Standard 


Gauge. % 
1—15-Ton, Whitcomb Locomotive, 
Standard Gauge. 


1—35-Ton, 0-4-0, Gasoline Locomotive. Stand- 
ard Gauge. Built 1942. 


Gasoline 


IRON & STEEL PRODUCTS, INC. 
4l years experience. 
13424 S. Brainard Ave., Chicago 33, Illinois. 
“ANYTHING containing IRON or STEEL” 





POWER UNITS 
Leroi’s 60 to 70 H. P. practically new. Suit- 
able for saw mills, $1250.00. Also have Cum- 
mins Diesel a units at $1750.00 same size 
handle tractors, bulldozers 


erating Units. 
Overton C. Evans, Mt. Sterling, Ky. 





FOR SALE: 24’’ one side Planer. New. Never 


run. Belt driven. First $400.00 takes it. A. N. 


Holquist, 413 Tionesta Ave., Kane, Pa. 





All Belting. Slab Conveyor, 





1 Complete Sawmill, Corley No. 395, Three- 
ock. R 
Corley, Jr. Two-saw Edger 2” to 14’. 
Allis-Chalmers Power Unit. Type E-60. 
awdust Chain, 


Discontinued use in November, 1946. Priced’ 
to sell. Contact "Ghee. C. Meek, Jr., Box 
1485, Springfield, Missouri, Phone L.D. 42. 


Track and Car. 





For Sale — In Southern Alabama: 

1—8 ft. Filer & Stowell Band Mill. 

1—52” Allis-Chalmers 3-block Carriage with 
Trout setworks. 

1—90’" Diamond Double Edger. 

1—Houston, Stanwood & Gamble 15” x 22” 
twin engine. ° 
(Have not been used since completely 
overhauled before the war with intention 
of operating.) 

Complete lineshaft 5-15/16 to 3-15/16"" with 

bearings and pulleys. Address F-48, Ameri- 

can Lumberman. 





Offered on the basis of where is and as is, 
oe following items: (1) ** Cylinder roller 
bearing Diamond Hog-125/"" x 5°’ knives, (1) 
46°" Gang Edger with saws, (1) Smith, Myers 
& Schneer-56"-3 block carriage & rails, (1) 
3°° Belt drum water pump, (1) Skidder or 
derrick outfit with poles, (4) 8” x 6’ Joints 
of steam feed —_ ers, (1) 5° Angle Valve. 
(1) 30°° Dia. pulley 18°’ face—3-15/16’’ bore, 
(1) 60° Dia. pulley 9°" face—2-11/16" bore. 
(1) Complete slightly used Little Giant tree 
feller, portable cir. & chain saw machine 
cir. & chain included, (1) Set 21/2." intake, 3°’ 
outlet steam feed valves, 460 ft. No. 95 de- 
tachable link chain (3 links to a foot). Vir- 
inia Pine Lumber Company, Stony Creek, 
irginia. 





FOR SALE 
Modern 30 Ton Gas Locomotive Crane 
8-Wheel—Stdg. Gauge 
Powered | New 6 Cylinder Engine 
AN Operating Condition 


H. & P. MACHINERY CO. 
6719 Etzel Ave., St. Louis 14, Mo. 





For Sale: One TD 40 International Diesel 
Trac-Tractor in good condition. One portable 
sawmill now operating in Copemish, Michi- 
gan. with 300 to 400M feet of logs to cut. 
Wm. J. Eilers, Montague, Michigan. 
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Season's 


§ reetings 





Original Growth 


Centerville, Ala. 


7-foot band mill, dry kiln, 
planing mill, timber sizer 
G.M. & O. Railway 


Virgin. Long and 


Shortleaf Yellow Pine Lumber 


Specializing In Longleaf Heart Timbers 


TWO SHIPPING POINTS: 


Plantersville, Ala. 
Saw mill, planing mill, 
concentration yard 

Southern Railway 





We Will Cooperate 


States. 





As Soon As Government Restrictions Permit, 


With Private Industry For The Building Of 
More Homes For The People Of The ' United 


To Our Fullest Extent 














W.E. Belcher Lumber Co., inc. 
Belcher Lumber Sales Co. 


Exclusive Sales Office 


CENTERVILLE, ALABAMA 














MOISTURE-RESISTANT 
DOUGLAS FIR 


A Name That 
Stands for Quality 
in Plywood 


Soundbilt. as the 


name implies, is a 
w e1l- manufactured, 
quality-produced ply- 





wood. It comes from 
fine, old-growth logs. 





It is made in a mod- 
ern plant. Soundbilt 





PLYWOOD 


230 EAST F STREET 





is a name you'll be 
hearing more about 
as things get back to 
normal—so that more 
Soundbilt can be 
made available. 


TACOMA 2. WASHINGION 








Advartisers’ Index 


Aetna Plywood & Veneer 
Aion Paint & Vamish Co. s 
Alexander-Yawkey Lbr. me 
Alger-Sullivan Lbr. Co., The.129 
Allied Building Credits, Inc... 37 
American overt, Tool Co...122 
American Lbr. & Treating Co..109 
American Manufacturing 198 
A Cop Mining Co. .129 
Anderson-Tully | Co. 47 
Angelina County Lbr. 
Appalachian Hardwoods 
Atlanta Oak aoew Co.. 
~ sande 9 ° 





al, L. 
Bailes F-Poed Co., Lid 
Balckor. J. B 

Belcher Lbr. 
Belcher Lumber Sales Co.. 
Berry. Paul B 

Berry Door Corporation 
Biles-Coleman Lbr. Co., Inc... 
Bird & Son, Inc.. 

Bradley & Co., L 
Brooks-Scanlon, 

Brown, D. 

Brown & Co., Cc 

Buck & Co., Frank R 


California Sugar & Western 
e Agency 1 

California Wood Products Co.. 

Carroll Lbr. Co., The A. B.. 

Celadri Corporation 

Celotex Corporation. 

Century 3 a Corp.. 

Chapman & Dewey Lbr. Co.. 

Charshee & Son, Arthur V.. 

yang = neg Valley Lbr. Co. 136 

River Boom & Lbr. Co. 

Christan Lbr. 

Colonial Cedar C 50 

Comfort Lbr. Co., The Geo. N..119 

Commercial Metals Co 134 

Cooper, W. E 

Corinth Machinery Co 

Corley Mig. Co 

Craig Mountain Lbr. 

Creo-Dipt Co., I: 

Cre-O-Tox Chemical Co 

Crisp Lbr. Co 

Crosby Lbr. 

Cunningham 

Curtis Companies Service Bu- 

reau 


Dad & Lad Co., The 

Dixon Industries, 

Douglas Fir Plywood Assn.. 
Dow Chemical Co., oe 
Duplex, Inc. 

Durham Co., Donald... 


Enterprise Com 
Eubank & Son, L 


cactery, Built Sen, Inc... 
Farrin Lumber Co., The M. B. 40 
Fence Company of America.. 45 
Fir Door Institute 4 
Flex-O-Glass Mfg. 

Flintkote Co., The 

Franklin Machine Co.... 

Frost Lumber Industries, Inc.. 
Fulton Bag & + ge Mills. . 100 


Garlinghouse Co., L. F. 

Georgia Hardwood —r Co. aL. a7 

Gillies Bros. & Co., Ltd 

Grayson Lbr. Co 

Green Lbr. Co., 

Gregg & S 

Hamer Lbr. Co., J. P 

Holt Hardwood Co.. 

Home Ola Corp., The.. 

Honeycutt Mfg. Co., Inc.. 

Houston Blow Pipe & 
Metal Works 

Hudson Mia. Co., H. D 

Hunt Lbr. Co., J. S 

Huther Bros. Saw Mfg. Co., 


Inc 
Hutton & Bourbonnais Co.. 


Insulite Div., 
~ ~eeg & Ontario Paper 


Johnson Ltd., Goodwin 
Jones Lumber Co., MM... 


Karlen-Davis Co. 

Kay-Tite Co. 

Kent Machine Co., The 

Kimberly-Clark Corp 

Kinzua Pine Mills Co 

Kirby Lumber Corp 

Knudson & Mercer Lbr. Co 

Kochton Plywood & 
Co., Inc. 


Lane Manufacturing Co 
Lightsey Brothers 

Louisiana Central Lumber Co. 47 
Lumberman’s Plan Service.... 12 
Lumbermens Mutual Casualty 


MacGillis & Gibbs Co., The.. 39 
Macklanburg-Duncan Co.. ... 49 
MacLea Lumber Co., The. .. 12 
Mall Tool Co.. 2 
Marshall Lbr. .. @ 
Mauk Seattle Lumber Co.. 10-116 
McCracken & McCall, Inc..... 49 
McGraw-Curran Lumber Co... 4 
McKinney Mig. Co 105 
Meadow River Lumber Co. 40-12 
Menominee Indian Mills. ly § 
— Building Industries, 


Midland Valle 

Milcor Steel 

Miner Saw Mig. 

Mobile River 

Modern S cuales Co. 
Moisture , ys Mi 

Moore 7. ee 
Morrill & Fan codinty Lbr. Co... 10 
Morrison, Gross & Co 
Mowbray & Robinson Lbr. Co, 
Mower Lumber Co., * camp . 40-113 
Moyer Lbr. Co., J. P . 50 


National Plan Service, Inc.. 94-9 
Neils Lumber Co., J 99 
Newell Manufacturing Co. 12 
Northwest Metal Products Co..1% 


Oregon-American Lbr. Corp. 115 
Oregon Lumber Co 135 
Ozan Lumber Co 


Palmetto Lumber Sales Co... .] 
Paxton Lbr. Co., Fra 1 
—— Wood Products Co. 
Pine Plume Lumber Co.... 
Pittsburgh Plate Glass 

lass Div. 
Plumly Lbr. Corp., P. W.. 
Protexol Corporation 
Puget Sound Plywood, Inc. 
Pullman Mfg. Corp 


Rainy Lake Lumber Co., Ltd. = 
Ranetite Mfg. Co.. 

Red Devil Tools in 
Reynolds & Manley Lbr. Co. 47-9 
Reynolds Metals Co. 

Rinn-Scott Lbr. 

Risser, 

Ritter Lumber Co., W. M.. 

Ross Lbr. Co., Warren...... 
Russell & Pugh Lumber Co. 


Sabine Lumber Co.... 

St. Paul & Tacoma Lbr. 
Schreiber Lbr. Co., Wm. 
Schuette Co., Wm.. 

Scotch Lumber Co.. 

Sewall, James W.. vost 
Shevlin Pine Sales Co. 

Silver Lake Co... Seen ean 
Simpson Industries, Inc... 
Sims Lumber Co.. 

Smith & Co., D. 

Smith Lbr. Co., Ralph L.. 
Smith Lbr. Co., W. T.. 
Soderberg Lumber Co., Carl . 
Southern Hardwoods .... 
Standard Moulding Co., 
Stanley Works, The 

Stearns Coal & Lbr. Co., 
Steelwood Corp., The. 
Stewart-Farris & Myers. ‘Lbr. 





Co. 
Strand Building Products Co.. 
Stutts Lumber Co 
Stutts Sawmill Co., 
Sullivan Co., The 


Tarter, Webster & Johnson, 
Inc, 18 


Taylor- Stiles & Co.. 
Texas Creosoting Co.. 
Texas Long Leaf Lbr. Co.. 
Thurston-Flavelle, 
Tilford-Hunt Lbr. Co.. 
Twin Harbors Lumber Co. 


Union Pacific Railroad.... 
U. S. Plywood Corp., 

Industrial aeneneen Div. ..13] 
Upson Co., 32 
Urania Lbr. 


Vestal eatin d & Mig. Co.. 40-117 
10 


Wales Lumber Co.......... ; 
Warp Brothers 


Wells Lumber Co., J. W... .. 
Wendling-Nathan Company .. 
Western Pine Association... .. 
Western Pine Mig. Co...... .. 
Western Wholesalers a 
Wheeler, Osgood Co., The .. 
Wistar, Underhill & c bees 
Wolfe, Harry M 
Wood-Mosaic Co., * 
Woodard Walker Bowen, Inc. 
Woods Lumber Co 
—— Manufa cturing, 





Illustrated. below are but a few o , c 
the world famous line of Red Devil Too s and Macl 
describing many hundreds of items available 


Mee aA BBCE ONS oA 





IRVINGTON 
fe) N. J., U.S.A. 








OLD IN HEAT— 
KEEP OUT COLD 


BETTER THAN GLASS 
CUT WITH SHEARS AND TACK ON 


TWICE AS MANY WINTER EGGS 
'Warp’s Window Materials bring gre ater profits 
to poultry raisers. Under one of Warp’s Window 
Materials, chicks grew twice as fast as those 
under glass—chiefly on home-grown grain. 
Hens sti aries le aying € a~lier, were healthier, grew 


OF THIS PEN 
110 LB. HOGS IN 100 DAYS! 


Pigs are healthier and grow faster under Warp’s 
Window Materials. These pigs were farrowed 
in January, raised in an unheated hoghouse 
with Wyr- (-Glass Windows in place of glass— 
were never outside. They weighed 110 Ibs. in 100 
days, on inexpensive feed. 
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38% FUEL SAVED! 
Warp’s Window Materials hold in heat and keep 
out cold better than glass. Tests proved that 


Warp’s Window Material tacked over doors and 
windows saved 38% in fuel on this house. It was 
warmer, more comfortable, freer from drafts. 


[Wits 
Sao 








To Help Turn Home-Grown Grains Int 
" Meat and Eggs Quicker—at Less Cos 


| FLex-0. GLAss Wyr- °. GLASS 


Absolutely Waterproof — Un- A tough galvanized, fine wire 
breakable. 124 strong, pre- base— \% inch mesh. Every joint 
shrunk threads per square inch. and wire imbedded in a cushion 
Impregnated with extra high plastic for double reinforcement. 
melting point Composition that Transparent Plastic applied on 
will not run, discolor or melt both sides, fusing everything in- 
in a window. Extra Heavy. to one solid weatherproof sheet. 


' Extra Durable. Guaranteed 2 Highest Ultra-Violet transmit- 


years. Admits lots of healthful ting and mosttransparent,flexible 
Ultra-Violet Rays from the sun. Window material on the market. 


It pays to handle Warp’s Window Materials! 


GLass-O- Bie 


Very transparent. Made on 4 
inch mesh, strong, green Cord 
base—Every Cord soaked in 
waterproof Plastic to make a 
moistureproof seal—and to add 
greater strength. Transparent 
Plastic then applied on both 
sides, sealingeverythingintoone 
solid weathe rproof sheet. Extra 
high Ultra-Violet transmission. 


When you sell Warp’s Window Materials you can be sure of a | 


and will really stand up. If the customer is a live stock or 
poultry raiser you can be sure that a window material with 
the name Warp’s printed on the edge will really produce faster 


growth, more meat, and more eggs at less cost 


. Nearly 25 years 


of pioneering and experimental work have gone into the mak- 
ing of these top-quality Window Materials. Today these fast- 


moving products are nationally recognized as 


the finest made. 


All of Warp Brothers Window Materials have the name printed _ 
along the edge for easy identification, are fair traded and 


the price of each is nationally advertised—to 


protect both the | 


“| dealer and the customer. Your customers will be better satisfied 


when you supply them only with a window material bearing | 
the name “Warp’s” along the edge. They know that experi- 


ence, dependability, and good faith stand behind that name. 


Warp’s Window Materials are Distributed by Reliable 


Copyright 1946 Reg. U. S. Pat. Off. Warp Bros., Chicago 


= Jobbers Everywhere (Not sold by Mail Order Houses) 


1) 


satisfied customer. You can be sure that the material is rugged, | ’ 


SCREEN-( 


Fine Mesh Wira 
tremely Durable fq 
ice. Galvanized 

cloth imbedded in 
of exceptionally ¢ 
proof plastic whid 
anddiffusesover50 
Ultra-Violet Ra 
proof,unbreakable 
As flexible as wi 


RAISED UNDER 
AN ULTRA-VIOLET 
WINDOW GLASS— 
~ aden e 
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"werent 
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